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"We use what we recommend —Fitzgibbons 
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‘own buil 


Says Harold Alport, President 
A. Alport & Son, Inc., So. Fallsburgh, New York 





“With more than 15 years experience selling Fitzgibbons steel 
boilers, we just naturally selected one to heat our own show- 
room and warehouse. Our trade tells us regularly that you 
can't beat a Fitzgibbons for a quick, easy installation that 
will give the customer years of economical, trouble-free per- 
formance. And that’s been the story of our own Fitzgibbons 
installation.” 

The Fitzgibbons “80” Series boiler, used by this heating whole- 
saler, has an established reputation for dependable, low-cost 
heat and hot water for small apartments and commercial 


buildings. Its design features include...large, properly pro- 

portioned firebox for clean, efficient firing by oil or gas... corre 
full-length firebox crownsheet for rapid internal circulation... & co-ttees & 
multi-tubular construction which extracts more heat from the 

combustion gases... and easy maintenance of its original high 


efficiency since all fire tubes can be reached through the 
hinged rear fire door. 


Like all Fitzgibbons Boilers, the “80” Series is built to meet or 
exceed the A.S.M.E. Code, hydrostatically tested, “Insurance 
Company” inspected and rated in accordance with the S.B.I. 
For complete information on the “80” Series, write Fitzgibbons 


Boiler Company, Inc., 101 Park Avenue, New York 17, N. Y. 
for Catalog 80-10. Address Dept. DE-2. 
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CLOSETS AND HYDRANTS 


The original patented frost proof closets 
and hydrants sold exclusively to wholesalers 
for nearly a half-century. 






VOGEL PATENTED 
VACUUM BREAKER 


FROST-PROOF CLOSETS 


The Vogel No, 15 Frost-Proof Closet illustrated 
here is a neat durable outfit and a real water 
saver that uses but four gallons of water at a 
flush. The Vogel No. 15 is a great convenience 
installed in an outbuilding or on the rear porch 


of a residence. Like the entire outfit the vitre- 
ous china bow] is so constructed that it will 


never freeze. No mechanism in the tank to get 
out of order. 












Users like the VOGEL 
Hydrant because it 
never foolsthem. When 
they see the handle in 
an upright position 
they know the water is 
surely shut off. Any 
hydrant that does not 
positively shut off will 
waste water in Summer, 
and is sure to freeze 
in Winter. 









FROST-PROOF HYDRANTS 


The Vogel Frost-Proof Hydrant will never 
freeze when properly installed. It provides posi- 
tive year round fire protection because it assures 
water at all times regardless of how low the 
temperature may go. Farms, dairies, garages, 
service stations, industrial plants are but a few 
of the many places where a Vogel Frost-Proof 
Hydrant will mean convenience and protection 
at all seasons of the year. 





























Over 1,000,000 installed . . . and not one has ever 
frozen, Your guarantee of perfect performance. 


JOSEPH A. VOGEL COMPANY 


Wilmington 99, Delaware 
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LLOYD & MORGAN 

architects 

HERMAN BLUM 

mechanical engineer 
TELLEPSEN CONSTRUCTION CO, 


general contractor 


NATKIN PLUMBING CO, 
plumbing contractor 


PLUMBING SUPPLY CO. 


plumbing wholesaler 
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Typical business office reception room 
in Houston’s new ultramodern Melrose Building 


ACHIEVEMENT IN DRAMATIC STYLING 


establish maximum rental areas, elevators are 
@ Combining dramatic exterior appearance and placed along one of the brick, windowless walls 
spacious, pleasant interior work space, the new and service areas along the second. Reduction of 





MELROSE BUILDING in Houston, Texas, is an out- 
standing example of new architectural thinking. 
On two sides of this 21-floor office building sun- 
shades extend four feet beyond horizontal con- 
tinuous windows which are emphasized by span- 
drels faced with reflective blue-green tile. To 


sky glare added to air conditioning provide a high 
degree of work comfort. SLOAN Flush VALVES, 
famous for efficiency, durability and economy, 
were selected for installation throughout the fine 
Melrose Building—more evidence of preference 


that explains why... 















nine moss Fisk VALVES 


are sold than all other makes combined 








Another achievement in efficiency, endurance and econ- 
omy is the sLoaNn Act-O-Matic SHOWER HEAD, which is 
automatically self-cleaning each time it is used! No clog- 
ging. No dripping. Architects specify, and Wholesalers 
and Master Plumbers recommend the Act-O-Matic—the 
better shower head for better bathing. 


Write for completely descriptive folder 
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Put the new CRAFT Shower Cabi- 


THE CRAFT DELUXE CORNER SHOWER CABINET weisme'cra ‘profes for your 


for your free copy today ! 


The Craft Deluxe Corner Shower Cabinet is designed for the finest types of installations. 
This is the shower cabinet for the homeowner who definitely wants the best. Because 

of its quality construction, quality workmanship, and handsome streamlined styling, 
the Deluxe Corner Model blends harmoniously into the finest modern bathroom settings. 
Recommend the Deluxe Corner Model whenever the best in stall showers is desired—or 
wherever space is at a premium. Size: 36” x 36” x 79’. Receptor: Craft Stone with 
skid-proof, safety-grip concentric rings. 

All Craft Showers carry a Special Guarantee. Models 


4 ht PRo % “ : , 
ee ° for every type of installation. Immediate delivery. 


¢ 


* CUTLER METAL PRODUCTS CO. 






1025 LINE STREET, CAMDEN 3, NEW JERSEY 
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SPECIFY CRAFT—IT'S A WHALE OF A STALL SHOWER 
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ru year ‘Wound 


HE BIG YEAR 
JANITROL DEALER 


Summer cooling is hot! 


Hundreds of thousands of dollars of 
publicity and advertising have pro- 
moted year ‘round home comfort. 
Millions of people visited thousands of 
summer cooled model homes during the 
past year. 


Never was a market more “ready”! 


As explained in the consumer advertise- 
ment on the facing page, Janitrol Sum- 
mer Units can be ‘‘twinned” with new 
or old Janitrol Gas-Fired Winter Con- 
ditioners to provide year ’round com- 
fort. And, the ease of adding summer 
cooling in the future is an important 
sales feature in selling Janitrol heating 
now. You can install Janitrol Summer 
Conditioners with the same confidence 
you’ve had over the years with Janitrol 
heating equipment. 


Because of design simplicity, Janitrol 
Win-Sum Twin installations are reason- 
ably low priced for the mass market. 

‘This year, 1954, will be a ‘“‘big’”’ year in 
year ’round conditioning... . so, get set 
with Janitrol to sell more cooling which 
in turn will-get you more heating busi- 
ness. 





in;jum 


—=y= ay 


Three models with 2, 3 or 5 ton capac- 
ities are the same height and depth as 
Janitrol Winter Conditioners, features 
include: hermetically sealed twin cylin- 
der cooling units . . . powerful but ex- 
ceedingly quiet rubber mounted blower 
assembly . . . single phase continuous 
duty motor with adjustable pulley and 
thermal over-load protection . . . dis- 
posable filters . . . extra thick acoustical- 
thermal insulation . . . complete accessi- 
bility at front of smart blue-gray casing. 








~ 
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JANITROL Division, Surface Combustion Corporation 


400. Dublin Ave., Columbus 16, O. 
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Blowing Off Steam 


When his ancient heating system 
broke down, Henry Schroeder of 
West Bend, Wis., became so angry 
he wrecked it with a hammer, 
shattered four windows, and when 
his wife called police, floored the 
assistant police chief and wound 
up in jail after an hour’s struggle. 

Seems like it would have been a 
lot easier and less wearing on the 
nerves to modernize the old heat- 
ing system! 


Water Heaters Fair Traded 

In what is believed to be the first 
such move by a major plumbing 
and heating manufacturer in Cali- 
fornia, Rheem Manufacturing Co. 
has announced a new policy of 
selling replacement water heaters, 
within the state, at prices fixed 
under the California Fair Trade 
laws. 

The new Fair Trade program, 
adopted by Rheem in cooperation 
with the Associated Plumbing Con- 
tractors of California, is expected 


King or Plumber? 

When 13-year old Prince Ingolf 
of Denmark said recently that he’d 
rather be a plumber than a king, 
the Associated Plumbing Contrac- 
tors of Los Angeles got busy to 
make his wish come true. 

They sent a certificate making 
him an honorary master plumber, a 
set of books on how to become a 
plumbing contractor and a com- 
plete kit of tools. 

In the photo, Frank Hess (right), 
past president of the Los Angeles 
association, is shown presenting the 
certificate, tool kit and books to 
Ryan A. Grut, Danish Consul of 
Los Angeles, for shipment to Prince 
Ingolf. 


to be a major boon to plumbing 
contractors who have been plagued 
by widespread price cutting prac- 
tices. Under the new program, all 
dealers will be assured that their 
list price will be exactly the same 
as all other dealers, Rheem told 
Domestic ENGINEERING. 


Those Versatile Freezers 

We thought we’d heard of just 
about everything that could be 
kept in a home freezer . . . fur 
coats, cigarettes, etc. But the other 
day we got word of a new use for 
this popular appliance. 

We went over to a friend’s house 
to borrow some pocket books, and 
guess where he keeps them? That’s 
right, in the freezer. 

“And why not?” he asks. “Just 
look at the covers.” 


Back in Business 
Back in 1951, Domestic EnaI- 


NEERING ran a picture of the Lindy 
Heaters calendar, which showed 
Jos. Q. Doakes sitting on the curb 





in front of his closed store, out of 
business and wondering what had 
happened. “I was always the low 
bidder, too,” the caption said. Otto 
Lindy, president of Lindy Heaters, 
reported that hundreds of requests 
for the calendar were received 
rom DE readers. 

This year, the Lindy calendar 
features a sequel to the Doakes 
story. Jos. Q. is back in business 
(below) and should do well in 1954, 
since he has learned his lesson and 





is no longer cutting prices indis- 
criminately, shaving profits, and 
always trying to be the low bidder. 

We’re pleased to see this episode 
of the Jos. Q. Doakes saga end on 
such a happy note. 


Americans on the Move 

Approximately 31 million Amer- 
icans moved from one home to an- 
other during the past year and 10 
million of them moved out of the 
county in which they previously 
lived. 

Many thousands of these people 
are prospects for plumbing, heat- 
ing, air conditioning or appliance 
products since they not only spend 
money for transportation, but on 
the repair and modernization of 
homes into which they moved. 


Weather Forecast 

“Next summer will be the coolest 
in history!” 

That’s not the weatherman talk- 
ing, but Bernard Mitchell, presi- 

(Please turn to top of page 16) 
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REMEMBER you stake 
your reputation on the twist 
of a customer's wrist! 























When a customer of yours turns a faucet, 
flushes a toilet, adjusts a shower... 
your reputation is in his hands. 

He won’t blame the fitting itself if 
it drips or bangs or sticks. The plumber, 
or builder, unfortunately, gets the 
blame every time! 

That makes it important to you, as 
a businessman, to use only the finest 
of fittings. With Eljer brass you have 
complete assurance of quality —as 
every unit is carefully inspected and 
tested! 

Here are a few typical examples of 
Eljer advantages. There are many 
others for you and your customers. For 
complete information, see your Eljer 
distributor or write Eljer Co., Box 192, 
Ford City, Pa. 


RENEWABLE UNITS ELJER SHOWER HEAD 


ELJER BALL COCKS 


Two basic units fit most Eljer 
faucets and fittings. They are 
interchangeable, easily re- 
cnr Eljer’s patented 
wivel Disc vatealy elimi- 
nates dripping by preventin 
wear and tear on seat po 
washer. 


No. 1 unit for concealed fittings 
No. 2 unit for exposed fittings 


New Balanced-Construction 
Ball Cock is typical of Eljer’s 
extra quality. Available in 
either regular or anti-siphon 
units. Operates quietly and 
efficiently under extremes of 
pressure. Snap-Action Shutoff 
provides instantaneous closing 
without water hammer, as- 
sures longer seat life, main- 
tains constant water level. 


A short turn of the easy-action 
lever on the Vari-Spray Ball 
Joint Shower Head adjusts 
spray to suit individual pref- 
erence. Molded rubber core 
can’t corrode, and normal use 
— lime deposit build-up. 

asy-action, leak-free ball 
joint has special seal and pack- 
ing; allowssmooth adjustment, 
insures against leaks. 





ELJER—the only name 
you need to know in plumbing fixtures 


A SUSSTDIARY OF THE 


EL|ER 


CORPORATION OF AMERICA 


CAST IRON—STEEL—VITREOUS CHINA—BRASS—FOR EVERY HOME, COMMERCIAL AND INSTITUTIONAL USE 


1] 
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for betfer 
drainage lines 


CHASE COPPER TUBE 


CHASE 


Smooth inside surfaces 
assure even flow! 
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Chase Copper Tube with Chase Solder- 
Joint Fittings for waste, vent and soil 
lines can be installed rapidly ... more 
economically...do a better drainage job 
... last longer. 

You get a lightweight system that can 
be easily assembled and handled on the 
job. Pipe and joints are rugged enough 
to take hard knocks. 20 foot lengths 
need fewer joints. 


For complete information, see your 


Chase wholesaler. 


. 















Corrosion-resistant, 
of course! 


‘ 
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compact! 


Kansas City, Mo, New York 


Gevetanc 

Dallas Los Angeles Philadelphia 
Setimers = Denver} = Mitwaukne Pitsburg 
Geston = Detroit «= Minneapolis Providenca 
Chreage Houston Newark Rochester t 
Cincinnati indianapolis Now Orieana = St. Louis 
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Entire system lightweight, 
easily installed! 


Fittings trim and 







CHASE Copper Fittings are 
water-tight, pressure-tight! 


"s Headquarters for Brass & Copper 


Chase ea Seven E 


WATERBURY 20, CONNECTICUT + SUBSIDIARY OF KENNECOTT COPPER CORPORATION 


Sen Francisca 


Seattie 
Waterbury 


(t sales 
office enty) 
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room therm@gs 


with proven 
Snap-Acting 
contacts 


combines — 


with Beauty 


Sparkling new, the modern beauty of the Penn hori- 


zontal room thermostat is more than “skin deep”. 
Under the attractive, pleasing cover, you'll find the 


time-tested SNAP-ACTING CONTACT structure that 
is still the very best for sturdiness and long-life de- 
pendable operation. This is still the type of contact 
structure used in highest quality thermostats. 

Another “inner beauty” is heat-anticipation ... the 


Penn-made magic that stops HOT-n-COLD LIVING. 
Automatically, it quickly balances heat in-put with 
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CW norize a 
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heat loss to keep indoor temperature within a half 
degree of selected level, And that is the kind of heat- 


ing comfort your prospects want. 


Don’t settle for less. Specify and install Penn heat- 
ing controls... theyll always deliver the better 
heating comfort you sell. And that means more sales 
through more satisfied customers. Penn Controls, 
Inc., Goshen, Indiana. Export Division: 13 E. 40th 
Street, New York 16, N. Y., U.S.A. In Canada: Penn 
Controls Limited, Toronto, Ontario. 
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AUTOMATIC CONTROLS 























IR HEATING, REFRIGERATION, AIR CONDITIONING, GAS APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 








QUICK AND EASY 
TO INSTALL 















Slide unit 
back 


against wall 

















Place top 


on heater 
and fasten 
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IT’S A 52-GALLON ELECTRIC —— nadia 
TABLE TOP WATER HEATER gy 


STANDARD CABINET SIZE! 
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Designed into a smart, white porcelain enamel cabinet, this newest 
of C-E Heatmaster automatic electric water heaters fits perfectly 
into today’s modern kitchen or laundry room. Measurements? Only 
25 inches deep; 24 inches wide; 36 inches high; 401/, inches over-all 
height. AND it comes in 52-gallon capacity. 30 and 40 gallon 
capacities, too. 

Pick any capacity and be sure of quick, easy installation. Top 
connections and new back design permit roughing-in before heater 
is placed in position. Opening for relief valve provided in heater. 

Check your wholesaler, NOW, for your Showroom Units. And 
have a good square look at the full line of C-E Automatic Water 
Heaters . . . Electric, Gas and LP. 





Available in all models and sizes, both gas and elec- 
tric. Gas models available to use Natural, Manufac- 


een , mt nee. , Electric—approved and listed by Underwriters’ Laboratorie: 
Gas-—carries,A.G.A. seal of approval 


Manvtoctured by COMBUSTION ENGINEERING, INC. Weter Heater and Sei! Pipe Division, Chettencega |, Tennessee 
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SELES AI a OA Bs 


to bend, thread, and 


Easy to weld by all methods 


Uniformly clean and scale-free 

Uniform wall thickness, 
diameter, concentricity 

Economical uniform lengths, 
extra long lengths 
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A PIPING STOCKROOM 
CAN DO THIS TO YOUR 


WORKING 
CAPITAL 


@ Stop for a minute and think what it would cost to carry 
all the supplies you need for every piping job. Steel pipe 
in each size you need. Plus fittings, valves, fixtures, controls 
and tools. In fact, everything for a complete plumbing, 
heating, refrigeration, air conditioning, process, industrial 
or other piping job. 

These supplies could tie up a lot of money which you might 
use elsewhere. Don’t handcuff your working capital. Let 
your Republic Steel Pipe distributor’s stockroom become 
yours. He carries the inventory, in the sizes you need... 
when you need them. You save floor space. You save insur- 
ance. You save handling costs. 


Successful operators find it profitable to do business with 
the Republic Steel Pipe Distributor. You will, too. Get to 
know him, soon. He stocks high quality materials to give 
you money-saving service. 










































THE 3-D MARKET 
La Porte, Ind.—I was attracted 
to the editorial in your November 


issue entitled: “Remodeling, the 
3rd Dimension of Your Market.” 
The industry badly needs the im- 
pact your program is having. 
F’. G. JoHNSON 
Bastian-Morley Co., Inc. 


HE WAS IMPRESSED 

Minneapolis—This morning I had 
the first real opportunity to go 
through your Remodeling Sales 
Kit. I was impressed. 

It is refreshing to see a publica- 
tion with sufficient enterprise and 
energy to go beyond its editorial 
pages to help the industry. As a 
matter of fact, I don’t believe I have 
ever seen a trade paper that offers 
the type of practical assistance you 
fellows do. 

The modernization market is a 
wonderful and a difficult thing and 
I believe the only real answer is 
for all of us to do our best to make 
some impression upon it. Your 
Sales Kit should go a long way 
toward achieving that objective. 

H. D. Bissetu 
director of merchandising 
Minneapolis-Honeywell 


THERE SHOULD BE A LAW 

Oakland, Calif—It is a shame 
that there isn’t a law to force every 
plumbing and heating contractor in 
California to at least read the ar- 
ticles in Domestic ENGINEERING. If 
you have ever been out here for 
any length of time, you would 
know what I mean. 

For example, the situation de- 
picted by the Jos. Q. Doakes low- 
bidder cartoon (p. 80, Sept.) actu- 
ally happened to several dealers 
here in the Bay Area within the 
last 6 months. And believe me, 
some of us will be better off when 


the rest of the low bidders meet 
with the same fate—as they will. 

If you can’t make a profit, you 
may as well lock up. Our company 
features quality products and ex- 
pert workmanship at a price ade- 
quate to assure a reasonable profit. 
And believe me, we don’t cut prices 
for any reason. If the customer 
wants a cheap, botched up job, he 
can get it. If he wants nothing but 
the best, we are happy to serve 
him. 

The motto we impress on our 
salesmen is this: “We have no 
quarrel with those who sell for less 
—they know what their stuff is 
worth.” 

Jack LAVINE 


MEMO TO CONTRACTORS 
Cleveland—We are in the midst 


of a campaign to strengthen our as- 
sociation (The Refrigeration and 
Air Conditioning Contractors 
Assn.), so that we may provide a 
strong united front in correcting 
any existing unfair trade practices 
and future problems, which are 
bound to occur in this rapidly ex- 
panding industry. 

All contractors who qualify for 
membership and who expect to 
gain their future livelihood from 
this industry are invited to submit 
their application for membership. 

W. Ray KroMer 


e Mr. Kromer, executive vice presi- 
dent of the Refrigeration and Air Con- 
ditioning Contractors National Assn., 
can be reached at 2108 Keith Building, 
1621 Euclid Ave., Cleveland 15. 


EVERYBODY LOST OUT 
Grand Rapids, Mich.—My entry 
in your price-cutting cartoon con- 
test was inspired by a case which 

closely parallels your cartoon. 
A price-cutting contractor was 
awarded a job here in Grand 
Rapids. Later, he proved insolvent 


(Please turn to top of page 18) 
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dent of Mitchell Manufacturing Co., 
Chicago. He’s basing his crystal- 
gazing on a four-week nationwide 
sales trip which netted orders for 
400,000 room air conditioners— 
twice the number placed last year 
during a similar trip. 

“Buying interest in this product 
has reached an all-time high,” 
Mitchell told Domestic ENGINEER- 
inc. “Contractors regard the room 
air conditioner as a real business 
builder for 1954, because it is one 
of the few popularly-accepted 
products selling in large volume 
that still reflects a low saturation. 


Bathtubs and Old Ben 

Not only printers but plumbing 
contractors, too, joined in honoring 
the memory of Benjamin Franklin 
on Jan. 17, his 247th birthday. 

It was Old Ben, we are reminded, 
who brought the first bathtub to 
America in 1791 on his last voyage 
from France. The tub was a ham- 
mered copper model shaped like a 
slipper. It had no piping connec- 
tions but did boast a small brazier 
underneath in which charcoal could 
be burned to heat the water. 

From one bathtub in 1791, the 
U.S. has become the world’s largest 
producer, making more than two 
million tubs in 1953. 


Convectors on the Move 
Shipments of 8,000 convectors 
for the housing development at the 
Air Force’s new Limestone, Me., 
base has been reported by The 
Trane Company of La Crosse, Wis. 
James Whalen, manager of con- 
vector sales, said it was one of 
Trane’s largest convector ship- 
ments. The units will heat 1,500 
apartments for service men. 


By the Way... 

The Philadelphia Bulletin reports 
that down at Dijon, in that part of 
France where they make the best 
Burgundy, a hotel has installed new 
pipes, with running red and white 
wine in each room. The happy guest 
can have all he wants, just by turn- 
ing on the spigot. 

Queried about the innovation, one 
of the staff said: “It is a slight 
adaptation of American plumbing 
methods. Only here the customer is 
always tight.” END 





Febru 





)) 

ng Co., 
rystal- 
onwide 
ers for 
ners— 
st year 


roduct 
high,” 
INEER- 
> room 
isiness 
is one 
cepted 
olume 
ration. 


mbing 
noring 
anklin 
r, 
inded, 
‘ub to 
royage 
ham- 
like a 
mnec- 
razier 
could 


1, the 
argest 
1 two 


ectors 
at the 
Me., 
' The 
, Wis. 
con- 
ne of 
ship- 
1,500 


ports 
art of 


1 new 
white 
guest 
turn- 


1, one 
slight 
nbing 
ner is 
ND 





February, 1954 DOMESTIC ENGINEERING 








Richmond’s new WFD Series F gas-fired boiler offers 
many advantages. Designed for top cleanout the 
Series F makes flue-cleaning a quick, easy operation 
—particularly in confined spaces. 


Simplify your inventory. With a WFD and two sets of 
trim, you have a hot water boiler or a steam boiler. 


The WFD Series F is a wet-base, cast-iron boiler 
engineered for dependable, fully automatic operation. 
Supplied with control groups for all types of gases. 
AGA approved. Meets S.U.R. Standards—A.S.M.E. 
Standards. 

WED Series F boiler for hot water or steam is avail- 
able in 8 different capacities—from 80,000 to 
290,000 input Btu/hr. 

It’s good looking—and will keep its good looks. Like 
all Richmond units, the steel jacket is “Duridized”* 
which provides a superior bond for the white enamel 
finish—protects the steel against rust or corrosion. 
Look for the Duridize seal on each unit. 

For further information, send off the coupon today 
—find out about this new gas-fired boiler — the 
Richmond WFD Series F. 


Sold through wholesalers. 


* Duridine— American Chemical Paint Co. 


RICHMOND 


Richmond Radiator Co. 
Affiliate of Reynolds Metals Co. 








Richmond 
seores 
for “54 


With a new WFD Boiler 














Check these features: 


1. Cast-iron, wet-base—AGA approved for com- 
bustible floor installation. 


[ | 2. All controls and tankless domestic water 
heater completely within jacket. 


bl 3. Available with tankless domestic heater for 
instantaneous hot water—3 or 5 gal. per 
min. capacities. 


2 4. “Duridized” for protection against rust or 
corrosion. Provides firm bond for white 
enamel on steel jacket. 


[] 5. White enameled jacket lends deluxe ap- 
pearance to the finished basement or utility 


room. 





Richmond Radiator Company « Box 111, Metuchen, New Jersey 
Please send me more information and literature on the new WFD 
Series F boiler. No obligation, of course. 


COMPANY... .cccccccccveccovccvccscccssoser esse secctscsescsecesenessssesccovsssesscescessessesereress ° 





ADDRESS.......ccrccrrccsssccccrvecerccerscsecevecesccrsescesccsessceserescsseescessccsosssescsonesseees 





We are [] plumbing wholesalers [J plumbing contractors (J building 
contractors (1) architects. DE-2 









































(Continued from page 16) 


and could not complete the job. The 
wholesaler notified the customer 
that he had been forced to assume 
the contract and would see that the 
job was completed. The upshot was 
two years of haggling and much 
argument, with the jobber finally 
bringing suit in Superior Court 
against the price-cutter. Eventual- 
ly; a settlement was reached due 
largely to concessions made by the 
wholesaler. 

Who won out? The answer, of 
course, is nobody. The price-cutter 
went out of business. The whole- 
saler lost money. The customer 
gained nothing but trouble and the 
manufacturer probably lost in 
prestige, if in no other way. 

I merely cite this instance to show 
what can and does happen when 


price-cutting tactics are employed 
to get the job. 


E. L. Coie 


WANTS EFFICIENCY EXPERT 
Fort Dodge, Ia.—I am interested 
in securing the name of an effi- 
ciency expert who can offer advice 
for a plumbing and heating opera- 
tion. Can you help me? 
A. E. GapBuRY 


e While we do not know of any 
specific firm or individual specializing 
in this type of work, other contractors 
have usually been successful in ob- 
taining such help through their whole- 
saler or a manufacturer. 


AN AID TO BUSINESS 

Lewisburg, Pa.—We want to ac- 
knowledge with thanks receipt of 
your Modernization Sales Kit, and 
are impressed very favorably with 
it. This is a fine service. 

Rosert L. CorNeLIus 

B. O. Daubert, Inc. 


OIL-HEAT SERVICE SCHOOL 

Boston—Your readers may be 
interested to know that our Oil 
Heat Service School opened in Pro- 
vidence in January. This is the 
ninth consecutive year the Institute 
has offered a series of oil heat serv- 
ice and installation courses. Last 


year we had nearly 1,200 men en- 
rolled in the school. 

I was quite interested in telling 
our current class about the fine 
series of articles on oil burner 
servicing you are running in Do- 
MESTIC ENGINEERING and you will 
be glad to know of the students’ 
exceptional interest. 

Ivan C. SUTHERLAND 
director of education 
Oil Heat Institute of New England 


e We wish the OHI even greater suc- 
cess for its school during the coming 
year, and readers desiring further in- 
formation can get it from Mr. Suther- 
land at 839 Beacon St., Boston. Do- 
mestic Engineering’s short course in 
Oil Heating and Oil Burner Servicing 
(Part 5) begins on page 182. 


2000 AND ONE IDEAS 

New Paltz, N. Y.—I am enclosing 
my check for $15.00 for the Re- 
modeling Sales Kit and your book, 
2000 and 1 Prize Winning Ideas. 

I had intended sending for the 
2000 and 1 book separately, until I 
found it was included with the kit. 
What a wonderful surprise to get 
it practically as a gift, and we are 
looking forward to it anxiously. 

You can be sure that work will 
come to a halt when the package 
arrives, because we intend to get 
under way with our remodeling 
sales program the minute it does. 

We have been very pleased with 
D. E. and will be happy to recom- 
mend it to any other plumbing con- 
tractors here who have not yet 
subscribed. 

Mrs. M. J. BINNINGER 


e@ Your kind words, Mrs. Binninger, 
are very much appreciated, and you 
can be sure that we will do our utmost 
in 1954 to merit your continued con- 
fidence. Readers who wish a copy of 
the 2000 and 1 book can get it for 
$5.00 if purchased separately, or as a 
free addition to the Remodeling Sales 
Kit, containing 240 separate pieces of 
modernization promotion, for $15.00. 
All requests should be sent to the re- 
modeling editor, 1801 Prairie Ave., 
Chicago 16. 


MERRY-GO-ROUND 

Portsmouth, Va.—We are going 
to open up a new plumbing, heat- 
ing and appliance store and, if pos- 
sible, would like to get the plans 
and any other information that 
would help us in erecting a merry- 
go-round display. 

We have been doing mostly 
project work, with some new and 
repair work, but are planning to 

(Please turn to top of page 23) 
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So They Say... 


C. S. Stackpole, vice presideni, 
Williams Oil-O-Matic Div., in his 
talk before the Warm Air meeting 
in Cleveland: 

“Sales can double in 1954 if each 

salesman makes five phone calls, 

five personal calls, and five mail- 
ings each day.” 
a kw 

Dr. Barbara Reagan, U. S. De- 
partment of Agriculture research 
home economist: 

“Despite the fact that they 

have electricity, nearly 1.3 mil- 

lion farm families which have 

washing machines still carry 
water by hand from pumps or 
wells for use in these ma- 
chines.” 

kk 


John Ruskin, 19th century Eng- 
lish essayist and critic: 

“There is hardly anything in 

this world that some man can- 

not make a little worse and sell 

a little cheaper, and the people 

who consider price only are this 

man’s lawful prey.” 
x * * 

C. C. Musburger, Billings, Mont., 
speaking before the NARDA con- 
vention in Chicago last month: 

“You don’t lose a sale to anoth- 

er product; you lose it to a 

better salesman!” 


kk 
Henry H. Heinmann, New York, 
executive vice president of the 
National Assn. of Credit Men, in 
his monthly business review: 
“The businessman who is con- 
stantly on the alert, forward- 
looking and prepared to meet 
the needs of the hour should a 
change in practices be indi- 
cated, seldom fails.” 
kk 
Howard Sands, Newark, N. J., of 
the Chas. Dallas Reach Co. (ad 
agency), in a letter to Domestic 
ENGINEERING: 
“Your publication is doing more 
to advise plumbing and heating 
contractors of the big opportu- 
nity in remodeling work than 
all the others combined.” 
xk kt 
Send your favorite quotes to the 
editor. Domestic Engineering will 
pay $2.00 for each one published in 
this column. END 
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THE BEST: SEAT IN THE HOUSE 
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Serifing home and industry: AMERICAM-STANDARD ~ AMERICAM BLOWER + CHURCH SEATS & WALL TILE + DETROIT CONTROLS + KEWANEE BOULERS + ROSS EXCHANGERS + SUNBEAM AIR CONDITIONERS 
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STOPPERS FOR STORE SALES 


eon Dheem CLoppermatic 
U 





, Rheem Coppermatic makes NEWS—and news makes SALES! 
< TPO Here is the lowest cost copper-tank water heater, different from all 
others, with every sales advantage— 

And so your whole new Rheem Coppermatic sales story is a 
“stopper” —from the sensational 4-color national advertising in top 
magazines to your local displays, mailings and newspaper adver- 
tisements! 

Use the big 3-dimensional copper foil cutaway display shown 
below on the right—actual size, 5-ft. high. Use the presentation book 
to sell prospects and train salesmen. Use the hard-selling envelope 
stuffers to tell the Coppermatic news for little more than the cost of 
mailing! And choose from a big selection of newspaper ads—proved 
successful in everv test! 













NEW LONGER LASTING / 


GAS WATER HEATER 
* * 


inside o tonk of 
RUGGED STEEL 










a | 
WEWS FOR YOU! 


EXTRA YEARS | 1 
OF SERVICE 
LOWEST \ | 
a cost! | 
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-z Rheem Coppermatic 


HEATS QUICKER 
Recovers faster! 
Delivers practically 


a continuous supply You CAN 
of hot water. 





A COMPLETE 

COPPER TANK 

Outlasts ordinary 
heaters in 

corrosion areas 

many times over. 
Can't rust—anywhere! 


CASH IN—Send coupon below! 


INSIDE A COMPLETE 
STEEL TANK 

Both tanks have 
super-strong 
capsule shapes. 
Pressure-Proved 
at double the 
normal pressure! 


Handsome, white 
steel cabinet fits 
kitchens, basements, 
closets 








DE-2 


Send your request to nearest Sales Office, addresses 
of which are listed at right. 


RHEEM MANUFACTURING COMPANY 


Please send full information on Rheem Coppermatic | World's largest manufacturer of automatic storage water heaters 


profits, advertising and promotion 

Sparrows Point 19, Maryland 4361 Firestone Bivd., South Gate, Calif. 
7600 S. Kedzie Ave., Chicago 27, Ill. 800 Chesley Ave., Richmond, Calif. 
1025 Lockwood Dr., Houston 20, Texas 3693 E. Marginal Way, Seattle, Wash. 


NAME 
ADDRESS 
se westaia ; STATE 
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| If 14 460,000 699,300 | 1,025,100 | 1,325,700 | 1,543,500 
SPECIAL 
| ey 174 414,000 | 646,000 | 904,000 1,165,000 | 1,422,000 | INTERMEDIATE | 


SETTINGS 


us AVAILABLE 
1 174 716,400 (1,036,800 (1,416,600 1,765,800 2,097,900 
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ALL 


ur 
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A.S.M.E. RATED SAFETY RELIEF VALVES FOR ALL HOT WATER BOILERS 


Regardless of size or capacity, you can supply the = of protection without expensive and impractical 
correct safety relief valve for every job from the ‘multiple units. . 

Watts line—the only complete line. Six different Watts 34” No. 74 alone provides adequate 
sizes and many graded pressure settings with corres- protection for 80% of all hot water space 
ponding BTU/HR discharge capacities are available. — heating boilers. Institutions, industrial, and 
Nearly every boiler can be protected with only one = commercial installations have need for the 
Watts safety relief valve because of this practical 


geal larger sizes of the No.174 where higher dis- 
selection. A single size cannot cover this wide range 


charge capacities are required. 


Always specify Watts ASME rated safety relief valves — Write for Folder F174 


SIACE 42 


Plumbing and Heating Safety Valves and Controls LAWRENCE, MASSACHUSETTS 
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AUTOMATIC GAS 
WATER HEATERS 


with 





FEATURES 
THAT SELL 
THEMSELVES! 


@ CAPACITIES AND MODELS TO 
SUIT ANY REQUIREMENT 


@ COMPLETELY AUTOMATIC 

© DIAL SET WATER TEMPERATURE 
© EXTRA-FAST RECOVERY 

© 100% SAFETY SHUT-OFF 

@ EASY TO INSTALL, SERVICE 


© A.G.A. APPROVED FOR NATURAL, 
MANUFACTURED AND LP-GAS 


e C.G.A. APPROVED 


ELECTRIC MODELS, TOO! 


TABLE TOP MODEL Round models from 10 to 100 gal- 
lon capacities. Easy-to-install 
Table Tops in 30 and 52 gallon 
ROUND MODEL sizes. Have all the extra features 
for which THE HEDGES LINE is 


famous! 
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(Continued from page 18) 


build up our repair and remodeling 
business so that with our appliance 
business we will not have to de- 
pend on project work, which is 
riddled with cut-rate competition. 
L. T. SMITH, JR. 


e Merry-go-round displays come in 
all sizes and shapes, suitable for single 
fixtures or up to four or more com- 
plete rooms. Plans and illustrations 


for such displays are going forward to 
Mr. Smith and are available to other 
contractors who want them. 


GIVES HIS REACTION 

Monfreal, Canada—My first re- 
action to the Bay City Story is that 
you have done a tremendous job, 
both with the actual survey and 
with the promotional build-up 
leading into it, and in the prepara- 
tion of remodeling sales aids fol- 
lowing it. 

I would like to add my humble 
word of congratulations to the 
many you must have received. 
A. A. LARKIN 
Plomberie-Chauffage : 


HEATING THE OUTDOORS 
Denver—In your August issue 
(p. 186), you had an article de- 
scribing a method for heating out- 
door theaters. Can you tell us who 
manufactures the blower heating 
units referred to in the article? 
Lee J. MoLtTerR 
manager 
A. Y. McDonald Mfg. Co. 


e Heating outdoor theaters is still in 
the “idea” stage. The blower heating 


unit which attaches to the speaker 
post is not a manufactured item and 


would have to be custom built. 


WANTS TO ADD APPLIANCES 
Westerly, R. —We would like to 


add appliances to our present line 
of plumbing and heating products. 
However, we do not have a show- 
room and would like your opinion 
as to whether appliances can be 
successfully merchandised without 
the use of one. 
JosePpH MANFRED 


e It can be done! Some contractors 
rent temporary space in vacant store 
buildings to exhibit appliances or put 
on actual demonstrations before a 


group of selected prespects, Others re- 


commend “using the user” by stag- 
ing an “appliance party” in the home 
of a customer who has recently pur- 
chased a new dishwasher or dryer. She 
invites her friends . . . the contractor 
gets a new list of prospects! A store, 
though, probably represents the best 
means of attracting prospects. 


CALLS IT MASTERPIECE 
New York City—Permit me to 


congratulate you on your issue of 


November. It is truly a masterpiece. 


E. R. Tourree 


president 
“X” Laboratories, Inc, 


WARM AIR MEETING 


Cleveland—Please accept our 
sincere thanks for participating in 
our 40th annual convention last 
month. 

Your message to our association 
and its guests will add to the 
knowledge, and, I am sure, to the 
continued success of the industry. 

GEORGE BOEDDENER 

managing director 
National Warm Air Heating 
and Air Conditioning Assn. 


e Mr. Boeddener is referring to the 
showing of Domestic Engineering’s re- 
modeling film, The Bay City Story. 
and to the talk on remodeling by 
D.E.’s editorial director, C. L. Staples. 


INTRODUCING MISS EMERSON 

Des Moines, Iowa—For the first 
time in the history of the wholesale 
plumbing and heating supply busi- 
ness, to our knowledge, a woman 
has been appointed sales manager. 
She is Miss Carroll Emerson of this 
city, who has been named to that 
position with our company. 

Miss Emerson started her career 
in the wholesale business in 1948. 
She has been in charge of billing, 





stock control, orders, pricing, city 
desk, will call and cashier. 
Paut M. WEsToN 
president 
Plumb Supply Co. 
e Our congratulations to Miss Emer- 
son and to Plumb Supply too (see cut). 
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Good Reading 


Sink frame brochure. Contains 
description and photos of various 
sink frame styles. The color bro- 
chure shows samples of sink top 
and counter top sink frame instal- 
lations. 

Available from: Walter E. Selck 
and Co., 225 W. Hubbard St., 
Chicago 10. 

oOo O 

Submersible pump catalog. 
Twenty-four pages. Contains de- 
scriptions, photos and specifications 
of various submersible units. In- 
stallation examples and detail pho- 





tos of pumps and water systems 
are included, as well as capacity 
charts. 

Available from: Lancaster Pump 
and Mfg. Co., Inc., Manheim Pike, 
Box 778, Lancaster, Pa. 

°° 9° 

Boilers and hot water tanks, safe- 
ty device catalog. Four pages. Con- 
tains information on boiler feeders, 
low water cut-offs, pump controls 
and pressure and temperature relief 
valves.’ Recommendation chart is 
provided for controls selection for 
these four classifications, Also has 
complete pressure relief valve data 
and information on the use of safety 
water feeders on Hot water boilers. 

Available from: McDonnell & 
Miller, Inc., 3500 N. Spaulding Ave., 
Chicago 18. 


99° 9 

Kitchen cabinet booklet. Twen- 
ty-four pages. Contains illustrations 
of steel units arranged in various 
plans for schools, hospitals, doctors’ 
offices, churches, drug stores and 
iaboratories. Includes photos of how 
extra storage space can be provided 
in homes with cabinets in bath- 
rooms, attics and basements. 

Available from: Youngstown 
Kitchen Div., Mullins Mfg. Corp., 
Warren, Ohio. 

(Please turn to top of page 216) 
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Rapldagli...THE ONLY COMPLETE LINE IN THE INDUSTRY 
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Now—a complete 1% horsepower “‘package’’ jet 
water system with 13-gallon galvanized tank at 
$98.75 retail*. That’s the lowest nationally- 
advertised price with full trade discounts—and it 
spearheads something NEW in the fast-selling 
Champion group...a full line of SHALLOW 
WELL CHAMPIONS: 


* 3 Sizes! 4, '2 and % Horsepower payne 


* 5 “Package” Systems 
with 13 and 30-gallon tanks 


* 10 Vertical Tank Systems 
* 3 “Pump Only” Models 


Compare them a// with anything in the shallow 
well field today. Your wholesaler can show you 
feature and price comparison charts with full 
information. And he can do the same for the 
famous Champion Convertible group, too. Write 


for his name and address. 


*(Based on t.o.b, factory price) 


THAT’S ‘TUNED TO TODAY’ 


SRNR RENN mmm 


DOMESTIC ENGINEERING 


Retail ! 
ANOTHER Ryaaqion FIRST! 


SHALLOW WELL 
CHAMPIONS 














“Quad-Volute” design (4 volutes, not 
1) to make pump lighter yet more 
efficient. Capacities up to 1730 gal- 
lons per hour. Pressures up to 80 lbs. 


Crane rotary seals, clearance rings, 
all castings and gaskets—com- 
pletely interchangeable throughout 
the line. You stock fewer parts! 


“Efficiency-Tested,” nationally-known 
motor, cast bronze impeller, brass ven- 
turi and nozzle, pressure switch, air 
charger—all included with systems. 


Heavy-duty tanks —all sizes — 
galvanized inside and out for 
longer life. Made by Rapidayton, 


KRipldagin 


THE DAYTON PUMP & MANUFACTURING COMPANY 


Dayton 1, Ohio 
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Inspection Ordinance Ruling 

Ciry Inspection Laws are 
violated when they make it “un- 
reasonably” inconvenient for an 
inspector to check new installa- 
tions, according to a recent court 
decision. 

The decision concerned a con- 
tractor who failed to leave a 
new pipe installation uncovered. 
The inspector said the covering 
made a check on the work in- 
convenient. The contractor 
maintained the inspector could 
see the plumbing work by look- 
ing down between partitions. 

The courts found the contrac- 
tor guilty of violating the inspec- 
tion ordinance since it was “un- 
reasonably inconvenient” to in- 
spect the installation as the con- 
tractor suggested. 

(Citation: Willis, 40 N.W. 
(2nd) 912). 


Suit for Overdue Account 

A Recent Court Decision 
points out the danger of wait- 
ing too long before bringing 
suit for back payment on plumb- 
ing and heating services. 

The case concerned the instal- 
lation of plumbing fixtures by a 
tenant without authorization by 
the owner of the building. 

The fixtures were bought on 
credit by one tenant who moved 
before installation was made. A 
second tenant called in a con- 
tractor to install the fixtures. 
Neither tenant had permission 
of the owner for the installa- 
tion. Eventually, the contractor 
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T'S THE LAW! 


Legal Decisions of Interest to Contractors 
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By Leo T. Parker, Attorney 


Cincinnati, Ohio 


was forced to sue for payment. 
The owner was not liable, said 
the court, since he had not au- 
thorized installation. 

The court also said the second 
tenant would ordinarily be liable 
for payment since he benefited 
from the use of the fixtures. 
However, the contractor had 
waited three years to file suit. 
The statute of limitations had 
expired and the contractor no 
longer had the legal right to re- 
cover the back payments. (Cita- 
tion: Wagner v. Blankenship, 
250 Pac. (2nd) 464). 


Who's Liable for Injuries 

PLUMBING AND HEATING con- 
tractors should remain on fa- 
miliar terms with court rulings 
under the State Workmen’s Com- 
pensation Act. 

Courts consistently hold that 
an employee may recover com- 
pensation under the state act 
for an injury sustained while he 
was acting “within the scope of 
employment.” On the other 
hand, no employee is entitled to 
recover any damages from his 
employer unless it is proved that 
the injury resulted from negli- 
gence by the employer. 

The interpretation of “scope 
of work” is defined by several 
recent court cases which will 
give contractors an idea of the 
coverage afforded their em- 
ployees under the Compensation 
Act. 

The following cases resulted 
in compensation to the employee. 


26 


But the employees were not 
able to sue and recover dam- 
ages from the contractor. 

Compensation was awarded 
to a worker injured while rid- 
ing in his employer’s truck. 
(Citation: Elliason v. Western, 
202 N.W. 485). 

In another case, an employee 
was required to perform a serv- 
ice between the time he left his 
home and reported to his place 
of work. An accident occurred 
while he was traveling to his 
employer’s shop after perform- 
ing the pre-job service. Courts 
ruled the injury was within the 
scope of work and awarded com- 
pensation. (Schmitt v. American, 


42 S.W. (2nd) 969). 


Cost-Plus Contracts 

A Piumpinc CONTRACTOR re- 
cently learned an expensive les- 
son about cost-plus contracts. 

The contractor undertook a 
project on a 10 percent cost-plus 
basis. In the course of work, he 
brought in power machinery 
and tools to do the work more 
efficiently. 

Later, the property owner re- 
fused to pay the contractor 10 
percent of the cost of using the 
power machinery and tools. 

The contractor filed suit con- 
tending he was entitled to pay- 
ment because he had saved the 
owner considerable expense by 
using the efficient machinery. 
Nevertheless, the court refused 
to allow 10 percent on the equip- 
ment. The court said: 

“The appellant (contractor) 
was required to furnish the 
necessary equipment for the 
work at hand. The claim was a 
part of the overhead.” 

This points up the need for 
having all terms of the contract 
clearly defined, particularly 
where extra payment is in- 
volved. 

Citation: Michelson v. House, 
218 Pac. (2d) 861. END 


(Continued next month) 
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EMERSON ©? ELECTRIC 


MOTORS -« FANS ‘ APPLIANCES 





February, 1954 DOMESTIC ENGINEERING 


WORDS BY THE 
MILE...ON METAL 


The history of tomorrow is being chroni- 
cled today on the pages of America’s 
great newspapers. Speed and precision 
work hand in hand to bring you up-to- 
the-minute news in accurately set easy- 
to-read type. 


Progress has been the constant and con- 
tinuing objective of typesetting machine 
manufacturers since their inception, in 
1901. Emerson-Electric was selected to 
pioneer in the powering of these early 
machines and over the years has kept pace 
with the newest developments. 


Your product, too, can benefit from Emer- 
son-Electric’s 63 years of motor manu- 
facturing experience. We specialize in 
building dependable motors in ratings 
from 1/20 to 5 h.p., and hermetic motors 
from 1/8 to 20 h.p. Your inquiry is 
invited. 


THE EMERSON ELECTRIC MFG. CO. 
ST. LOUIS 21, MO. 


JET PUMP 
MOTORS 


Build dependability into your Jet Pump by 
specifying Emerson-Electric Jet Pump Motors (1/4 
to 1 H.P.). Standard pump equipment motors 
are made in ratings /% to 1 H.P. single-phase, 
capacitor-start, induction run; and 114 H.P. 
single-phase, repulsion-start induction run; and 
polyphase motors in 1 to 5 H.P. For complete 
information write for Bulletin No. 470. 






































































DOMESTIC ENGINEERING February, 1954 

















NATIONALLY 
ADVERTISED 


Winkler advertising 
appears in this com- 
prehensive group of 
nationally circulated 
magazines...reach- 
ing millions of pros- 
pects...pre-selling 
Winkler Products all 
over America. 
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| Sensational line of equipment. 
Conceded to be America’s most 
complete array of home comfort 
products. 


2 New stocking plan. Easy to finance 
a full stock—no sales lost for lack 
of equipment. 


New warehouse locations. Strate- 
gically located for speedy delivery. 


4 Complete year ‘round line. Offers 
extra profits to live dealers. 


WINKLER TRAINING 
INSTITUTE 


Winkler backs-up this 
program with a compre- 
hensive Training Course 
covering every phase of 
successful selling, install- 
ing and servicing of 
Winkler Products. Free 
to dealers and their per- 
sonnel, 


WRITE TODAY! 


DOMESTIC ENGINEERING 


WHERE CAN YOU MATCH THE 
SENSATIONAL SEVEN! 


In 1953, Winkler dealers set a new high in sales. 

In 1954, Winkler dealers are given seven new and solid supports 
to keep the sales curve zooming...the hardest-hitting, most compre- 
hensive sales promotion program in Winkler history! 

Check the seven business boosters listed below—compare the line of 
products shown here! Can you match this set-up anywhere? 

Better join up now—it’s going to be a great year for Winkler dealers! 
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New merchandising tools. Every- 
thing a dealer needs to uncover 
prospects and get the order! 


Bigger national advertising and 
sales promotion program. An in- 
creased advertising schedule— 
monthly sales promotion pro- 
grams—dealer cooperative adver- 
tising plan. 


Bermuda Cruise. Winkler dealers— 
new as well as old—can win this 
glamorous vacation cruise. 


Winkler District Sales Managers, located coast to coast, help build your business. 


GET COMPLETE DETAILS OF WINKLER DIRECT FACTORY FRANCHISE 
This is your opportunity to join a successful organization with an amazing growth 


record. Don't delay in getting the facts—a Winkler dealership today offers more than 


ever before. 





¢ AUTOMATIC «+ 


STEWART-WARNER CORPORATION 


U. S. MACHINE DIVISION « Dept.F-24 ¢ LEBANON, IND. 







































































Look Out for the Self-Styled Tax Experts .. . 


EaAcH YEAR about this time, 
a hardy perennial blooms in ev- 
ery American city and hamlet. 
Let’s call it Taxus Advisorus and 
say it reaches full growth just 
before March 15th. 

You probably recognize this 
seasonal bloom as the self-styled 
tax expert. Comes the new year, 
the nation hears his theme that 
the Bureau of Internal Revenue 
is out to overcharge every tax- 
payer, that forms are too compli- 
cated to be even read without his 
aid, and that he can save you 
money. 

Of course, good tax experts are 
as necessary to some plumbing 
and heating contractors as good 
help in any line. But the same 
care should be exercised in pick- 
ing tax consultants as in picking 
any other business counselor. 

How can you select a real tax 
expert from the thousands who 
merely put a title behind their 
names or a shingle over their 
door? The safest method is to 
check carefully into the expert’s 
background and reputation. 


Is He Qualified By 
Experience? 

Does his past experience and 
education qualify him as an ex- 
pert? Has he an established re- 
putation in the tax field or re- 
lated fields? What is his profes- 
sion during the rest of the year? 
And — very important — has he 
had experience with the tax 


TIPS FOR MANAGEMENT 


problems of the plumbing and 
heating industry? 

The Intelligence Division of 
the tax bureau has huge files 
showing prosecutions against 
frauds operating as tax experts. 
In many cases, the axe also has 
fallen on clients since few tax 
experts assume personal respon- 
sibility for the completed return. 


Here's What Happened in 
New England 

For example, collectors in a 
New England state noticed that 
returns prepared by one tax con- 
sultant contained questionable 
deductions. An investigation of 
more than 900 returns produced 
evidence on which criminal pro- 
secution was based. Additional 
taxes, penalties and interest col- 
lected exceeded $114,000 paid by 
the “expert’s” clients. 

Caution must also be taken in 
purchasing any of the score of 
books and pamphlets on tax. 
Very few are checked by the 
Bureau of Internal Revenue. 
Henry Schneider, assistant in- 
formation officer, told Domestic 
ENGINEERING: 

“A very small proportion of 
such manuscripts reach us even 
though we try to go over sub- 
mitted tax articles and point out 
errors. Tax books sold on the 
newsstand are not endorsed by 
the bureau since few of them 
have been seen by us before 
publication.” 
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Former Commissioner John 
Dunlap of the Bureau also has 
a word for Domestic ENGINEER- 
ING readers. He says that many 
plumbing and heating contrac- 
tors have no need for tax con- 
sultants. 

Dunlap says: 

“Officials in the Bureau of In- 
ternal Revenue are just as anxi- 
ous to grant you a proper deduc- 
tion as you are to obtain it. Col- 
lectors’ offices throughout the 
country are available to help you 
prepare a proper return. These 
services are all most taxpayers 
need. 

“However, there are some 
others whose tax matters demand 
the assistance of professional tax 
experts. For this group, I urge 
that your tax advisor be quali- 
fied and trustworthy.” 


Here's Help for Your 
Tax Problems 

Dunlap also lists major aids the 
bureau provides contractors who 
wish to fill out their own tax re- 
turns. 

These are (1) local, free ad- 
vice at the collector’s office from 
Jan. 1 to Mar. 15, (2) a booklet 
sent out with each tax form, (3) 
an annual book, “Your Federal 
Income Tax”, priced at 25 cents, 
(4) radio and TV talks by bureau 
experts, (5) cooperation with 
special writers of national press 
associations, and, (6) where pos- 
sible, the bureau supplies deputy 
collectors to “set up shop” in 
special areas of taxpayer con- 


centration. END 








/MASTER PLUMBER: 


don’t 
buy 
copper 
tubing 


in the 


DARK! 
Ask for it by name-specify Wolverine 


and 


BUY FROM YOUR WHOLESALER 


WOLVERINE TUBE DIVISION 
of Calumet & Hecla, Inc 
Manufacturers of Quality Controlled Tubing 


142 CENTRAL AVE . DETROIT 9, MICH 
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CONTRACTORS * WHOLESALERS « MANUFACTURERS 


MANUFACTURER ASSNS. 


Mar. 30-April 2—ACRI—Annual 
meeting of the Air Conditioning and 
Refrigeration Institute; Greenbrier 
Hotel, White Sulphur Springs, W. Va. 


April 1-2—WCF—Sth annual con- 
vention of the Water Conditioning 
Foundation; Edgewater Beach Hotel, 
Chicago. 


May 16-21—OHI—Annual conven- 
tion and exposition of the Oil Heat 
Institute of America, Inc.; Benjamin 
Franklin Hotel and Commercial Mu- 
seum, Philadelphia. 


May 19-21—GAMA—Annual meet- 
ing of the Gas Appliance Manufactur- 
ers Assn.; Drake Hotel, Chicago. 


May 24-25—SBI—Annual meeting 
of the Steel Boiler Institute; The Tray- 
more Hotel, Atlantic City. 


May 27-29—SKCMA—Annual meet- 
ing of the Steel Kitchen Cabinet Man- 
ufacturers Assn.; Greenbrier Hotel, 
White Sulphur Springs, W. Va. 


June 2-4—IBR—Meeting of the In- 
stitute of Boiler & Radiator Manufac- 
turers; Seaview Country Club, Abse- 
con, N. J. 


Oct. 7-8—NADFPM—22nd annual 
meeting of the National Assn. of Do- 
mestic and Farm Pump Mfrs.; Sher- 
man Hotel, Chicago. 


WHOLESALER ASSNS. 


18-20—WDA—25th annual 
Wholesale Dis- 
Fort 


Feb. 
convention of the 
tributors Assn.; Texas Hotel, 
Worth, Texas. 


Mar. 28-30—MAWA—Annual meet- 
ing of the Middle Atlantic Wholesal- 
ers Assn.; Chalfonte-Haddon Hall Ho- 
tel, Atlantic City. 


April 5-7—SWA—Annual conven- 
tion of the Southern Wholesalers 


Assn.; Palm Beach Biltmore Hotel, 
Palm Beach, Fla. 


May 5-7—CSA—Spring meeting of 
the Central Supply Assn.; Palmer 
House, Chicago. 


June 10-12—PHWNE—Spring meet- 
ing of the Plumbing and Heating 
Wholesalers of New England; Mount 
Washington Hotel, Bretton Woods, N.H. 


Oct. 13-15—CSA—60th annual meet- 
ing of the Central Supply Assn.; Pal- 
mer House, Chicago. 


Nov. 7-10—AlI—Annual convention 
of the American Institute of Whole- 
sale Plumbing and Heating Supply 
Assns.; Roosevelt Hotel, New Orleans. 


CONTRACTOR ASSNS. 
. « « National 


May 10-13—NAPC—72nd annual 
convention and exposition of the Na- 
tional Assn. of Plumbing Contractors; 
National Guard Armory, Washington. 


May 16-21—OHI—Annual conven- 
tion and expositidn of the Oil Heat 
Institute of America; Benjamin 
Franklin Hotel and Commercial Mu- 
seum, Philadelphia. 


May 25-28—HPACCNA—A nnual 
convention of the Heating, Piping and 
Air Conditioning Contractors National 
Assn.; The Traymore, Atlantic City. 


June 28-30—ASHVE—Semi - annual 
meeting of the American Society of 
Heating and Ventilating Engineers; 
New Ocean House, Swampscott, Mass. 


CONTRACTORS ASSNS. 
~ «+ State 


Feb. 1-3—Wisconsin—Annual con- 
vention of the Wisconsin Master 
Plumbers Assn.; Schroeder Hotel, 
Milwaukee. 


Feb. 8-10—Ohio—Annual conven- 
tion of the Ohio State Assn. of Mas- 
ter Plumbers; Deshler-Hilton Hotel, 
Columbus. 
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Feb. 18-20—Minnesota—A nn wu a 
convention of the Minnesota Maste: 
Plumbers Assn.; Hotel Nicollet, Min. 
neapolis. 


Feb. 19-20—Kansas—Annual con - 
vention of the Kansas Master Plumb- 
ers Assn.; Broadview Hotel, Wichita. 


Feb. 28-Mar. 2—Missouri—Annual 
convention of the Missouri State Assn. 
of Master Plumbers; Jefferson Hotel, 
St. Louis. 


Mar. 4-6—Colorado—Annual con - 
vention of the Colorado Master 
Plumbers Assn.; Shirley-Savoy Ho- 
tel, Denver. 


Mar. 5-6—Virginia, West Virginia— 
Joint annual convention of the Vir- 
ginia Associated Plumbing & Heating 
Contractors and the West Virginia 
Master Plumbers’ Assn.; Hotel 
Roanoke, Roanoke. 


Mar. 11-13—Oklahoma—State con- 
vention of the Associated Plumbing & 
Heating Contractors of Oklahoma; 
Skirvin Hotel, Oklahoma City. 


Mar. 15-16—Kentucky—A nnua|1 
convention of the Kentucky State 
Assn. of Master Plumbers; Hotel Seel- 
bach, Louisville. 


Mar. 15-17—Indiana—Annual con- 
vention of the Indiana Assn. of Master 
Plumbers; French Lick Hotel, French 
Lick. 


Mar. 17-18—Maine—Annual con- 
vention of the Maine State Assn. of 
Master Plumbers; The Eastland Hotel, 
Portland. 


Mar. 18-20—Louisiana—A nn u a ! 
convention of the Louisiana State 
Assn. of Master Plumbers; Hotel Jung, 
New Orleans. 


Mar. 19-20—Texas—Annual conven- 
tion of the Associated Plumbing and 
Heating Contractors of Texas; Com- 
modore Perry Hotel, Austin. 


Mar, 22-24—Nebraska—Annual con- 
vention of the Nebraska Plumbing & 
Heating Contractors Assn.; Hotel Fon- 
tenelle, Omaha. 


Mar. 25-27—Arkansas—Annual con- 
vention of the Associated Mechanical 
Contractors of Arkansas; Marion Ho- 
tel, Little Rock. 


April 1-3—New Mexico—Annual 
convention of the Assn. of Plumbing, 
Heating and Piping Contractors of 
New Mexico; Alvarado Hotel, Albu- 
querque. 


April 2-3—Tennessee—Annual con- 
vention of the Assn. of Master Plumb- 
ers of Tennessee; Claridge Hotel, 
Memphis. 


April 5-7—South Dakota—Annual 
convention of the South Dakota 
Master Plumbers Assn.; Alonzo Ward 
Hotel, Aberdeen. 


April 7—Connecticut—Annual con- 
vention of the Master Plumbers Assn. 
of Connecticut; Restland Farm, North- 
ford. 

(Please turn to top, of page 34) 
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New Counterflow |s Tops 
For Basementless 
Houses 


Compact Heil Unit Easily 
Installed In Closets For Floor 
Or Perimeter Heat 


Latest addition to the compre- 
hensive and soundly engineered 
line of Heil automatic heating is 
the new counterflow unit, spe- 
cially designed to provide effi- 
cient downward circulation of 
warm air for the popular base- 
mentless or slab-type homes. 

The counterflow principle is 
the reverse of conventional warm 
air furnaces in that the heated 
air is forced downward and dis- 
charged at the base of the furnece 
for perimeter or floor panel heat 
distributing systems. 


Unusually compact for a fur- 
nace with its output, the new 
counterflow unit occupies scarce- 
ly more than a two-square-foot 
floor area and is easily installed 
in a closet, alcove, or utility 
room. It is smell enough to move 
through a standard door frame 
without dismantling. Base design 
makes it simple to clamp the 
plenum between the furnace and 
the floor with an air-tight seal. 
Proper clearance between the 
plenum and combustible flcoring 
material is automatically pro- 
vided! If crawl space is provided 
below the floor, the p!enum and 
ductwork may be mounted be- 
neath. 


Quiet Performance 


Several important factors con- 
tribute to the unusually quiet 
operation of the Heil counterflow 
furnace. The blower is mounted 
directly on the heat exchanger 
rather than to the side walls to 
eliminate casing or jacket vibra- 
tion. Foil-faced spun glass insu- 
lation is used as a sound absorber 
as well as for its thermal quali- 
ties. 

The oversize blower fan can 
actually “loaf” as it delivers air. 
It develops high static pressure 
at slow speeds making it ideally 
Suited for use with small round 
ductwork. 

(Advertisement) 


NEW! 
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the FEV La Courterflow 


@ This new HEIL unit for 
basementless homes occu- 
pies hardly more than a 
two-foot square... can be 
installed almost anywhere 
... 4s easier to install than 
most comparable models. 


@You can use this new 
HEIL Counterflow within 
one inch of combustible 
walls. To simplify instal- 
lation, the base is designed 
to automatically provide 
proper clearance between 
plenum and combustible 
flooring material. 


@ New “tapered-top” weld- 
ed alloy Quin-Rad heat 
exchanger, and five two- 
direction flue passages 
give you big-unit efficiency 
in a closet-size unit. Fil- 
ters, fan, controls, and 
burner are easily access- 
ible for quick servicing. 


@Gas-fired HEIL Model 
CFG is AGA approved, 
and Oil-fired HEIL Model 
CF bears the Under- 
writers’ label. Both new 
models are designed and 

* built entirely by HEIL— 
your assurance of the engi- 
neering and construction 
that have made HEIL 





Model CFG 
Gas-Fired 







Model CF 
Oil-Fired 


Pierre Se famous. 


wore THAN EVER—HEIL's THE LINE FOR YOU 


With the addition of the new Counterflows, the HEIL line 
provides an oil-fired or gas-fired unit or conversion burner 
for every warm air or “wet” heat job. You'll find that 
you can sell HEIL easier, install HEIL faster, service HEIL 
at less cost. And you'll find that HEIL’s exclusive ‘Dealer 
First” merchandising program gives you the importance 
you deserve. See your wholesaler, or write us for details 
about a HEIL franchise. 


THE HEIL co. 


MILWAUKEE 1, WISCONSIN HILLSIDE, NEW JERSEY 


SALES OFFICES: Univa, N.J.; Atlanta, Ga.; Washington, D. C.; Cleveland, Ohio; Chicago, Ill.; Detroit, Mich.; 
Milwaukee, Wis.; Kansas City, Mo.; Denver, Colo.; Dallas, Tex.; Los Angeles, Calif.; Seattle, Wash.; New York, N.Y. 





The Heil Co. is a member of OHI, GAMA and an associate member of NHWA. 
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the JOB | 


ARCHAEOLOGY isn’t exactly our 
line. Our business is plumbing 
and heating and it keeps us so 
busy we are quite content to 
have it stay that way. But 
strange things can happen out 
here in the deserts of Arizona— 
like one job I never forgot. Here’s 
what happened: 

A retired doctor had hired a 
fly-by-night contractor to build 
a duplex outside of town, After 
the contractor had drawn more 
money from the doctor than he 
had in the job, he suddenly 
vanished. He was replaced by a 
reputable local contractor, who 
called me in to straighten out the 
roughed-in plumbing and finish 
the job the other contractor had 
been trying to do. 

When I saw what a mess the 
plumbing had been left in, I was 
very reluctant to take the job. 
But I finally agreed and sent a 
man out to complete the work. 


More Trouble Brewing 


About six months later, the 
doctor called and said that the 
water closet in one side of the 
duplex had been flushing slowly 
from the beginning. The closet 
wasn’t used much during the day 
because both tenants worked, so 
he let the matter go. Now it was 
overflowing and the doctor want- 
ed me to find out what was 


“When we brought up the first bone, 
the first thought that struck me was 
that we had brought up the missing 
contractor.” 


By Dana STIGERS 
Tucson, Arizona 


Never Forgot! 


wrong. I called in the journey- 
man who had done the work and 
we went out to the doctor’s 
home. 

We investigated and found 
the trouble was not in the trap. 
Then we disconnected the water 
closet from the floor and inserted 
a top snake into the closet ell 
and soil pipe. We connected with 
something right away and 
brought up several tiny bones. 
The first thought that struck me 
was that we had uncovered the 
missing contractor. Then again, 
I thought, perhaps it was some 
prehistoric specimen they are 
always searching for in the 
Southwest. I was more certain of 
this when we pulled up a skele- 
ton with feathers. ' 


Mystery Unraveled 


After we looked at it more 
closely, however, we concluded 
that it was a bird. It was actual- 
ly a roadrunner, a local desert 
bird with large wings and a long 
beak that preys on rattlesnakes 
and lizards. Evidently, the road- 
runner had chased a lizard down 
the pipe while the building was 
originally under construction, 
got stuck and finally died. 

As I said before, we are not 
archaeologists, but we do very 
well at removing skeletons from 
our customers’ closets. END 
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Convention Dates... 


(Continued from bottom of page 32) 

April 7-10—New York—A n nua}! 
convention of the New York State 
Assn. of Master Plumbers; Hotel Com- 
modore, New York. 


April 8-10—Arizona—Annual con- 
vention of the Associated Plumbing 
Contractors of Arizona; San Marcos 
Hotel, Chandler. 


April 8-10—New Jersey—53rd an- 
nual convention of the New Jersey 
State Assn. of Master Plumbers; Chal- 
fonte-Haddon Hall, Atlantic City. 


April 19-22—Pennsylvania—Annual 
convention of the Pennsylvania Assn. 
of Plumbing Contractors; Benjamin 
Franklin Hotel, Philadelphia. 


April 22—Massachusetts—70th an- 
nual convention of the Massachusetts 
State Assn. of Master Plumbers; 
Sheraton Plaza Hotel, Boston. 


April 22-24—Georgia—Annual con- 
vention of the Associated Plumbing 
Contractors of Georgia; Hotel General 
Oglethorpe, Savannah. 


April 22-24—Iowa—Annual conven- 
tion of the Iowa Master Plumbers 
Assn.; Savery Hotel, Des Moines. 


April 22-24—Montana—Annual con- 
vention of the Associated Plumbing 
and Heating Contractors of Montana; 
Rainbow Hotel, Great Falls. 


April 22-24—North Dakota—Annual 
convention of the State Assn. of Mas- 
ter Plumbers of North Dakota; Fargo. 


April 23-24—Mississippi—A n n ua | 
convention of the Mississippi State 
Master Plumbers Assn.; Edgewater 
Gulf Hotel, Edgewater Gulf. 


April 27-29—California—53rd an - 
ual convention of the Associated 
Plumbing Contractors of California; 
Wilton Hotel, Long Beach. 


April 28—Rhode Island—A nn u al 
convention of the Rhode Island State 
Assn. of Master Plumbers; Narragan- 
sett Hotel, Providence. 


April 29—New Hampshire—Annual 
convention of the New Hampshire 
Master Plumbers Assn.; Hotel Car- 
penter, Manchester. 


April 30-May 1—Michigan—Annual 
convention of the Michigan Assn. of 
Master Plumbers; Hotel Statler, De- 
troit. 


April 30-May 1—Washington—An- 
nual convention of the Associated 
Plumbing and Heating Contractors of 
Washington; Davenport Hotel, 
Spokane. 


July 15-17—North Carolina—A n - 
nual convention of the North Carolina 
State Assn. of Plumbing and Heating 
— Vanderbilt Hotel, Ashe- 
ville. 


Sept. 10-11—Utah—Annual conven- 
tion of the Utah Plumbing & Heating 
Contractors Assn.; Elks Lodge, Salt 
Lake City. 
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FANNER 
FITTINGS 


4 een ays be 


@ When minutes mean the difference between 

profit and loss on the job, you can’t afford to waste 
time on fittings that can't take punishment. Fine 
FANNER fittings are easier to work with than 
ordinary fittings, faster to the finish because they 
start with a ‘good body”’. As a result, they give you 
better threading, smoother chamferring and the 
balanced strength that cuts connecting time and 
increases your margin of profit. 
For over a half century Fanner has specialized in 
the manufacture of finer malleable iron products. 
Fine Fanner Fittings are made from top grade NOR- 
MALIZED AIR FURNACE MALLEABLE IRON — 
tough, rugged, pressure-tight iron. This NORMAL- 
IZING increases the impact resistance of malleable 
iron from 33% to 40% ... improves the threading 
qualities . . . and prevents embrittlement ordinarily 
caused by hot galvanizing. NORMALIZING plus 
the heavier-than-average design of Fine Fanner 
Fittings results in ‘extra strength” fittings. 


Order fine FANNER fittings and put the difference 
in your pocket — they're better-built at no extra 
cost! Send coupon for catalog. 


THE FANNER MANUFACTURING COMPANY 


BROOKSIDE PARK CLEVELAND 9, OHIO 
e e e * * e 


| Catalog on fine Fanner Pipe Fittings 
C) Catalog on Munray Pipe 


Please send 


NAME... UME Se Dickies at 
os A A ee a ere fr OB ee mereka 
ADDRESS .. ; paw’ 

CITY... ZONE STATE 
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new low prices with reductions up to $45 on famous 
Blend-Air furnaces! Blend-Air is the only small-pipe 
system in which furnace, blower, cooling mechanism, 
fittings and blenders are designed as one “package” .. . 
the only heating system in which heating comfort is 
guaranteed with a $1000 Comfort Bond. 


new expanded line! New furnaces, new heating-cooling 
systems and new evaporative condensers are now on the 
market! All fittings are precision-made at one factory for 
dependable system performance. This works wonders in 
eliminating many maintenance problems! No “tailoring” 
of special parts is required! 








new ease of installation! More convenient flue connec- 
tions, newly designed fittings. Pre-engineered 31-inch 
air tubes and blenders fit easily between studs in old and 
new homes. Minimum wall-cutting, no interference with 
home construction. Compact cooling units and furnaces go 
in basement, attic, utility room or crawl space. 


but Coleman isn’t a new name to your customers. It’s 
been famous for 50 years for lanterns and camp stoves; 
and has pioneered home-heating comfort. Blend-Air gives 
greater air circulation, conditions the home for health 
and comfort. Send for details on Coleman’s 1954 line. 


The Coleman Co., Inc., Dept. 752-DE, Wichita 1, Kansas. 


February, {954 


easier to sell... 
new, improved Coleman 


Cooling uses same tubes as heating... ideal for home modernization 
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easier to install 


GREATER FLENBLTY TO FIT ANY SPECIFICATION 


Now 14 year-round heating-cooling systems ! 


Cooling capacities from 2 to 5 tons, with 3 new self-con- 
tained units, including the most compact 5-ton unit on the 
market. Coleman Blend-Air Conditioning removes twice 
as much moisture from the air as ordinary systems. No 
noise or vibration because condensing unit can be installed 
in remote location. All connections accessible from front. 


Now 3 different Water Misers! 


Two, 3 and 5 ton capacities. They install anywhere—in garage, 
for instance. Coleman Water Misers cut cooling water costs 
97%, electricity 25%, eliminate cooling tower problems. 
Water Misers operate more econdmically, with less noise, and 
are more accessible for service. 


Three new horizontal furnaces! 


A total of 18 models now in the Coleman line. Horizon- 
tals are designed for limited-area applications, and are rated 
at 85,000, 100,000 and 140,000 BTU input. Great flexibility 
of manifold and control locations for easier installations. All 
Coleman furnaces have long-life burners and combustion 
chambers. 


New Blenders! 


Ceiling Blenders direct air flow to outside walls and windows 
for better perimeter cooling and heating. Ideal for kitchens, 
bathrooms, etc., or to supplement outlets in large rooms. 
Install with minimum plaster-cutting, eliminate redecorating 
expenses in old homes. They install quickly, easily. Ad- 
justable Concealed Blenders fit neatly in standard walls, be- 
tween studs. Cabinet Blenders are ideal for installations in 
existing homes. 


OIL GAS LP-GAS 


Comfort Costs So Little 
with 





Blend-Alr meling-heating 


CEILING BLENDER CONCEALED BLENDER CABINET BLENDER 


Blond -Airr 


America’s Leader in Home Heating and Air Conditioning 
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Eureka Williams Corporation 
Assets Sold to Freeport, Ill., Firm 


Stockholders of the Eureka Williams Corporation of 
Bloomington, Ill., recently approved the sale of the com- 
pany’s assets to the Henney Motor Company, Inc., of Free- 
port, Ill. Russell Feldman, Henney president, said the sale 


price was $4,000,000. 

Feldmann also said the 
Bloomington company is 
now operating as the Eureka 
Williams Company, Division 
of the Henney Motor Co., 
Inc. 

H. W. Burritt, president of 
the former Eureka corpora- 
tion, will continue with the 
new management on a con- 
sulting basis, and B. C. Mil- 
ner, Jr., has been appointed 
as executive assistant to 
Feldmann. Milner will make 
his headquarters in Bloom- 
ington. 

Feldmann said manufac- 
turing activities of the Eu- 
reka plant will remain un- 
changed. 

Organized in Detroit in 
1910 as the Eureka Vacuum 
Cleaner Company, the 
Bloomington firm merged 
with the Williams Oil-O- 
Matic Heating Corporation 
in 1945. The Williams Com- 
pany was founded in 1919, 
and now makes oil and gas 
heating products, food waste 
disposers, and air condition- 
ing equipment. 


Tucson Contractors 
Name New Secretary 


J. F. Harrington has been 
appointed as executive sec- 
retary of the Associated 
Plumbing Contractors of 
Tucson, Ariz. He succeeds 
A. W. McGrath, who recent- 
ly resigned. 








Los Angeles Assn. 
Installs Officers 
S. G. Hick- 


man was in- 
stalled as pre- 
sident of the 
Associated 
Plumbing 
Contractors of 
Los Angeles at 
recent installation ceremo- 
nies. 

Other officials seated were 
A. I. Gage, first vice presi- 
dent; Cecil Freeman, second 
vice president; W. M. Long, 
secretary; and J. H. West, 
treasurer. 





Hickman . 
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James B. Clow & Sons Named 
Chrysler Airtemp Distributor 


Chrysler Airtemp has ap- 
pointed James B. Clow & 
Sons of Chicago as a dis- 
tributor of its packaged 
commercial, industrial and 
residential air conditioners 
in Chicago and northern 
Illinois. 

The Clow firm has been a 
distributor of plumbing and 
heating products in the mid- 
dle west for 75 years, and 
also manufactures drainage 
specialties and pipe. 

A. J. Schiffmann, Airtemp 
regional manager, said the 
Clow company already has 
placed commitments for the 
largest single shipment Air- 
temp ever has received. 

The Chicago operation 
will be headed by Gerald R. 


Aladdin Heating 
Plans Factory 


The Aladdin Heating Cor- 
poration of Oakland, Calif., 
has begun construction of 
a $600,000 plant in San 
Leandro, Calif. 

S. W. Terry, president of 
the heating, ventilating and 
air conditioning equipment 
manufacturing com pany, 
said the plant will provide 
a work space of 150,000 sq. 
ft., in addition to 8,400 sq. 
feet of office space. 


Kinnally, general manager 
of the Clow jobbing division. 
“Our 1954 program will be 
backed by Chrysler Airtemp 
advertising,” Kinnally said. 


Fixture Men 
Voice Optimism 


Manufacturers of plumb- 
ing fixtures believe sales 
during 1954 will equal the 
volume marked up in 1953, 
according to opinions ex- 
pressed at the recent annual 
meeting of the Vitreous 
China Plumbing Fixtures 
Assn. in Chicago. 

Views expressed by dele- 
gates also indicate that any 
decline in new home con- 
struction will be offset by 
modernization work and 
school building. 

Delegates elected L. A. 
Drouhard, secretary-treas- 
urer of Mansfield Sanitary 


Pottery, Inc., Perrysville, 
Ohio, as chairman for the 
new year. 


Other officers elected in- 
clude C. T. Pollock, vice 
president of the Crane Co., 
Chicago, as vice chairman 
and C. J. Vernoy, sales man- 
ager, Plumbing Fixture Di- 
vision, Richmond Radiator 
Company, Metuchen, N.J., 
as treasurer. 

(NEWS continued on page 40) 
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Warm Air Short Course 


Special classroom problems in heating and 
cooling will be solved by more than 100 
dealers now registered for the National 
Warm Air Heating and Air Conditioning 
Assn. school scheduled for mid-February. 

The dealers will attend the four-day short 
course at Oklahoma A & M College, Still- 
water, Okla. The college is co-sponsor of 
the course. 

Classes will cover basic and advanced 
classes in warm air heating, and an ad- 
vanced summer cooling problem also will 
be presented. 

Registrants will have an opportunity to 
solve the problem that adapts itself best 
to their background and plans. The first 
session will be Feb. 15. 

A library of 12 manuals prepared by 
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Begins This Month 


NWAHACA will be given each student, 
together with work sheets and calculating 
forms. Both college and industry represen- 
tatives will lecture. Prof. R. R. Irwin of the 
college mechanical engineering department 





is supervising the course. 

An evening forum by representatives 
from Oklahoma’s leading wholesalers, en- 
gineers and dealers will discuss a proposed 
heating code for that state. 
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GALVANIZED monet 


Y4 HP, motor with thermal 
overload protector. Positive 
“float”? switch, stainless 
steel impeller shaft. Brass 
strainer. “Non-clogging” 
impeller, galvanized volute 
housing and base. 
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It’s YOURS when you sell two 
top drainers to two big Markets! 


Boost your take on cellar drainers this year 
with Rapidayton. Sell all-brass models to one 
big market at $59.95* retail. That’s Jess than 
for most cast iron drainers sold today. Sell 
galvanized models to a second big market at 
$49.95* retail. That’s the lowest nationally- 
advertised price. 

Both models top the field in performance 
by pumping from 440 to 1300 gallons per hour 
more than most competitive drainers. And 
both feature new “slide-up” screens for easier 
cleaning. Your wholesaler has all the details. 
Write for his name and address. 


*( Based on t.o.b, tactory price) 
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ALL-BRASS MODEL 


Y4, H.P. motor with thermal 
overload protector. New 
“floatless” switch. Stainless 
steel impeller shaft, cast 
brass impeller, brass strain- 
er, volute housing, base and 
column. 


e 
THE DAYTON PUMP & MFG. COMPANY » Dayton 1, Ohio Keypidagion 















Ryedale ... THE ONLY COMPLETE LINE IN THE INDUSTRY THAT’S ‘TUNED TO TODAY’ 


























(Continued from page 38) 


Aveo Sells 
Bendix Plant 
To Whirlpool 


Whirlpool Corp. of St. Jo- 
seph, Mich., has bought the 
265,000 square foot Bendix 
home laundry plant at 
Clyde, Ohio, from the Avco 
Manufacturing Corp. 

Bendix will transfer its 
laundry manufacturing op- 
erations to larger facilities 
at Avco’s Nashville, Tenn., 
plant. Victor Emanuel, pres- 
ident and chairman of Avco, 
said moving the Bendix 
equipment will be carried 
out over a six-month period. 

Whirlpool’s new property 
is adjacent to a factory it 
already operates at Clyde. 


°54 Officers Named 
By Fixture Group 


D. D. Couch, vice presi- 
dent of the American Ra- 
diator & Standard Sanitary 
Corporation, Pittsburgh, was 
elected chairman of the En- 
ameled Cast Iron Plumbing 
Fixtures Assn. at the recent 
annual meeting of the group. 

O. A. Kroos, executive 
vice president of Kohler 
Company, Kohler, Wis., was 
elected vice chairman and 
H. J. Held, vice president of 
Universal-Rundle Corpora- 
tion, New Castle, Pa., was 
named treasurer. The meet- 
ing was held in Chicago. 


Hotpoint Launches 
Sales Promotion 


Hotpoint has announced a 
new merchandising program 
for distributors and dealers, 
designed to spur appliance 
sales. 

The program includes a 
store identification portion 
that features three outside 
and three indoor illuminated 
signs. 


Heat Pump Tested 
For Ohio Region 


The Cleveland Electric 
Illuminating Company has 
announced installation of 
the first heat pump for resi- 
dential use in Ohio. 

The pump will be oper- 
ated under laboratory con- 
trol conditions in the home 
of George W. Britton, a 
company official. 

Installation of the pump is 
the first step in a planned 
two-year experiment to de- 
termine the pump’s opera- 
tion and performance in the 
northern Ohio region. 

The pump is a General 
Electric model, with six 
kilowatts of auxiliary resis- 
tance-type electric heating 
available for periods of un- 
usually cold weather. 


GAMA Reports on 
Shipments for 1953 


More than two and a 
quarter million gas appli- 
ance units were sold in 1953, 
according to the Gas Appli- 
ance Manufacturers Assn., a 
75,000 increase over 1952. 

W. T. Trueblood, Jr., 
chairman of the association’s 
range division, said a larger 
sales volume is expected 
this year. 

Most of the 1953 demand, 
Trueblood said, originated 
with home modernization. 


G-E Kitchens 
Led By Fisher 


General 
Electric has 
established a 
' kitchen cabi- 
net section in 
its electric 
sink and cab- 
inet depart- 
ment. Clayton P. Fisher has 
been named manager of the 
new section. 

Fisher formerly was with 
the advertising and sales 
promotion department of 
G-E at Schenectady, N. Y., 
where he supervised the 
“More Power to America 
Special” which toured the 
nation’s industrial centers. 

Immediately prior to his 
latest appointment Fisher 
was manager of materials 
and purchasing for the G-E 
Major Appliance Division. 





Fishez 


Implement Firm 
Changes Name 


The Chattanooga Imple- 
ment & Manufacturing 
Company has changed its 
name to the Chattanooga 


Royal Company. The. 


Tennessee firm makes gas 
space and wall heaters. 

Coincident with its name 
change the company estab- 
lished three new sales de- 
partments. 


Soil Pipe Industry 
Sees Good Year 


Homer E. Robertson, ex- 
ecutive vice president of the 
Cast Iron Soil Pipe Institute, 
predicts a relatively good 
1954 for his industry. 

He said his industry is 
rapidly regaining business 
lost during and after World 
War II, when iron was in 
short supply because of mili- 
tary needs. Building will 
continue high, Robertson 
predicted, and that means a 
greater market for cast iron 


soil pipe. 


Westinghouse 
Predicts Boom 


Westinghouse Electric ex- 
pects to reach the highest 
sales peak in its history this 
year, according to Gwilym 
A. Price, president. 

Price said 1954 billings 
will top last year’s estimated 
$1,600,000,000 because of the 
steady growth of the elec- 
trical industry. 


W. A. Case Opens 


Wholesale Branch 


W. A. Case & Son Manu- 
facturing Company has 
opened a new wholesale 
branch in Decatur, Ala. The 
addition is the 22nd in the 
Case chain. 

(NEWS continued on page 42) 





Dunham Company Adds Hot Water Heating Line 


C. A. Dunham Company, Chicago, has 
added hot water heating equipment to its 
line of steam heating products. The ad- 
dition enables Dunham to make complete 
residential and commercial hot water heat- 
ing installations, with the exception of 


boilers. 


The circulator shown here is one of the new 
products. Also being produced are circulator 
valves with extra-large water flow areas, 
balancing elbows and fittings with sloping 
valve seats, and diaphragm-type pressure 


relief and reducing valves. 


Expansion and float type air vents, flow 


contral valves and a radiant heating dis- 


tributor head will be featured in the new 


line. 


Walter Browning, sales manager, said the 
Dunham Company feels “that the breadth 
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and depth of our new line will be of con- 


siderable help to contractors who like to 


get all the equipment they need for one 
job at one time.” 
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Hrepare Now 


for the 
Profitable 
"inh the expended ine ot WARNS 


Curtis 


AIR CONDITIONING AND 
REFRIGERATION EQUIPMENT 


This complete line of CURTIS equipment assures highest 
possible efficiency, dependability and quality... at 
a price that is profitable for you. 


















Not only will you be equipped to handle any 
installation but you will be selling equipment that is 
accepted the world over, and that is proven by 100 
years of successful manufacturing experience. 


To help you sell more CURTIS Air Conditioning and 
Refrigeration equipment, it is nationally advertised 
in Saturday Evening Post, Time and Newsweek, 
plus many other national magazines. 


Packaged Air 
Conditioners—2, 3, 5, 7%, 
10 and 15 tons 





Evaporative Condensers, Cooling 
Towers and Air Handling units 
to match 






For immediate information on how to make 
your operation more profitable, mail this 
coupon for details of how you may 
secure a direct factory franchise: 





| 
CURTIS REFRIGERATING MACHINE DIVISION 1 
of Curtis Manufacturing Company 
| 
| 
| 
| 








Condensing units— Residential cooling and 


1951 Kienlen Avenue, St. Louis 20, Missouri 
through 50 tons heating units 


| am interested in direct factory franchise. Send complete details. 


New 1954 Curtis Room 
Air Conditioner in three 
popular sizes. 


NI io o5 050 0.0 6. b sc UNOS 650.06 Cd vOoCSESUCERSCOCeC ese | 





- 
| 

l 

| 

| 

! 

| 

| 

| 

| Company Name......scccceccserecsscescesecescsseces | 
| 

| 

| 

| 

| 

| 
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(Continued from page 40) 


G-E Head Sees 
High °54 Sales 


General Electric is looking 
to a five percent rise in non- 
defense business over 1952, 
according to Ralph G. Cor- 
diner, president of the firm. 

Cordiner said that the 
company’s dollar sales and 
shipments in 1953 probably 
topped 1952 by 25 percent. 
This would put 1953 sales 
over the $3 billion mark. 

Also, a company executive 
vice president said G-E will 
boost its advertising of con- 
sumer products this year 
and expects harder selling. 





A. D. Vining (right), executive 
vice president and general 
manager of White Products 
Corp., presents the company’s 
top sales award to C. M. Vin- 
ing, divisional manager for 
western and northern Indiana. 


Vergal Bourland 
Heads NARDA 


Vergal Bourland of Fort 
worth, Tex., was elected 
president of the National 
Appliance and Radio-TV 
Dealers Assn. at the annual 
convention last month in 
Chicago. 

NARDA directors named 
for three-year terms include 
Harold Rice, Dayton; Steve 
Fainstain, Boston; and Carl 
Hagstrom, San Francisco. 
Arthur Vyse, Wilmette, IIl., 
was elected to a one-year 
directorship. Harry B. Price, 
Norfolk, Va., and Al Robert- 
| son, Oklahoma City, were 
reelected for three years. 





United States Air Conditioning Corporation has doubled 
its existing facilities in its first expansion move. The 
Minneapolis firm has leased a group of industrial and 
office buildings (above, rear) adjoining its existing plant. 


USAIRCO Doubles Plant Area 


The United States Air 
Conditioning Corporation 
has announced doubling of 
its manufacturing space 
by lease of buildings on a 
25-acre tract adjoining its 
main plant in Minneapolis. 





American Kitchens 
In Ad Campaign 


American Kitchens has 
launched its first large-scale 
advertising campaign to 
create consumer impact. 

The Avco Manufacturing 
Corporation division also 
has included trade and 
dealer promotion advertis- 
ing in its plans. 

Four-color, two-color and 
black and white ads that 
feature labor-saving kit- 
chens and a dishwasher are 
planned for the spring. 





Sloan Agent Moves 


Martin & Nelson Com- 
pany, Chicago metropolitan 
area representative for the 
Sloan Valve Company of 
Chicago has moved to 4800 
Washington Blvd. 


D. E. Feinberg, vice presi- 
dent and general manager of 
the plant, said the expansion 
is part of an accelerated em- 
phasis in the firm’s refriger- 
ation division. 

The new buildings will be 
used to make coils, blowers 
and room air conditioners. 

Lease of the new buildings 
adds 138,000 square feet to 
the company’s existing 126,- 
000 square feet of production 
area. 





National Disposer 
Increases Ad Budget 


The Disposer Division of 
the National Rubber Ma- 
chinery Company of Akron, 
Ohio, has announced an in- 
creased consumer advertis- 
ing budget to promote its 
food waste disposer. 

The program is the largest 
in the company’s history. 
Areas where the disposer is 
not now distributed will be 
opened early this year. 

Trade advertising will call 
the promotion to the atten- 
tion of dealers and home 
builders. 


Remington Sets 
°04 Sales Plans 


Plans for a greatly ex- 
panded 1954 advertising and 
sales promotion program 
were explained recently to 
eastern distributors by the 
Remington Corporation, Au- 
burn, N. Y. 

C. Kenneth Juno, adver- 
tising and sales promotion 
manager, and his assistants, 
Anthony Masiello and Harry 
Jobes, were featured speak- 


ers at the New York City’ 


meeting. 

The new trade program 
will emphasize the quality 
and completeness of the 
Remington line. Consumer 
newspaper ads, 24-sheet 
posters and TV and radio 
spots will be used in the 
promotion. 





SBI Names Benson 
As New President 


James H. Benson, sales 
manager of the Sterling 
Faucet Company, Morgan- 
town, W. Va., is the new 
president of the Sanitary 
Brass Institute. He succeeds 
A. H. Grote of the Schaible 
Company, Cincinnati. 

Benson was elected at the 
annual meeting of the group 
recently held in Chicago. 

Other officers are Gilbert 
L. Hartmann, president of 
the Milwaukee Flush Valve 
Company, vice president; 
Paul F. Kreuzer of the Royal 
Brass Manufacturing Com- 
pany, Cleveland, treasurer 
and R. K. Hanson, Pitts- 
burgh, secretary. 

(NEWS continued on page 46) 





Char-Gale Moves Into New Minneapolis Plant 


Char-Gale Manufacturing Company, 
Anoka, Minn., maker of furnace pipe, fit- ad 
tings, elbows, registers and other sheet 
metal products, recently moved into a new 
plant, shown here. The building, erected 
in the Minneapolis suburb, has a 280,000 
square foot area on one story. 

The building was designed especially for 


the efficient production of sheet metal 


products for warm air heating. The new 
plant permits Char-Gale to group all 
Minneapolis facilities at one place. 


42 





From the new plant and from other plant 
facilities in Omaha, Char-Gale makes rapid 
deliveries with a fleet of 25 trailer-trucks. 
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FOR THAT BATHROOM 


CONSIDER rus Allianed,\Vare 


“JUNIOR” SIZE BATHTUB 











Quite frequently in new construction and especially 

on remodeling jobs, you find a demand for a second r 
bathroom but space is at a premium. Here’s where 

the AllianceWare “Junior Size” tub— Model B-42-S 

—gives you all the advantages of space-saving. 


From front to back —this tub is the same as stand- 
ard AllianceWare tubs— 3054”. The length, how- 
ever, is only 42”—the height is 12” —an especially 
convenient height for bathing small children—an 
easy tub for the elderly person to step into—and an 
excellent idea for a shower receptor. 


Made from 14-gauge enameling steel, this model 
has every other quality feature of AllianceWare 
tubs. A wide seat forms the outer rim; an integral 
wall guard extends a full inch on three sides where 
the tub joins the wall; the finish is AllianceWare 
quality, stainproof porcelain enamel in white, pink, 
green, blue, tan, or grey. Write for complete infor- | 
mation and installation diagram. 








ALLIANCEWARE, INC. e Alliance, Ohio 
Bathtubs + Lavatories + Closets + Sinks 


Plants in Alliance, Ohio, and Colton, California 
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Now ... new Trane packaged units ... 


Make air conditioning 


New Trane units are engineered, built, tested 
Only a few piping and wiring connections 


papers mererescmenee . . oe — aos Nee emma 


4% 





Trane Cold Generator is available with capacities 
from 10 to 50 tons. This packaged water chiller 


* a s * 
can be used with TRANE Climate Changers or Now it * easier to install alf 
UniTrane room air conditioning units for com- 
plete air conditioning systems. Or for built-up 
systems, use it with TRANE Fans and Coils. 


MANUFACTURING ENGINEERS OF AIR CONDITIONING, HEATING AND VENTILATING EQUIPMENT 
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simpler, faster to install 


and refrigerant-charged at the Trane factory... 


are required for fast installation 


Build your profits . . . bid the whole 
heating-cooling job on small or 
large buildings! TRANE packaged 
air conditioning equipment is 
easier, quicker to install. No com- 
plicated refrigerant piping or con- 
trol wiring to do. . . just set the 
unit in place, attach cooling water 
and drain piping and connect to 
power source. 

Take the new TRANE Cold 
Generator (shown at left) for ex- 
ample. Here’s a water chiller in 


one compact unit, ready for in- 
stallation for comfort or process 
cooling. 

For jobs from 10 to 50 tons, 
it’s ready for start-up as soon as 
plumbing and electrical connec- 
tions are made. 


Broaden your business —get all the 
facts today on how TRANE pack- 
aged units can help you get more 
air conditioning jobs. Contact 
your TRANE representative or 
write TRANE, La Crosse, Wis. 


Here Are Other Trane Air Conditioning Products That Open the Door 
to New Sales Opportunities — New Profits for You. 











Get the smaller jobs! These TRANE 

ackaged air conditioners are 
Built in 3, 5 and 7% ton sizes. 
Completely assembled in sound- and 
insulated, handsome cabinets, 
teen ¢ for installation. Sturdy, 
trouble-free construction gives 
long life. Easy to install in cafes, 


drugstores, groceries, offices. nections. 


Get medium size jobs, too! TRANE 
self-contained air conditioning 
units are also available in 10, 15 
20-ton sizes. Water-saving, 
rative condenser is 
optional. All the assembly work is 
done at the facto 
external piping and electrical con- 


built-in eva 


For big jobs from 50 to 400 tons, 
install the Trang CenTraVac 
water chilling unit. Only one 
major moving part. Starts, stops, 
modulates automatically, with 
power savings in almost direct 
, you do only ewer to load variations. 
otor is hermetically sealed for 
years of trouble-free service. 


conditioning with TR 1 | 2 packaged units! 


The Trane Company, La Crosse, Wis. ¢ East. Mfg. Div., Scranton, Penn, 


Trane Co, of Canada, Ltd.,Toronto ¢ 


87 U.S. and 14 Canadian Offices 
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(Continued from page 42) 


Hotpoint Plans 
To Remodel 
Laundry Plant 


A modernization program 
designed to more than dou- 
ble present capacity for the 
production of automatic 
clothes washers and dryers 
has been announced by Hot- 
point. 

The new building is sched- 
uled for completion late this 
year. 

Present factory and office 
area at the Chicago plant 
will not be increased. How- 
ever, cubic footage in the 
new factory will be more 
than double the work area of 
the present plant. 


Leaves Case Co. 


After 50 Years 


Rhese L. Griffin, senior 
vice president, a veteran of 
fifty years with the W. A. 
Case & Son Manufacturing 
company of Buffalo, N. Y., 
retired at the close of 1953. 

Griffin, with two other 
long-time employees of the 
company, was a guest of 
honor at a luncheon mark- 
ing the retirements. 





R. L. Griffin receives congrat- 
ulations from N. J. Higin- 
botham, as W. W. Oliver and 
David Utz look on. 


Others leaving the Case 
employ were W. W. Oliver, 
assistant vice president, and 
David Utz, sales representa- 
tive. 

Griffin became an officer 
and director in 1920 and 
served in those capacities 
until 1952, when he com- 


. pleted 10 years as board 


chairman. 





a 
. 


Skuttle Manufacturing Co., has moved fr 





its plant Detroit 


to Milford, near Detroit. Skuttle now occupies a modern, one- 
story building with increased floor space. The company is a 
leading manufacturer of home humidifiers. 





Home Air Conditioning May Hit 
$750 Million in Three Years 


A $750 million residential air conditioning industry is 
in the making and may be attained in the next three or 
four years—whereas right now it’s a $75 million industry, 
according to Ned Cole, chairman of the air conditioning 


committee of the National 
Assn. of Home Builders. 

Cole says the industry 
must consolidate itself and 
“present a solid front” if it 
is to score this ten-fold ad- 
vantage. 

“We must have this solid 
front because under present 
conditions the FHA and VA 
do not have adequate in- 
formation and assurance to 
give the air conditioning 
field the support, in financ- 
ing of installations, that it 
deserves and needs. 

“In the heating industry 
contractors and builders are 
able to install systems based 
on standard measurements 
of heat loss and heat gain. 
But in the air conditioning 
industry each manufacturer 
has his own set of figures on 
heat losses and other per- 
tinent data. 

“The FHA and VA need a 
standard to go by. What we 
need is a streamlined financ- 
ing plan in order to reach the 
mass home market.” 


Drainage Institute 
Names 754 Officers 

Members of the Plumbing 
and Drainage Institute 
elected J. C. Wade, Elgin, 
Ill., as president at the recent 
annual meeting of the group 
in Cincinnati. 

Wade is with the Wade 
Manufacturing Company of 
Elgin. Israel Smith of the 
Western Specialty Company, 
Tyler, Tex., is the new vice 
president. 
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Isadore Familian, Marvin 
Smalley, Gary Familian, 
Verne Hinderer and Loeb 
Hinderer, (left to right), of- 
ficials of the Price-Pfister 
Brass Mfg. Co., and members 
of their families are shown at 
a recent employees’ picnic, 
held for 2,000 persons by the 
California company. 


Meshel Leases 
New Warehouse 


Ralph Meshel, Philadel- 


phia manufacturers’ repre- 


sentative for plumbing and 


heating supplies, has opened 
a warehouse at 1133-41 East 
Columbia Ave. 


115 Heat Pumps 
Installed In Miami 


General Electric recently 
sold 115 heat pumps for in- 
stallation in a $6,500,000 
Miami motel-hotel, accord- 
ing to H. M. Brundage. 

Brundage, manager of the 
G-E Weathertron depart- 
ment under which name the 
heat pump is marketed, 
said the installation was the 
largest in volume ever re- 
corded, as far as heat pumps 
were concerned. 

The heat pump takes heat 
from indoor air and pumps 
it outdoors to cool a living 
space. For heating the unit 
reverses the process. Oper- 
ations are automatic. 


OHI Opens N.J. 


Service School 


The Oil Heat Institute of 
America recently opened a 
21-week advanced oil heat 
installation and service 
training course at New 
Brunswick, N. J. 

Sessions are being held at 
the Middlesex County Voca- 
tional and Technical high 
school. 
joint sponsorship of the Mid- 
dlesex County Oil Heat 
Assn. and the Middlesex 
county board of education. 

The school board will un- 
derwrite teaching and print- 
ed literature expenses. 
About 65 students from the 
industry have enrolled for 
the series. The classes will 
continue twice weekly until 
May 28. 

(NEWS continued on page 51) 





Shower Door Erects New Plant 





Officials of the Shower 
Door Co. of America have 
announced the near-comple- 
tion of the company’s new 
plant at Atlanta, Ga. 

The one story building is 
being built on a site 280 by 
550 feet. Modern loading 
docks and a railroad siding 


are being included. 

The factory will be com- 
pletely air cooled and will 
house manufacturing facil- 
ities, the home offices and a 
research laboratory. 

Shower doors, tub enclos- 
ures and daylight shower 
stalls are company products. 


Classes are under , 
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“You sure cured 
our heating problems 
in a hurry 





Docrors or just plain homeowners 
... your customers will appreciate 
your prescription that gives them 
more heat for their money. 

And prescribing Johns-Manville 
quality pipe insulation is one sure way 
to cure heating problems for keeps. 

J-M Pre-Shrunk Asbestocel* is 
one of these quality insulations. . . 
and you'll satisfy customers in addi- 
tion to eliminating ‘“‘no profit”’ repair 
calls when you specify it for steam or 
hot-water heating pipes. Pre-Shrunk 
Asbestocel is a cellular type pipe in- 
sulation made up of alternate layers 
of plain and corrugated asbestos felts 
which have high insulating value. 
Moisture-resistant asbestos paper 
used in its manufacture affords as- 
surance against objectionable shrink- 
age cracks. And improved methods of 
corrugation provide greater strength 


r 
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and more uniform appearance. 

You'll find Pre-Shrunk Asbestocel 
available in three finishes: Glazed 
White, Asbestos Paper, and Regular 
Canvas. For basement playrooms, 
the Glazed White Finish that stays 
sparkling white is ideal. Even stains 
that are usually hard to remove— 
like ink—can be wiped away with a 
damp cloth. If desired, it can be 
painted—without sizing—to match 
any color scheme. Glazed White Fin- 
ish is safe, too! Listed by the Under- 
writers’ Laboratories, Inc., it will 
not carry flames. 

Johns-Manville products for the 
plumbing and heating trade are car- 
ried by leading plumbing and heating 
wholesalers everywhere. For further 
information, write Johns-Manville, 
Box 60, New York 16, N. Y. In 
Canada, 199 Bay St., Toronto 1, Ont. 





“J-M quality pipe 
insulation is a 
permanent cure, 


too, Doctor!” 





SEND FOR THIS 
NEW 24-PAGE 
CATALOG ~ 


Seme of the 
time-tested J-M 
products covered in 
this catalog are 
described briefly below. 


Insulating Fire Brick for building oil burner 
fireboxes; Anti-Sweat Pipe insulation to 
prevent dripping of cold-water lines; Fireite* 
Asbestos Furnace Cement for sealing joints 
in stoves, heaters, ranges, etc.; J-M 85% 
Magnesia Pipe insulation for top value on 
heated lines to 600F; Asbestecel Range 
Boller Jackets for insulating vertical or 
horizontal hot water boilers; Peckings and 
Gaskets for all kinds of plumbing and heat- 
ing applications; Transite* Asbestos-Cement 
Pipe for conveying wastes from houses to 
street sewers or septic tanks; for venting 
domestic gas-burning appliances; and for 
venting soil and waste pipe. 

Write for your free copy of “Johns-Manville 
Quality Products For The Plumbing And Heating 
Industry.” Ask for Brochure IN-57A, 














*Reg. U.S. Pat. Off. 


Johns-Manville INSULATIONS 








M! 


FOR BETTER PLUMBING AND HEATING SERVICE 
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ANNOUNCING 





TRADE 


MODULATING ZONE HEATING 





MARK 
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SelecTemp Highlights 

THERMOSTAT IN EACH ROOM. Temperatures can : : : 
be varied in every room to fit the “activity With SelecTemp heating, every room in a home or J requiret 
plan” and personal preference of the occupants. buildi . es ; Ee 

uilding is an individual zone, with precise individual tem- ] “off” ¢ 
MODULATED HEAT. Air circulation is continuous. 
Both temperature and volume of air is auto- perature control. constan 
matically modulated, as required to offset heat Each room is heated with filtered, warm air, continuously f jty, to ; 


loss from room. , : ° 
circulated by a compact, attractive recessed wall unit. Low ] quickly 


Sea Sean pm. Undies! room air pressure steam, supplied to the units through small flexible | temper: 


circulation prevents transmission of odors or 


bacteria from other rooms. Air is cleaned by a copper tubing, provides heat and also power for the circu- ine 
spun glass filter in each room unit. Filtered PPpe 8 P P : gains d 
outside air can be introduced if desired. ' lating fan. Thermostats are nonelectric, and require no | radiatic 
BOILER LOCATION. Does not require centrally wiring. The boiler can be placed in any convenient location. 

located heating plant. Boiler can be placed in # 7 
any desired location, with proper distribution Low i] 
of heat to every room. Exact, constant temperatures a 
LOW POWER COST. No electricity required to 5 iS : : 4 thane 
operate circulating fans. Nonelectric thermo- The individual room heating units operate independently. | and the 


stats. Year around domestic hot water coils 


available if desired. Each thermostat may be set at any temperature from 40°F. | easily t 


Low wamtat. cost. No other system can be so to 90°F. Heat in every room is accurately maintained at the | Head r 
easily orgie either = or old construc- temperature selected. The thermostat detects any change | costs, § 
tion. Small soft copper tubing (1% inch I.D.) . : : 

carries steam to individual en Reatee’ waits. in temperature and regulates both the speed of the circulat- | losses, | 


Return lines are 4 inch. Tremendous savings ing fan and the steam supply to exactly meet heating 
in installation costs. 


LOW FUEL Cost. Temperature easily reduced 
in unused rooms. Also eliminates overheating. 


ao nee = ond eo mae a special adjust- 
ments of dampers, valves or orifices required to 
balance heating system. Each unit pier, mone A PRODUCT OF i r 8 ] Fa 


regulates heat needed for each room. Automat- | 
ically compensates for external heat sources 


such as fireplace or solar heat, without affecting 
scot FIREMAN 
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A thermostat in 
every room is now practical 


for the first time. In actual use for 
three years, the SelecTemp Heating System sets 
an entirely new and better standard of indoor 
comfort for homes and for every type and size of 


residential, institutional and commercial building. 


requirements. SelecTemp thus eliminates ordinary “‘on” and 
“off” cycling, with resulting “cold 70” stratification. It 
constantly modulates from 1/20th of capacity to full capac- 
ity, to supply just the amount of heat needed. SelecTemp 
quickly and automatically responds to changes in outdoor 
temperature, wind direction or velocity, and to indoor heat 
gains due to sunlight, fireplaces, cooking ovens and body 
radiation. 


An Opportunity 


Low installation and operating cost As an alert heating equipment dealer or contractor 


For usual runs up to about 40 ft., the 1” I.D. supply lines you will sense the importance of this announcement, 


and the 14” I.D. gravity return lines are soft copper tubing, 
easily bent by hand for streamlining around obstructions. 
Head room is not impaired, which often saves on building 
costs. Small size of tubing greatly reduces transmission heat 
losses. Ideal both for modernization and new construction. 


and realize what a large and valuable market SelecTemp 
opens up. The Iron Fireman line of heating equipment, 
for all fuels, is complete. You are invited to write for 
information on our dealer franchise and for SelecTemp 
literature. 


IRON FIREMAN MANUFACTURING CO. 
3211 W. 106th Street, Cleveland 11, Ohio. 


Please send literature on Iron Fireman SelecTemp heating and 
information on Iron Fireman dealer franchise. 


Send for full 
information 


Name 


Address 


THE IRON FIREMAN 





City iene State__ 
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Multi-Stop Leader 


ALL-WEATHER WORKSHOP ON WHEELS 








A METRO body equipped like this provides a complete 
workshop on wheels. The large cubic capacity of METRO 
bodies makes possible the use of a wide variety of 
equipment, shelves, and other material—permits orderly 
storage of tools and parts in a big work area. 


INTERNATIONAL HARVESTER COMPANY 
CHICAGO 


- international Harvester Builds MCCORMICK® Farm Equipment and FARMALL® Tractors... 


An INTERNATIONAL Truck with 
METRO® body lets you take a fully- 
equipped workshop right to the job— 
helps you do each job faster —lets you 
make more calls per day. INTERNA- 
TIONALS with Metro bodies give low- 
est cost performance because the 
rugged INTERNATIONAL chassis and the 
all-steel Metro body are specialized 
for the frequent stops required in 
plumbing and heating installation, 
service and repair. 

INTERNATIONAL Trucks with METRO 
bodies have been the leader in the 
multi-stop field for 16 straight years. 
Ask your INTERNATIONAL Dealer or 
Branch for a demonstration and see 
for yourself how this famous truck 
can step up your profits. Time pay- 
ments arranged. 


Motor Trucks.. 


NEW FEATURES — 
NEW VALUE... COMPARE! 


More payload space. Eight body sizes, two 
body styles —standard or flatback. Four 
body lengths — 7%, 942, 1042, and 12-foot. 
New increased capacities range from 243 


to 392 cubic feet. 


New driver convenience. New full 6-foot 
headroom. Low stepwells. Sliding front 
doors standard, folding doors optional. 
Six rear door options, 


New driver comfort. New broadleaf 
springs. New shock absorbers. Lower cen- 
ter of gravity. New toeboard angle. 


New savings. New downdraft carburetion 


for greater fuel economy. New cushioned 
disc clutch for longer life, smoother oper: 
ation. 


Six chassis models. 102, 115, 122, and 134 
inch wheelbases. GVW ratings, 5,400 to 
11,000 Ibs. 


. Industrial Power...Refrigerators and Freezers. 
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—» Get the News! Alex Dreier “Man on the Go,” daily NBC Radio, sponsored by INTERNATIONAL Truck Dealers. } 
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(Continued from page 46) 


Predicts Bright 
A-C Future 


“I believe we are on the 
same threshold for the air 
conditioning field as we 
were in 1910 with the auto- 
mobile, in 1919-23 with ra- 
dio, and in 1950 with tele- 
vision.” 

This was the future for 
the industry as predicted by 
Fred M. Young, president 
of the Young Radiator Co., 
Racine, Wis. Young says 
that 800,000 semi-portable 
air-conditioning units of ap- 
proximately one-half to 
three-quarter ton capacity 
range were sold in 1953. 


“It is believed, according 
to statements made by a 
qualified source, that 1954 
central systems equipment 
for industrial, commercial 
and business structures will 
require $750 million of 
products, Young said. 

‘It is believed and esti- 
mated that for 1958, this will 
ascend to an amount of $1.3 
billion. This gives us an 
inkling of what we may look 
forward to for our plans in 
this rapidly growing field.” 


U.S. Radiator Plans 
Conditioning School 


The United States Radia- 
for Corporation is planning 
an air conditioning school 
for its entire field personnel. 
Plans for the program 
were announced by J. Roy 
Knox, vice president for 
sales. Knox also announced 
that Lorin G. Miller, dean 
emeritus of the Michigan 
State College engineering 
school, will supervise in- 
struction. 

“The rapid and accelerat- 









ing growth of air condition- 
and our company’s po- 
in it makes technical 
ing a must for all sales 
mnel,” Knox said. 


Boston Sales Co. 
Moves Office 


The Plumbing Sales Com- 
pany of Boston, manufac- 
turers’ representative, has 
moved its office to 189 Cum- 
mings Street. The new head- 
quarters is fireproof and has 
three outside loading plat- 
forms and a rail siding. 

The firm serves plumbing 
and heating wholesalers in 
Maine, New Hampshire, 
Vermont, Massachusetts, 
Rhode Island and Connecti- 
cut. Alexander Katz oper- 
ates the firm. 


Room Conditioner 


Shipments Triple 


Shipments of room air 
conditioners for 1953 were 
about 1,075,000 units, com- 
pared with 365,451 units in 
1952, it -was announced re- 
cently by G. S. Jones, Jr., 
managing director of the 
Air Conditioning and Re- 
frigeration Institute. 

Jones said the ARI esti- 
mated that manufacturers’ 
shipments included 1,055,- 
000 window-type units and 
20,000 console units of 142hp 
and under. 


New Eastern Honeywell Branch 





Minneapolis - Honeywell 
Regulator Company of Min- 
neapolis has opened a new 
16,000 square foot office 
building on the outskirts of 
Union, N. J. 

The new branch will house 
commercial heating and 


Adniiral Sales Peak 
At 20-Year High 


Admiral Corporation has 
just completed the biggest 
year in its 20-year history, 
according to Ross D. Sira- 
gusa, president. 

Speaking before 900 dis- 
tributors and salesmen in 
Chicago, Siragusa said Ad- 
miral expects a substantial 
boost in appliance sales this 
year. 

He predicted the industry 
will sell 1,500,000 window- 
type air conditioners in 1954, 
compared with a_ million 
sold in 1953 and 400,000 sold 
in 1952. 

Admiral recently pur- 
chased a nine-acre site near 
Melrose Park, Ill., for its 
research and engineering 
divisions, which are now 
located at the general offices 
in Chicago. 

The new two-story build- 
ing will be 60,000 square 
feet, including an auditori- 
um with a seating capacity 
of 100. 





51 


industrial sales and service 
activities for northern and 
central counties of New 
Jersey and two southern 
counties of New York. It 
replaces the office in East 
Orange, N.J. 

The brick, steel and glass- 
walled building features a 
new zone heating system 
operated by three types of 
control equipment—electric, 
electronic and pneumatic. It 
will house 110 employees. 


Reading Announces 
Office Changes 

The Reading Tube Cor- 
poration has moved its sales 
and executive offices from 
Long Island City, N. Y., to 
the Empire State Building. 





U. 8. Machine 
Ends Course 


The U. S. Machine Divi- 
sion of Stewart-Warner 
Corporation has completed 
a series of regional classes 
on heat loss-gain calcula- 
tions. The course was sup- 
plemental to the regular 
training courses offered to 
dealers by the division. 

Three hundred Winkler 
dealers attended 15 two-day 
schools conducted by Phil 
C. Kosch, manager of the 
Winkler Training Institute. 
About 400 dealers completed 
two-week courses last year 
in product and sales training 
at the Winkler Institute in 
Lebanon, Ind. 


Gas Appliance Sales 
Show Rise in 1953 


Shipments of gas-fired 
central heating equipment 
totaled 752,900 units during 
the first 11 months of 1953, 
according to the Gas Appli- 
ance Manufacturers Assn. 

The total was 7.4 percent 
more than for the same 
period in 1952. November 
shipments were 63,900 units, 
9.1 percent less than for a 
similar period in 1952. Units 
included furnaces, boilers 
and conversion burners. 

Domestic gas range ship- 
ments for the same period 
totaled 2,052 units, 2.8 per- 
cent more than for the same 
period in 1952, while auto- 
matic gas water heater ship- 
ments for the first 11 months 
of 1953 were 1,980,800 units. 
(NEWS continued on page 211) 








F. E. Lewellyn, a representative of Whirlpool’s advertising and 
sales promotion department, shows a washer-dryer twin set to a 
visitor at the Winter Market of the Home Furnishings show held 


in Chicago last month. 
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Martin J. Rosen, right, discusses Zone Control with 


Honeywell Sales Engineer R. W. Bosworth. \ 


“My best bet for this smart 
Tri-Level was Honeywell Zone Control” 


says heating dealer Martin J. Rosen, Chicago, Illinois 


“As soon as I spotted the plans for this smart tri- 
level home, I knew the owners would want modern 
comfort to go with it. That’s why we recommended 
Honeywell Zone Control. 


“It’s an entirely new concept in comfort, and I 
mean all over the house. 

“We can handle almost every heating situation 
with this system, regardless of construction, of 








Floor pla 
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“Zone Control has proven itself on many jobs conditions such as wind, sun, exposure, glass areas, Fos 
for us. We work with a lot of architects in this or zero weather. cat 
area, and we've found that there’s no home prob- “But I guess the thing I like best about Zone tro 
lem too difficult as long as you really Anow Honey- Control is that our customers are tickled pink with you 
well Zone Control. it. And you know how important that is!”’ DEI 
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of Arthur Pancoe residence 
in Highland Park, Ill. De- 
signed by Barancik, Conte 





"UPPER LEVEL 











& Associates, Chicago. 


“And after I explained Zone Control to Mr. and Mrs. 
Pancoe, they readily agreed with me. We divided 
their house into two zones—one.for the living-service 
area, and one for the sleeping area. 

“The living-service area (Zone 1), is located in the 
middle level of the house and one Honeywell ther- 
mostat covers the living room, dining room, and 
kitchen. This separate thermostat compensates for the 
warmth from the kitchen and from warm sun through 
the large living room windows — it gives the Pancoe 





“This house was ‘A Natural’ for Honeywell Zone Control” 
Says Martin J. Rosen 








family comfortable, even heat at all times. 

“Zone 2 covers the upper level with its large north 
windows in the bedrooms. The separate thermostat 
compensates for cold north winds and keeps this area 
completely comfortable during the day. 

“And this thermostat for Zone 2 can be set back 
to save fuel when the bedrooms aren't in use. 

“You can see what a logical sales story you have 
in Honeywell Zone Control, and you don’t mind the 
extra profits, either!” 


Honeywell has controls for any type zone job... 


Electronic Chronotherm — 
famous, fully automatic 
clock thermostat. Pro- 


Electronic Weathercaster~ 
located outside the 
house. It senses changes 


Modutrol Motor —comes 
in several versions. It 
gives fast, accurate con- 














/ J vides night shut-down, in the weather, and sig- trol of dampers and 
automatic morning pick- nals the electronicsystem valve assemblies, gives 
up for 24-hour control. indoors, automatically. ou many years of trou- 
yn bisdees service. 
or 
iS, For complete information and appli- 
cation data on Honeywell Zone Con- : i 4 
ne trol, call the Honeywell office nearest > lll A: ao 
th you. Or... write Honeywell, Dept. One we 
DE-2-34, Minneapolis 8, Minn. , 
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Come, sit with me on the mourners’ bench 
As clods and clay rattle in the trench; 
Let’s shed a tear for old Adam Sale, 

And find the moral in Adam’s tale! 


Old Adam Sale was especially dumb: 

He ran his business by rule of thumb. 
He bought and sold in the same old ways 
Until the end of his business days. 


He could have made a nice pot of dough 
Like other dealers in town. But no — 
Old Adam had a besetting sin: 


He wouldn’t let a mew item in! 


A tub enclosure to him, you see, 

Should be hand-made, like in ’33. 

Though Bonnie-Maid costs a third the price 
And lasts as long, he would not look twice. 


His customers made old Adam squeal 

By rushing elsewhere to make their deal; 
Thus competition kicked in his head 
And, sad to tell you, A. Sale is dead. 


The moral’s written in neon light 

So you'll avoid poor old Adam’s plight: 
Send in your order, don’t be delayed, 
And strike it rich selling Bonnie-Maid! 


BONNIE-MAID 
TUB ENCLOSURE 


The lowest priced enclosure ever offered! 
Retails at only $54.95 with full discounts. 
Complete unit in one carton . . . no extra parts 
needed. Install it in 1% hour. Mirror-finish alu- 
minum frame, shatterproof Dow Styron plastic 
panels. Never rusts, discolors or corrodes. Choice 
of 4 decorator colors. Fits any recessed tub. Na- 
tionally advertised; display models available. 


For dealerships or distributorships write or wire 


AMERICAN SHOWER DOOR CO., INC. 


936 N. Cahuenga Bivd., Hollywood 38, Calif. 


WORLD’S LARGEST MANUFACTURERS OF SHATTERPROOF TUB ENCLOSURES 
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The final record is in and for the fifth consecutive year 
housing starts exceeded the million mark. 





NEW HOMES 1953 wound up with a total of 1,102,400 new permanent non- 
AGAIN TOP farm dwellings under construction. That's the report from 





MILLION MARK the Bureau of Labor Statistics, who pointed out that the 
figure was only two percent under 1952. Most of the de- 
cline was in public housing, not private. 
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The National Assn. of Home Builders, meeting in Chicago 
last month, has indicated it will push for a program of ex- 
panded federal aids to boost housing production. 

The NAHB program calls for: 

(1) Adjusting mortgage provisions of the Federal Housing 
Administration to current price levels. 

NAHB TO PUSH (2) Bringing financing terms for existing homes more 
FOR EXPANDED nearly in line with those for new construction. 

HOUSING PROGRAM (3) Gearing FHA modernization loans to needs for ex- 
tensive remodeling programs on the _ part of individual 
homeowners. 

(4) Simplifying regulations to speed veterans' housing. 

R. G. Hughes, newly elected president of the association, 
outlined an ambitious 10-year program for the organization, 
calling for 1,400,000 new homes a year. 
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While undertones of recession still resound around some 
Capitol by-ways, their reverberations are not as ominous. 
Business is wide awake to the economic facts of national 
health and is facing up to the job ahead. 
That is the expressed opinion of top flight executives in 
the nation's biggest corporations. At the 10th annual 
Washington conference of the Advertising Council, the group 
called on members to "accentuate the positive" in an all- 
AD CAMPAIGN out effort to spell doom to the ghosts of "psycho-recession- 
WILL "SELL* ists" lurking in some economic corners. 
PROSPERITY Chairman William C. McKeehan, Jr., of the joint commit- 
tee of the National Advertisers and the American Assn. of 
Advertising Agencies, outlined the projected program, 
Pending approval of the Council's board of directors, the 
advertising industry is prepared to contribute several 
millions of dollars in time and advertising space to sell 
the American people on the “unprecedented opportunity" it 
has to retain and strengthen national prosperity. 
The campaign will help build business for plumbing, heat- 


ing and air conditioning contractors. 
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The Federal Trade Commission has called a trade practice 


conference for Tuesday, Feb. 19, according to word received 
TRADE PRACTICE + press time. 


CONFERENCE SET Chicago's Palmer House will be the site of the conference. 
Atty. Thomas J. Anderson has been appointed by the FTC to 
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chairman the meeting. Commissioner Albert A. Carretta will 
attend. 

Setting of the the conference date follows the tentative 
acceptance of proposed trade practice rules for the whole- 
sale plumbing and heating industry last September. The 
Commission will conduct and run the conference which will 











DATE FOR discuss the rules with industry members. At a later date, 
TRADE PRACTICE probably in late spring, a public hearing will be held after 
CONFERENCE which the rules will be promulgated and be in effect. 
IS SET Purpose of the rules is to control unfair trade practices 





and spell out more clearly the Federal laws controlling 
trade practices. 

Sponsoring groups include the Central Supply Assn., The 
National Heating Wholesalers Assn., the Wholesale Plumbing 
Institute of Southern California and the New York Jobbers' 
Credit Assn., together with the wholesaling divisions of 
American-Standard, Crane Co. and Grinnell Co. 
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LeRoy Musselman of Souderton, Pa. has some good ideas for 
boosting water softener sales. 






HOW TO BOOST Basis of his successful selling campaign is an educationai 
WATER SOFTENER program through newspaper advertising and direct mail — plus 
SALES some doorbell pushing by four outside salesmen. 


You'll find his strategy outlined in the feature begin- 
ning on page 107 in this issue. 


be 


In line with President Eisenhower's State of the Union 
message, Congress has already introduced two education bills 
to increase school construction, not only where emergencies 
exist because of defense programs, but in areas where 

SCHOOL CONSTRUCTIONovercrowding seriously hampers local facilities. 

TO BOOM Contractors in the following states can expect a jump in 
school construction this year: California, Georgia, Illinois, 
Kansas, Maine, Massachusetts, Nebraska, New Jersey, New 
Mexico, Nevada, Ohio, Oklahoma, Texas and Washington. 

California leads the way with some $2,792,000.00 already 
allocated in Federal funds. 
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Contractors who want to learn more about radiant panel 
heating, or reappraise their own methods, will be interested 
in an exclusive interview with Robert Bruen of Oakland, 

50 Q&A Calif. which begins on page 94. 
ON Twenty years ago Bruen pioneered radiant heating when most 
PANEL HEATING people had never ever heard of it. Today, over 10,000 in- 
Stallations later, he's an authority not only in its appli- 
cation to homes, but to multi-story structures as well. 
Don't miss this informative article. 
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This spring, the National Assn. of Home Builders and the 
University of Texas will begin a joint research project on 
air conditioning for the average home. 

The project will be conducted in 14 homes presenting a 
wide range of housing styles to provide as much data as 
possible for the researchers. 

NEW RESEARCH The houses will sell for about $12,000 and will contain a 
WILL HELP floor area of 1100 sq ft. Families purchasing the homes will 

P&H CONTRACTORS agree to having their house subjected to 12 months of 
exhaustive tests under actual living conditions. 

Pertinent information to be obtained will include oper- 
ating costs of various types and sizes of air-conditioners, 
design problems and noise levels. Effects of window area 
sizes on the system's efficiency, cost of cooling particular 
floor areas, and installation details are among other 
points to be studied. 
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SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS AND DISTRIBUTORS 





MFG. & SUPPLY CO. 
COLUMBUS, OHIO 
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NEW CATALOG H 


® DESIGNED TO SAVE YOUR TIME @ FULL LINE 


More than just a catalog, this is a work- Check the great number of sizes and 
ing manual that puts all the informa- styles in this catalog. You can count 





tion you need at your finger tips. Photos, the extra bushings and soldering time 
drawings, roughing-in dimensions — you'll save by using NIBCO fittings 
everything you need to efficiently order all the way. 

and install Copper Tube Fittings. 





@® NEW PRODUCTS NEW RESEARCH AND ENGINEERING 


. IN OPERATION 
All the new patterns and sizes are shown. CaSO aw 


Like its companion catalog, NVC-1 on Here, in the center of NIBCO operations, 
the aim is always to develop products that 
will save your time, feduce your costs and 


give your customers better jobs, 


valves, it shows NIBCO’s new and bet- 
ter products designed for you. 











DIANA 


Get Your Free Copy of Time-Saving Catalog H 


§ NORTHERN INDIANA BRASS COMPANY, 204 Plum St., Elkhart, Ind. 


Semi me my copy of new Catalog TH which «hows the full line of NIBCO) Fittings 
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TIE IN WITH $1,000,000 WORTH OF PUBLICITY 
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Mrs. America of 1954 tells your customers 


SAVES70° 


n my special 
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OFFER A COMPLETE 1 829908 
AMERICAN kitcHen Gf GQULY Q 


HERE’S A BIG ONE! Backed by all the 
prestige, publicity and excitement of one 
of the biggest events of the year, the Mrs. 
America Contest of 1954. Tie-in with a 
million dollars worth of publicity in 
movies, radio, TV, magazines and news- 
yapers ... offer the official Mrs. America 
itchen—a complete 8-foot kitchen for 
the rock-bottom price of only $299.95! 
What an offer! What a traffic builder 
for you! Now everyone of your customers 
can afford a big, modern American Kitchen 
...and you can offer them this bargain for 


Box Seat 


All-Expense Trip to 
Indianapolis 500-Mile Race 














@ 
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less than the cost of a deluxe refrigerator! 
Watch those sales jump! 


HERE'S WHAT YOU CAN OFFER! 
@ Big 54” double drainboard, double bow! sink. 


@ Deluxe aerator faucet, push-button spray. 

@ Two 21” base cabinets, tops in colorful lifetime 
vinyl. 

@ Two 21” wall cabinets. No dirt-catching handles. 

@ Two what-not shelves—to round out the kitchen. 


Contact your distributor today 
for full details and entry form 
for American Kitchens fabulous 


"Race for Riches’’ Contest 


February, 


AMERICAN KITCHENS DIVISION 


ir?) 


CONNERSVILLE, INDIA? \ 
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/ aa from . J&L’s close quality control 
Je \ ett l practices—all the way from the 
és ' iy ore mines, through the blast furnaces, 
rolling mills, and finishing-mills 
assure the superiority of J&L Steel Pipe. 
In plumbing and heating applications, 
J&L steel pipe contributes to good workmanship and ensures 
a long-lasting trouble-free installation. 
J&L distributors are located in all principal industrial 
communities. Just call the one near you and you'll benefit from: 
1. Quick service. 
2. Complete stocks near at hand. 
Ne ans sales tf 3. The right pipe for every job. om 
4. Technical service by steel pipe specialists. 


1/8” TO 4” 


STEEL CORPORATION — Pittsburgh 


OVER 400 LEADING DISTRIBUTORS CARRY J&L STEEL PIPE L&T 
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Water System 

A new jet water system for shal- 
low wells has been introduced by 
Dayton, The packaged unit has a 
13-gal. heavy duty galvanized hori- 
zontal tank and a 14 hp motor. A 
bronze impeller, brass venturi, ro- 
tary seal are standard equipment. 





Both horizontal and- vertical tank 
units in 4% and % hp sizes are avail- 
able with up to 82-gal. capacities. 

Manufacturer: Dayton Pump & 
Mfg. Co., 500 N. Webster St., Day- 
ton 1, Ohio. 


Horizontal Furnace 

A new gas-fired horizontal fur- 
nace introduced by Coleman can 
be used in crawl spaces, attics or 
can be suspended, Interchangeable 
parts make the flue outlet and con- 
trols accessible from either side, 
to provide a right or left-hand unit. 
The combustion chamber is a series 
of airfoil-shaped tubes above a cast 





iron slotted port burner. Models 
available include 85,000, 100,000 and 
140,000 Btu sizes. 

Manufacturer: The Coleman Co., 
Inc., St. Francis & Second Sts., 
Wichita 1, Kan. 


Heating System Manifold 
A new manifold for use in radi- 
ant hot water heating systems has 





been introduced by Thrush. The 
unit is designed to reduce the num- 
ber of fittings needed and to sim- 
plify installation. The manifold has 
four branches and is made of red 
brass. Two and three-branch mani- 
folds also are available. The mani- 
fold can be used with available 
balancing valves that feature a slot 
in both ends of the valve member 
to accommodate a screw driver or 
coin. Valves are available for flared 
coil fittings or threaded joints. 

Manufacturer: H. A. Thrush & 
Co., Peru, Ind. 


Expansion Compensator 

A new expansion compensator 
for baseboard and finned convector 
hot water and steam heating sys- 
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tems has been announced by Flex- 
onics. The unit has a phosphor 
bronze bellows that is protected by 
a floating brass shroud. The shroud 
also helps guide expansion and 
contraction strokes of the bellows. 
The compensator can be used in 





lines carrying pressures from 40 to 
60 psi and temperatures to 250F. 
Fittings are copper tube male ends 
and are sweat soldered into place. 
Diameters of %, 1, 1% and 2 in. 
are available. One compensator 
will absorb expansion for 30 ft of 
copper tube or 50 ft of steel pipe. 
Manufacturer: Flexonics Corp., 
1324 S. Third Ave., Maywood, III. 


Built-in Lavatory 

A new vitreous china flat rim 
lavatory for flush-counter installa- 
tion has been announced by Briggs. 
The unit (the Lowell) has twin 
concealed front overflow, a wide 
anti-splash rim, double soap spaces 





ee, 


and an extra deep bowl for maxi- 
mum water capacity. The 22 by 18 
in. unit has chromium plated brass 
fittings already installed. The lava- 
tory models can be tiled in or in- 
stalled with a special one-piece 
stainless steel molding. White and 
(Please turn to top of page 64) 
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Power Digger Can Be Mounted On A Tractor 


A new power digger designed for 
continuous service under severe 
operating conditions has been an- 
nounced by Sherman. The digger 
can be mounted on a tractor and is 
available for depths of 8 or 10 ft. 
The dipstick is of fabricated box 
construction and the boom is rein- 
forced for added strength. Hoses 
of double wire braid in an arrange- 
ment designed to reduce chafing 
and cramping are standard equip- 
ment. Large bearing surfaces at 
hinge points and the swing frame 
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provide longer life for pins and 
bearings. 

Manufacturer: Sherman Prod- 
ucts, Inc., 3200 W. Fourteen Mile 
Rd., Royal Oak, Mich. 
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COPPER TUBES 
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Architect Walter T. 
Anicka’s “ranch” house is 
ideal for small-lot, built- 
up urban areas. It is one of 
seven plans chosen by the 
1953 American Builder 
Catalog Directory to pro- 
vide builders with typical 
construction problems. 


Easily 


Today, the “one-floor” home is Ameri- 
ca’s most popular design. But no 
matter what design your clients or cus- 
tomers prefer, copper piping has defi- 
nite advantages, Its longer lengths, 
lighter weight and fewer fittings mean 
lower installation costs. Its rustproof 
quality means longer service life. 

The schematic drawing above shows 
the plumbing layout for a ranch-type 
house designed by Walter T. Anicka. 
Hot and cold water lines are Type “L.” 
AnaconpA Copper Tubes. Easily 

















type drainage fittings are used. Where 
code permits a 3-in. stack, it will fit into 
a 4-in. stud partition, saving space and 
construction costs. All other drainage 
lines and back venting are 1% in., 1% 
in. and 2 in. 

Submit your piping bids in copper. 
It’s easier to work with... often costs 
less to install. For highest quality, al- 
ways use ANACONDA Copper Tubes. 
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installed copper adds long life 
to this “typical” ranch house 


joined fittings are solder type. For the 
soil, waste and vent lines, Type “M” 
ANACONDA ey Tubes and solder 


Descriptive booklets on copper tubes 
for plumbing and heating lines are 
yours for the asking. Write: The 
American Brass Company, Waterbury 
20, Conn. In Canada: Anaconda Ameri- 


can Brass Ltd., New Toronto, Ont. 
5314 


ask your plumbing jobber for 


« ® 





copper tubes 
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(Continued from page 62) 

several colors are available. 
Manufacturer: Briggs Mfg. Co., 

3001 Miller Ave., Detroit 11. 


Boiler-Burner 

A new oil-fired boiler-burner 
for forced hot water heating sys- 
tems in small homes has been an- 
nounced by Bethlehem Foundry. 








The packaged unit has controls, 
burner and jacket completely as- 
sembled. The unit has a net Btu 
output of 79,000 and will heat a 
home requiring 400 sq ft of stand- 
ing radiation. The unit also sup- 
plies domestic hot water. The out- 
side jacket diameter of the boiler- 
burner is 24 in. and the height is 
54 in. 

Manufacturer: Bethlehem Foun- 
dry & Machine Co., 225 W. Second 
St., Bethlehem, Pa. 


Highboy Air Conditioner 

A new ductless highboy air con- 
ditioner introduced by Union As- 
bestos for commercial use also pro- 
vides heating. The unit has a cool- 
ing coil of 5 in. copper tubing and 
aluminum fins with tubing ex- 
panded into the fins. Models are 
available in capacities of from two 





to 15 hp, including twin units. 
An optional heating coil section 


adds five in. to the height. 

Manufacturer: Union Asbestos 
and Rubber Co., 332 S. Michigan 
Ave., Chicago 4. 


Sink Hose Aerator 

A new spray aerator for sink 
hoses designed to eliminate splat- 
tering has been introduced by 
Melard. The metal, chrome- 
finished unit has an adapter to fit 
standard hoses and aerates water 
into a soft spray. The unit can be 
used for rinsing dishes and sinks 
and for shampooing. Water flow- 
ing through the unit is mixed with 
air and is discharged through a 
pattern of holes at the bottom. 

Manufacturer: Melard Mfg. 
Corp., 37-25 32nd St., Long Island 
City 1, N. Y. 


Oil or Gas Furnace 

A new oil furnace that can be 
converted to gas operation without 
major alterations has been an- 
nounced by Century. Fresh air is 
drawn over a cast iron secondary 
heating unit. Then the warmed air 





is passed through large filters and 
into a primary heating chamber by 
a blower. The air rises rapidly over 
corrugated saw-tooth heating sur- 


faces. The furnace has a Btu output 
of 110,000 and features fiber glass 
and aluminum foil insulation and 
automatic controls. Dimensions are 
481% by 23 by 57 in. 

Manufacturer: XXth Century 
Heating and Ventilating Co., 96 Ira 
Ave., Akron 1, Ohio. 


Vertical Pump 

A new vertical self-priming 
pump introduced by Marlow ex- 
tends the line of that type of unit 
to 23 models with capacities to 120 
gpm. Nine new models contain the 
Marlow diffuser design to permit 
automatic priming and purging, 
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ge 
even on suction lifts. A self-lubri- 
cating shaft seal minimizes drip to 


reduce maintenance. The new 
models are offered in 14% and 2-in. 
sizes, with open or explosion-proof 
motors of 14 to 1% hp, single or 
triple phase. 

Manufacturer: Marlow Pumps, 
Box 566, Ridgeway, N. J. 


Power Drive 

A new Oster power drive for 
hand pipe tools can be moved and 
operated by one man. The machine 
can use either electric or gas power 
and has a threading range of from 
¥y to 2 in. A reversible motor pow- 

(Please turn to top of page 66) 
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Tank Ball & Guide Features Corrosion Resistance 


A tank ball and guide introduced 
by Ardmore has been designed for 
maximum corrosion resistance. 
Metal parts of the unit are made 
of monel, Spring clips secure the 
unit to the overflow pipe. Flushing 
action is by a chain attached to the 
flushing lever and to the ball. The 
top end of the cylinder guide is 
partially enclosed to prevent the 
tank ball from coming out. The 
unit is installed flush to the base 
of the valve seat and is made so it 
can be attached to overflow pipes 
of varied lengths. 


Manufacturer: Ardmore Prod- 
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copper is preferred for 





laundry 
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droins and vents 








aa 
fuel supply lines 
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Bridgeport Copper and Brass pe quay installation. 


There is nothing better than copper for plumbing, heating; freon 
refrigeration and air conditioning, radiant heating, industrial 
piping; roofing, flashing, leaders and gutters. 

1, Long-range economy—Bridgeport copper tubing, red brass pipe 
and building copper last longer than other materials and are not 
destroyed by rust and weathering. 

2. Installation economy—Bridgeport copper tubing is easy to install. 
Made accurately to size for quick and easy soldering. 

3. Dependable quality—Bridgeport copper water tubing, brass pipe, 
building copper and tubular plumbing goods are made to exacting 
standards. 


BRIDGEPORT BRASS COMPANY 


Bridgeport 2, Conn. ¢ Established 1865 


ae 
“ae Mills at Bridgeport, Conn. and Indianapolis, Ind. 
In Canada: Noranda Copper and Brass Limited, Montreal 





BRIDGEPORT BRASS 























Shopping with D. E. 





(Please turn to top of page 64) 
ers a spindle with speeds of 22 to 36 
rpm. The unit weighs 75 Ibs and is 





18% in. high, 15 in. wide and 114% 

in. long without legs. 
Manufacturer: The Oster Mfg. 

Co., 2067 E. 61st St., Cleveland 3. 


Faucet Seat 

A new replaceable faucet seat 
has been introduced by Snap Prod- 
ucts. The seat is constructed of 
monel metal. The metal seat snaps 
into the old seat. A neoprene 
face disc can be attached to the 
screw hold of the faucet stem if a 
faucet persists in leaking. The 
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swivel action of the washer permits 
turning the faucet stem to a tightly 
closed position. The neoprene 
against metal prevents grinding. 
Washers are made to withstand 
300F and to resist deterioration in 
hot water, steam or oil. 

Manufacturer: Snap Products 
Corp., 3615 S. Jasper Place, Chi- 
cago 9. 


Gas Furnace 

A new gas counterflow furnace 
for homes without basements has 
been introduced by Heil. The unit 





can be installed within one in. of 
combustible walls and on wood 
flooring. The furnace requires two 


sq ft of floor space and has an input 
rating of 100,000 Btu. The steel 
jacket has rounded corners and 
comes in a two-color baked enamel 
finish. The base of the furnace is 
designed to provide air tight con- 
nection and proper clearance be- 
tween plenum and flooring ma- 
terial. An oil model is available. 

Manufacturer: The Heil Co., 3000 
W. Montana St., Milwaukee 1. 


Drinking Fountain 
A new deck-type drinking foun- 
tain for public buildings has been 





introduced by Haws. The unit is 
a 20 by 30-in. receptor with a four- 
in. ledge on the back and sides to 
prevent spilling. A chromium 
plated sink strainer with non-re- 
movable grid and a chromium 
plated trap and tail piece are fea- 
tured. The fountain can be used 
with one, two or three outlets. 
Bubbler, pantry or fill-type faucets 
may be used as desired. 

Manufacturer: Haws Drinking 
Faucet Co., Fourth and Page Sts., 
Berkeley 10, Calif. 


Waste Trap 

A new waste trap has been de- 
signed by Dressel to resist clogging 
due to capillary attraction. The bul- 
bous trap (Vor-Tex) is constructed 
so waste passing through assumes 


a circular motion. Cord, lint and 
other solid waste is whirled to the 





center of the bulb and discharged 
into the sewer outlet. The whirling 
motion is designed to make the unit 
self cleaning. The cast brass trap is 
available with a chrome finish or 
rough or polished brass. 

Manufacturer: The Dressel Mfg. 
Co., Albany Ave. and Broadway, 
Kingston, N. Y. 


Oil Burner Rate Dial 

A new Wayne meter for low- 
pressure oil burners permits set- 
tings for desired firing rates. The 
unit has a calibrated dial for set- 
ting the oil and air capacity. Set- 





ting range is 0.4 to 1.5 gph. The 
meter can be set while the burner 
is in operation. Secondary air ad- 
justment can be done with a 
screwdriver. The dial is equipped 
(Please turn to top of page 135) 





Decatur Submersible Sump Pump Is Automatic 


Decatur has introduced a new 
submersible sump pump designed 
for automatic operation. The close 
coupled construction minimizes 
bearing and shaft alignment prob- 
lems. Motor and switch are sealed 
in a stainless steel housing and the 
pump is all bronze. The unit can 
be used to drain cellars, pits, 
trenches, cisterns and other water 
seepage areas. The unit needs no 
float adjustment. 

Manufacturer: Decatur Pump 
Co., 2750 Nelson Park Rd., Decatur 
70, Ill. 
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HAMMON 
VALVES 


Every Plumbing and Heating Contractor 
knows that it takes good materials 
as well as skilled workmanship to 


deliver a good job. 


Contractors who pride themselves on 
good workmanship have come to rely 
on Hammond Valves as a quality product 
for quality work and the symbol of 


a job well done. 


HAMMOND BRASS WORKS 


HAMMOND, INDIANA 


ORIGINATORS OF INDIVIDUAL 


VALVE 
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WEW! 
CKUTTLE 
DIFIER 


FOR USE WITH STEAM, HOT WATER, OR VAPOR HEAT 
Gas fired— installed independently of the boiler. Controlled 

































by rise and fall of stack temperature. Burner long tested — 


protected by safety pilot and high temperature cut-off. 


Leak proof blown glass float. Nickel and chrome plated 
brass valve parts. Water chambers double coated with acid 


and alkali resisting porcelain enamel. 





Write for booklet on 
this and the others of 
the Skuttle complete 
line of humidifiers. 










SKUTTLE MANUFACTURING CO. 
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PRODUCT NEWS from AmERICAN-otandard 








A review of products in the news and important sales points worth remembering 


American-Stardard 








AMERICAN-STANDARD 
POST-FORMED COUNTER TOPS 











New American-Standard counter tops are a 
practical and glamorous feature for the modern 
kitchen. From integral back splash to no-drip 
water bead edge these counter tops form a con- 
tinuous, unbroken surface that has no joints or 
crevices. They’re made of Micarta, the plastic 
material which retains its beauty even after years 
of daily use, bonded to a sturdy plywood core. 
The non-directional scatterline design of the 
tops eliminates any pattern conflict in turning 
corners or in adding new tops at a later date. 
Available in Gray, Dark Green, Lime, Yellow, 
Red. Special new union strips, joint moulding 
strips and end caps are available as top quality 
finishing accessories. 





NEW GRAY 
BATHROOM FIXTURES 











Beautiful bathroom fixtures by American- 
Standard now are available in another distinc- 
tive color—Platinum Gray. Harmonizing per- 
fectly with virtually any decorative scheme, 
Platinum Gray is one color almost everyone can 
agree on. The addition of this new color gives 
you another sales-winning feature to add to the 
many other customer-pleasing advantages of 
popular American-Standard fixtures. For your 
customers who prefer to select from other colors, 
American-Standard offers six other popular 
colors and white. All colors are true and perma- 
nent. They will not dull or fade. 


Ask Your Wholesale Distributor 
for Complete Details 


The above products are just two of the many 
recent additions to the American-Standard 
line. Your distributor will be glad to give you 
up-to-the-minute information. Remember, 
American-Standard offers everything you'll 
need to sell today’s growing modernization 
market—top quality products, sound merchan- 
dising ideas, extensive advertising. 


American Radiator & Standard Sanitary Corporation, P. O. Box 1226, Pittsburgh 30, Pa. 
Serving home and industry: AWERICAN-STANDARD © AMERICAN BLOWER © CHURCH SEATS & WALL TILE © DETROIT CONTROLS » KEWANEE BOILERS + ROSS EXCHANGERS » SUNBEAM AIR CONDITIONERS 
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BRONZE CASTINGS ARE USED TO CONTROL 
FLOW PROBLEMS IN INDUSTRY... . 
Bronze and nickel silver valves meet the requirements 
of many industrial flow control problems. First, be- 
cause of the satisfactory engineering properties: pres- 
sure tightness, strength, ductility, and resistance to 
corrosion and erosion. Second, because of low foundry 
costs and excellent machinability. And third, because 


of their dependable service and long life. 
Cast bronze meets the requirements of industry and 


consumer. 
FREE .. . Write for your copy of the 8-page Lavingot Technical Journal “ 9, No. 4 — 
containing an article discussing “Gates G Risers for Manganese Bronze. 


e Refiners of Brass, Bronze and Aluminum 
Producers of Zinc Base Die Casting Alloys 
e CHICAGO 23, ILLINOIS 


3426 S. KEDZIE AVENUE 
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Fully Automatic Reseating Temperature 
and Pressure Relief Valves at Low Cost 






A. W. Cash Valve Manufacturing Company is first 
to recognize that complete safety and protection for 

water heaters need not be expensive . . . and first to | 
offer a LOW-COST automatic reseating temperature 
and pressure relief valve. New ECONO-THERM 
costs only pennies more than many with fusible plugs. 


Learn more about this truly amazing new relief valve 





A.W. Cash Valve Manufacturing Co. 


6661 EAST WABASH AVENUE DECATUR, ILLINOIS 
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Wow! There’s no hot water! 


Call the plumber! 


Every time a water heater goes ‘‘out of 
whack,’’ who’s the man the householder 
calls? You—the plumber! 


Then you have two choices. You can 
patch up the old one—which even then 
may not last for any length of time. Or— 
you can be a merchant plumber. 


You can suggest that your customer be 
modern electrically and let you install a 
new Electric Water Heater of adequate 
size—one that will have enough hot 
water in reserve for a good shower even 
after Mrs. Customer has done the wash- 
ing, or the children have had their baths. 


You can explain the cleanness, the econ- 
omy, the long life of the Electric Water 


Heater, and its completely automatic 
operation. You can make the installation 
anywhere that’s most convenient, inde- 
pendent of any flue or vent. You can 
give your customer a choice of Electric 
Water Heater types—upright or table- 
top. 


You can make yourself a tidy profit— 
and a happy customer. The new Electric 
Water Heater will forestall the costly 
call-backs which sometimes follow re- 
pairs—but your customers will call you 
back with pleasure when they need other 
appliances or services. So, you see, when 
you sell the Electric Water Heater, 
everybody benefits—not only immediately, 
but in the future as well. 


Sell and install 
ELECTRIC 


WATER 
HEATERS 






... They're what people want! 


Be modern... 


Februa: 


ELECTRIC WATER HEATER SECTION 
National Electrical Manufacturers Association, 155 East 44th Street, New York 17, N.Y. 


live Electrically! 





ALLCRAFT + BAUER « C-E HEATMASTER « CRANE-LINE SELECTRIC « CROSLEY » DEEPFREEZE « FAIRBANKS-MORSE « FRIGIDAIRE ¢ GENERAL ELECTRIC ¢ HOTPOINT « HOTSTREAM 
JOHN WOOD « KELVINATOR « LAWSON + MERTLAND « MONARCH « NORGE « PEMCO « REX « RHEEM + SEPCO « A.O.SMITH + THERMOGRAY « WESIX « WESTINGHOUSE 
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When you're figuring sumP pump 
_consider the advantages 


sales...and profits.. 
Penberthy. 


you get when you stock 


{ Accepted as the best-known brand in the 


business (for almost 70 years). 
pon 


2 A reputation for quality based u 


performance. 


3 A full range of sizes and m 
sump depths. 


| 4 Correct experienced designs. 


odels for all 
5 Quality rustproof coppe and bronze 


construction. 
h fewer short runs. 


6 Adequate capacity wit 
7 *=Instant, dependable, automatic operation. 


8 Easy, economical installation. 


9 No expensive servicing. 


10 Carried in stock by nearby jobbers. 


Se eae 


PLUS—m i i 
echanical and electrical features second to none 


All of which adds u : 
p to a mice profitable busi f 
Want to know more? Merely write us for ae oe 


Established 1886 


PE 
NBERTHY INJECTOR COMPANY 
ivision of the Buffalo-Eclipse Corporation 


1247 Holden Avenue, Detroit 2, Michigan 
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B & G MONOFLO FITTINGS 
ASSURE CORRECT AND EFFICIENT 
CIRCULATION IN ONE-PIPE 
FORCED HOT WATER SYSTEMS 


The B & G Monoflo Fitting is not just a 

“scoop” or “choke”! It is an engineered 
device—designed to handle definite radi- 
ator sizes, maintain proper temperature 
drops and permit use of economical riser 
sizes. 

This Fitting induces flow into the heat- 
ing units without penalizing the pump 
with excessive resistance. It assures the 
correct distribution of warm water, either 
above or below the main. 


STANDARD TEE 


ONLY ONE MONOFLO FITTING 
NEEDED IN MOST CASES 


Under average conditions, a single 
Monoflo Fitting per heating unit pro- 
vides ample diversion capacity. Special 
down-feed Fittings are not required— 
simply revolving the Fitting changes it 
from up-feed to down-feed. 


INDICATOR 
aad - 


pik ee 


ee 


te TEST PUPE 
<—<— MONOFLO 
FITTING 


TEST PIPE 


PRECISION TAPPED AND TESTED 


B & G Monoflo Fittings are made by 
machines especially designed for the pur- 
pose, which tap the threads with extreme 

recision. Fittings are tested for accuracy 
in the sensitive gauge illustrated above. 
Hence installation is always easy, with 
no “cranking” of pipes. 
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MONOFLO 


AOR ERR RR AED. 


In the pottery plant drying room illustrated above, a B & G Monoflo 
Forced Hot Water System is overcoming many former operating 
difficulties. 

The previous method of drying the pottery was a rather compli- 
cated system of ducts carrying heat under the racks. The process was 
difficult to control, expensive to operate and caused a large number 
of rejects. 

In the new method, a down-feed Monoflo System supplies heat to 
pipe coils under the pottery. After a year’s operation, the manage- 
ment reports that the system is doing everything expected of it and 
more. The number of rejects has been drastically reduced, operating 
cost is lower and the process control greatly improved. 

The simplicity of Monoflo piping and the desirable control quali- 
ties of the system are amply demonstrated in this novel installation. 


Send for complete story of B&G Monoflo Fittings 


Contains simplified design iristructions for Monoflo Forced Hot 
Water Heating Systems in smaller installations. 


q- BELL & GosseETT 


WO Oo M P A N 


“eden DH-1, Morton Grove, ti. 


Canadian Licensee: S. A. Armstrong, Lid., 1400 O'Connor Drive, Toronto, Canada 
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The soundness of Kritzer engineering is evidenced in the thousands of trouble-free 
baseboard installations in homes, apartments, hotels, hospitals, schools, stores, 
offices, and factories throughout the country. 

Architects and engineers have found the simple lines of the five baseboard cover 
designs offer applications for out-of-the-way heating to match any decor. The sim- 
plicity of Kritzer construction also offers heating flexibility for any type of building 
layout, and the exclusive Kritzer Certified Ratings make specifications easy. 

Heating Contractors have found they save time with the quick installation of Kritzer 
Baseboard units. The patented damper and control and the self-alignjng coil suspen- 
sion features alone greatly simplify and reduce installation time. Baseboard units 
come to the job neatly packaged with complete instructions inside. 

Your customers will be pleased with the clean, uniform heating at minimum cost. 
For more detailed information write to Kritzer Radiant Coils, Inc. Build your reputa- 
tion with Kritzer radiation. 


“IF IT’S KRITZER, IT’S RIGHT, SIR!”’ 


SEE YOUR JOBBER FOR KRITZER PRODUCTS 






2901 LAWRENCE AVE: CHICAGO 25 


Kritzer Baseboard Heating ¢ Kritzer Fin-Pipe Heating * Kritzer Radiant Panel Heating 
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eee Contractors choose 
Transite® Gas Vent Pipe 


More CONTRACTORS than 
ever before are making Transite 
Gas Vent Pipe the Number One 
selection for venting domestic gas- 
burning appliances. 


Saves Time and Money... This 
popular asbestos cement product is 
light in weight, permits simplified 
handling, speeds installation. Tough 
and strong, it will not deform. It 
cannot rust. 


Widely Approved .. . Included in 


the codes of hundreds of cities from 
coast to coast, J-M Transite Gas Vent 
Pipe is the only pipe that has been 
continuously listed by the Under- 
writers’ Laboratories since 1932 for 
use as a vent pipe for domestic gas- 
burning appliances. 


For further information, write to 
Johns-Manville, Box 60, New York 
16, N. Y. In Canada, 199 “ThA 


Bay Street, Toronto 1, JM 


Ontario. 
PRODUCTS 


Johns-Manville 
TRANSITE GAS VENT PIPE 











Transite Type B8-W Gas Vent 


Developed by Johns-Manville for 
the improved venting of recessed 
gas appliances, Transite Type 
B-W Gas Vent is an asbestos ce- 
ment product, aluminum-jack- 
eted and specially designed for 
simplified installation..Com- 
bines all of the advantages of 
Transite Type B Gas Vent Pipe. 
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“Another BIG PLUS for 
READING COPPER TUBE... 


¢ Complete 
Protection! 


e Easier to 


alelate (ey: 


Reading copper tube 
- produced in America’s most 
modern copper tube mill . . . now 
comes packed in the industry's most 
modern container. Individual pack- 
age is ready for job or re-shipping 
. +. no half-filled master cartons to 
hamper inventory. Readi - Pak* 
stacks or hangs compactly. Con- 
tents clearly labeled on sides and 
edges. Makes a colorful point-of- 
sale display, too! 


READING TUBE CORPORATION 


Producers of Reading Lektroneal Copper Tube and Reading 85% Grade A Red Brass Pipe 


‘ DISTRIBUTION DEPOTS: 
EADIN C EXECUTIVE & SALES OFFICES: sidasigti. as: olodian 1% 


SS COPPER Empire State Building, New York 1, N. Y. ®Chicage, Ill. 724 W. 50th St. 


TUBE «1500 ® Houston, Texas, 1121 Rothwell St. 
OXford 5 ® Atlanta, Ga., 690 Murphy Ave., S. W. 


Sold Exclusively Through Plumbi ; : 
& Heating Supply Wholesalers WORKS: Reading, Pa. Unit 5, Bidg. B. 
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“CW” STEEL PIPE | meets the exacting needs for 
Alahama’s giant state coliseum 


T 


ee less inte 
permits 
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Owner: Alabama Agricultural Center Board, Montgomery, 
Alabama, 
Architect: Sherlock, Smith and Adams, Montgomery, Ala. 
General Contractors: J, A. Jones Construction Co., Atlanta, 
Georgia. 
Butler and Cobbs, Montgomery, Ala. 
Plumbing and Piping Contractor: J. M, Main, Montgomery, 
Alabama. 
Spang Distributor; Cowan Supply Co., Montgomery, Ala. 








Curving from the ground like the back of a huge turtle, the 
Alabama State Coliseum is the largest enclosed arena in the 
world. In order to build this enormous structure, which seats 
15,000 and actually “grows” as much as two inches on a warm 
day, materials had to be selected which would meet the archi- 
tect’s and contractor’s exacting requirements. 

Spang CW Steel Pipe was chosen for this unusual project to 
insure a high-quality, reliable installation. The coliseum, which 
requires 9,800,000 Btu to heat when it’s empty yet needs a 
cooling system in operation when it’s crowded, uses Spang Pipe 
throughout for its gas lines, water lines and fire mains. 

Architects and contractors who demand highest quality 
products always know they can specify Spang CW Steel Pipe 
with confidence. That’s because the manufacture of Spang CW 
Steel Pipe is quality-controlled. Every phase of Spang CW Pipe 


manufacturing is subject to strict inspection, with close tem- SPANG-CHALFANT 


perature limits rigidly adhered to, and only top-grade steel eh DIVISION OF THE NATIONAL SUPPLY COMPANY 
going into the product. “ General Sales Office: Two Gateway Center, 
W : : : : . Pittsburgh, Pennsylvania. District Sales Offices 
hen you specify pipe, specify quality . . . specify Spang Atlanta, Boston, Detroit, Houston, Los Angeles 
CW Steel Pipe New York, Philadelphia, Pittsburgh, St. Loult 














permits full access to the more efficient pipe benders. 





have three faces for triple life. 


the other. 





1, Montgomery, 


tgomery, Ala. 
on Co., Atlanta, 


ntgomery, Ala. 
, Montgomery, 


tgomery, Ala. 


Pa MOUNTS SOLIDLY ON THE BENCH. Because 
he handle is up and out of the way, the Reed chain 
vise is mounted 50% closer to the edge and has a 
full 6” or more of bearing on the edge of the bench. 
The work is held more solidly and there's less strain 
on the bench and the operator. 


@ FULL EFFICIENCY ON ALL PIPE SIZES is 
assured by an exclusive roller pulley which provides 
maximum chain contact on all pipe sizes within each 
vise range. The pipe is held solidly with no marring 
or distortion. shh 


> THE LOW PROFILE of this improved design creates 
less interference with the work area of the bench and 


HARDENED, REPLACEABLE VISE JAWS 


THE CHAIN DROPS INTO POSITION and locks auto- 


| natically, even on the larger pipe sizes. You never need 


to hold the chain with one hand while you tighten with 


te Getter = 


This completely new and modern 
vise presents performance advantages never before 
_ incorporated in a chain vise design. 













Easy-to-use handle 
ends fumbling and 
skinned knuckles 





G 


‘ 
2 







CAPACITIES 
Yea" to 9" 
YQ" to 4’ 
YQ" to 5” 
Yo! to 6’ 
Yq" to 8" 


@ THE VISE HANDLE is positioned so that i 
swings above bench level for tightening. It’: 
easier, faster and more convenient to use anc 
it does away with the fumbling and skinnec 
knuckles unavoidable with old-style, under-the- 
table handles. 


Ina. Vise .or.a Pipe Tool, If it's a REED . . . it's RIGHT/ 
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New Chevrolet Trucks for ’54 


Loaded with brand-new advantages you need and want! 


You'll get more work done in less time and at 
lower cost with new ’54 Chevrolet trucks on the 
Thgy bring you more new features . . . more 

ig new advantages than any other truck on the 


road. 

For example, you get new engine power in all 
models. The advanced “Thriftmaster 235” engine 
combines bigger displacement and higher com- 
pression with other new features to give you 
greater power and finer performance. The rugged 
“Loadmaster 235” engine offers increased strength 


and unloading. New truck Hydra-Matic trans- 
mission* lets you drive all day without shifting. 
It’s offered not only on 4%- and %4-ton Chevrolet 
trucks, but on 1-ton models, too. New Comfort- 
master cab with one-piece curved windshield and 
amazing new Ride Control Seat* offers the last 
word in comfort, convenience and safety. 

Plan now to see your Chevrolet dealer and get 
all the facts about the new Chevrolet trucks for 
*54. ... Chevrolet Division of General Motors, 
Detroit 2, Michigan. 


and stamina for heavier trucking operations. The 
all-new “Jobmaster 261” engine*® brings you extra 
reserves of high-compression power for hauling 
big loads on schedule. 

In addition, you enjoy new and even greater 
operating economy. All three 1954 Chevrolet 
truck engines bring you the full benefit of thrifty 
high-compression power. 

And there are many, many more new things 
you'll like about these great new Chevrolet trucks. 
New, roomier pickup and stake bodies let you 
haul more ... save you time and extra ney And 

they’re set lower to the ground for easier loading 


(ATS 


eek ee 








di 








THREE GREAT ENGINES—The new “Jobmaster 261” engine* for extra heavy hauling. The “Thrift- 
master 235” or “Loadmaster 235” for light-, medium- and heavy-duty hauling. NEW TRUCK 
HYDRA-MATIC TRANSMISSION *—offered on 14-, #4- and 1-ton models. Heavy-Duty SYNCHRO-MESH 
TRANSMISSION—for fast, smooth shifting. DIAPHRAGM SPRING CLUTCH—improved-action engage- 
ment. HYPOID REAR AXLE—for longer life on all models. TORQUE-ACTION BRAKES—on al! wheels 
on light- and medium-duty models. TWIN-ACTION REAR WHEEL BRAKES—on heavy-duty models. 
DUAL-SHOE PARKING BRAKE—greater holding ability on heavy-duty models. NEW RIDE CONTROL SEAT* eliminates back- 
rubbing. NEW, LARGER UNIT-DESIGNED PICKUP AND PLATFORM STAKE BODIES—give increased load space. COMFORTMASTER CAB 
—offers greater comfort, convenience and safety. PANORAMIC WINDSHIELD—for increased driver vision. WIDE-BASE WHEELS —for 
increased tire mileage. BALL-GEAR STEERING—easier, safer handling. ADVANCE-DESIGN STYLING —rugged, handsome appearance. 


*Optional at extra cost. Ride Control Seat is available on all cab models, “ Jobmaster 261” ‘ 
engine on 2-ton models; truck Hydra-Matic transmission on Y2-, ¥4- and 1-ton models, 


MORE CHEVROLET TRUCKS IN USE THAN ANY OTHER MAKE! 


CHEVROLET 
ADVANCE-DESIGN 
TRUCK FEATURES 
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SWINGSPOUT AND 
SPEEDY-WAY BRUSH 


DETERGENT 
cup 








ya «DETERGENT 


a. 


WATER-FLOW 
CONTROL 


SPREAD THIS NEWS AMONG HOMEMAKERS ...“the famous Harcraft 
Swingspout is now available with the new Speedy-Way Deter- 
gent Brush in a distinctive kitchen combination.” 










THE SWINGSPOUT under its triple-thick chrome plating is pre- 
cision-machined to micro-finish smoothness from solid extruded 
brass. 


THE SPEEDY-WAY BRUSH makes doing dishes so simple . . . so effort- 
less . . . so economical. The slightest pressure on the handle di- 
verts a flow of water into the detergent brush. Then depress 
the thumb button to inject liquid detergent... speed away the 
dirt... spray rinse... relax the pressure to divert the water 
back through the swingspout...and that’s all there is to it! 





BRASS 











DIVISION OF HARVEY MACHINE CO., INC., TORRANCE, CALIFORNIA 
REPRESENTATIVES IN ALL PRINCIPAL TRADING AREAS 


An independent facility producing special extrusions, pressure forgings, bar stock, forging stock, tubing, and related mill products. 


83 


Sa 











84 DOMESTIC ENGINEERING February, 1954 | peiey 





Glad lm leamed-Up with Reoublie/ 








What a Campaign! 
What a Schedule! 


What a Sales-scoring 
Tie-in Package! 


Look at the challenge in the advertising of this new, big 
name in kitchens! No wispy, ‘dream kitchen” prose here. 
This is the kind of advertising you, yourself, would do. 
It’s out to sell kitchens! Promises value-seeking home- 
owners what they’re demanding: most for their money! 
Sends them into your store with “Give me the lowdown 
on the showdown” in their eyes. And with Republic Steel 
Kitchens you can do it! The hardworking tie-in package, 
a vital part of Republic’s advertising, gives you every 
modern merchandising help you need for profitable 
kitchen sales. If your Republic Steel Kitchens distributor | 
hasn’t called on you, use the coupon today. 








REPUBLIC STEEL KITCHENS 
Sales Department, 1018 Belden Avenue, 
Canton 5, Ohic 

Give me the facts on The Challenge Line. 

















-____ Republic 


WORLD’S LA ST STEEL PRODUCER Mi 


f--—--—------------ 
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WATCH FOR THIS FEBRUARY FULL-COLOR KICK-OFF AD 
: IN AMERICAN HOME, WOMAN'S HOME COMPANION 
LIVING FOR YOUNG HOMEMAKERS MAGAZINES 
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ETS OF 
cabin STEE, FOr LASTING aprer™ 


Visit our permanent display in Chicago 
Merchandise Mart—Space 11-116, 11-117 


Steel hitchens! 


MANUFACTURING STEEL KITCHENS 
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TODAY'S HOTTEST VALUE! 
n SALES BOOSTER . . . RIDE IT! 


GENUINE 66° TWIN-BOWL 
1? Youn Moun Ke ichens 


CABINET SINK 


3 919495 


REGULAR °189°> 


*Slightly higher in the West and Soutt 





VES 




















Complete with faucet and 
crumb-cup strainers 


A big sink! Abig value! A big seller! 


The “66” is boosting sink sales all over the U.S. A. 


Priced to save the customer dollars, it has 


WHAT A VALUE! 


Top of one-piece, acid-resisting porcelain- 
enameled steel. Two big, no-splash bowls speed 


kitchen work. Two spacious drainboards—swing- 
ing mixing-faucet—two drawers—roomy storage 


everything needed to turn the housewife’s latent 
compartments. Many other features. 


desire for a new sink into a “must? 





Famous Youngstown Kitchens Cabinet Sinks . . . 
a model for every customer! 
=) —=5 





DELUXE SPECIAL 66” 
CABINET SINK 
A $219%* VALUE TO RETAIL FOR 





42° width: standard with drawer; 48” width: two bowls (one 11” 
twin-bowl!; single-bowl with deep), sliding-removable drain- 
Grainboard. board. 3 





54° width: DeLuxe; standard. 


66” width: DeLuxe twin; stand- 
ard twin. 





plus 


1. DeLuxe faucet. 
2. Rinse spray. 

3. Soap-box rack. 
4. Rubber-covered 
drainbasket. 

5. Linoleum-lined 

cutlery drawer. 


Get EXTRA sales... 


Youngstown Kitchens Food Waste Disposer 
it's 3 ways best: 
Takes continuous feed. 
Has double-action shredding, with 


Self-cleaning action. 





MULLINS MANUFACTURING CORPORATION + WARREN, OHIO 
Werld’s Larges! Makers of Stee! Kitchens 
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CASH IN ON THE 


LINE 


®) 
FLEXIBLE PLASTIC PIPE 














~¥ unbeatable and 
¥Y unequalled an 


these are the basic factors that make CRESLINE your logical line 
to more plastic pipe business! Starting with 100% VIRGIN 
MATERIAL — and through every step of production — 
CRESLINE-NT quality is rigidly and continuously 
controlled. Each coil of CRBSLINE pipe is 
pressure-tested, to assure you of problem-free 
sales. Each order is SHIPPED WITHIN 

24 HOURS, to give you a still greater 
advantage over all competition. 

You'll find CRESLINE easier 
to sell than to sell 

against . . . this year, 

and every year! 





Measured and marked 


every 12 inches, crestine can be in- 
stantly identified in stock, quickly meas- 
ured and cut — is easier to handle and 
sell! 







Strategically located warehouses, 
plus 24-hour shipping service, enable 
you to guarantee fastest delivery — days 
ahead of most competition! 





a Competitively priced, crestine pipe 
can be sold profitably to every market — 
and its consistently high quality builds 
repeat business! 


im Aggressively advertised, 
month-in and month-out, in leading trade 
publications — big, hard-hitting CRES- 
LINE ads command nationwide attention! 






A comp > 
includine ial qrings ™ 


also § 5 
couplings: 7 






ia Extensive sales support, 

including a new and unusual CRESLINE 

pipe “Display-Disp ** — @ dynamic 

and exclusive Mobile Display — a sales- 
powered Monthly Newsletter — direct 
mail, agent-factory contacts, advanta- 
geous warehousing — everything it takes 
to make your selling job easier, more 
productive! 





CRESLINE 1S MADE TO SPECIFICATIONS OF 
THE THERMOPLASTIC PIPE DIVISION OF 
THE SOCIETY OF THE PLASTICS INDUSTRY 
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NOW ! HE 
VENTING MADE EASIEF:| 


| 
with NEw | 


WV METALBESTOS| 


aa NEW EASY-TO-INSTALL GAS VENT PIPE 
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@ Listed by Underwriters’ Laboratories as both a Type B 
and Type BW gas vent pipe. 


Sturdy, durable, safer galvanized steel outer pipe . 
gives maximum protection to fast-heating, corrosion- 
resistant inner pipe. 


Specially designed for ‘‘in-the-wall’ venting. 


New Fastloc double-lock, double-safe coupling gives 
visible proof of safe, permanent connection — you can 
see it lock into place. 


@ Reinforced ends protect against damage in handling. 
@ Easy-to-connect pipe sections — no forcing. vi 


@ Can be unlocked easily during installation if necessary — 
may be cut easily to desired length. 





Convenient, complete BW Installation Kit with new 
WV Metalbestos permits officially correct venting of 
recessed gas heaters. 





Complete line of fittings. 





ANOTHER FIRST BY METALBESTOS 


— leader in gas venting. 


For illustrated price sheet and your copy of “How to 
Install Type BW Gas Vents,” write today to Dept. C-1508 








Sag, METALBESTOS ono 


LLIAM WALLACE C 


LLL 
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uere’s Visible Baseboard Value foran y home 
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All parts mount on 

one piece top 
and back. Easy 
installation 















Fins imbedded in 
copper water tube or 
Steel pressure tube 
Rugged construction 








Continuous inlet and 
outlet slots assure 
more heat output. 


New Efficiency. 









Complete 
[=B=R 


ratings. 







Rod hanger suspends 

radiation element di- 

rectly from backing... 
Allows expansion 


VULCAN’S FW TRIMLINE Radi-Vector' 


For Enduring Beauty... Lifetime Comfort | 


Vulcan TRIMLINE radiation is ideal for ANY HOME... modern or traditional. 
Made right to fit right, TRIMLINE is flexible in application for virtually any 





type of floor plan. : 

TRIMLINE combines the two most popular types of heat... Radiant Heat for 
floor level comfort... Convection Heat for even distribution of warm air 
throughout the "comfort zone”. Floor to ceiling difference is only 3 degrees. 
LOW COST installation assured because TRIMLINE requires fewer joints, less 
fittings and accessories. Dampers may be installed anywhere, any time... 
Atypical TRIMLINEin- = on the job. Baseboard enclosure can be ordered to length with necessary | 





stallation ... gvaran- ‘ ete : ca 
teed economy, beauty, end enclosures, corner pieces, and joining pieces, for easy fitting to exact 

“ote fiee 9 ps ecgncl aka dimensions. Accessories can be made with any desired angle to fit bay 

less cost than ordinary ; : ; ; fs 

baseboard. window installations. In the “long run” Vulcan costs LESS! : 


Cover snaps on 
bracket. Easily 
removed for cleaning. 


Representatives in Principal Cities. Over 28 years a leader in fin-tube radiation. 


TRIMLING 





OVULCAN = 
TRIMLINE . 
Catalog . 


The VULCAN RADIATOR CO. “” 


* Trade-mark Reg. 26 Francis Avenue, Hartford, Connecticut 
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_Streamline_ 


all-copper plumbing 
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w EXPANDED HOMES 
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Today, in addition to the high level of activity in new 
home construction, more and more people are re- 
modeling or expanding their present homes. Into these 
updated homes will go extra bathrooms, larger 
kitchens, new laundry facilities and recreation rooms. 
On every one of these jobs, it will pay you to install 
Streamline all-copper supply and drainage plumbing 
in the new additions and recommend it to replace old, 
outmoded plumbing throughout the house. 

Streamline copper tube and fittings are lighter and 
easier to handle. Copper is easier to cut and the uni- 
form depths of the solder cups makes it easy to 
figure the exact lengths of tubing you need. Copper 
tubing can be bent around obstacles to reduce the 
number of joints needed and the joints don’t have to 
be caulked. You will be able to handle more jobs 
because you can do each job in less time. 

Streamline solder type fittings make smooth, clean 
joints that are free from obstructions and clog re- 
sistant. Streamline copper tube and fittings are made 





with care and accuracy to provide a tightly joined, 
leakproof system. And they have a highly polished 
finish that makes a neat, attractive installation home 
owners will be sure to appreciate. 

Streamline copper plumbing won't rust, and the 
joints can’t be loosened by vibration. When you in- 
stall a complete Streamline system, you can be sure 
you are installing a permanently reliable, leakproof 
system that will last more than a lifetime. 

Home owners today are copper conscious. They like 
the clean appearance of copper plumbing. They like 
the way it lasts under difficult service conditions. And 
your cost-minded customers can easily be shown that 
the savings in installation time plus the extra years 
of service a Streamline system gives, will actually save 
them money in the long run. You'll be giving them 
real satisfaction and creating more jobs for yourself 
when you install a complete Streamline all-copper 
plumbing system. Write today for our latest catalog 
of Streamline Products. 


rirs MUELLER BRASS CO. port HurON 4, MICHIGAN 
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Enamtloc Seon Sink 
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WILSHIRE sink with cabinet. 
Sizes 60 x 25", 72x25". 








Specific advantages important to the housewife are 
offered by these Kohler enameled iron sinks. 

Maximum convenience is afforded by the twin drain- 
boards which provide sanitary, self-draining work sur- 
faces. The fixtures are in one-piece, without joints. 

Durability is assured by a strong, rigid base of iron, 





ed, 












ok which safeguards the Kohler enamel from strain. This | 
ne superior enamel is acid-resisting clear through, has a | 

sparkling, smiling hue and finish, easy to clean and clean 
he looking, no orange peel texture. 
“4 Other advantages of Kohler sinks include a full-length 
os ledge; Duostrainers that make the deep basins water- } 
of ge; Duostrainers that make the deep basins water 

retaining, collect solid waste and drain freely; a high- } 
ke arched spout which simplifies filling bottles and vases; 
+ and a lever control sprayer for rinsing. 
wn Kohler chromium-plated fittings match the sinks in 
rs style and quality. 
7e A full line of undersink cabinets is available—simple 
i to install and easy to keep clean throughout. 
r 
8g 

Kohler Co., Kohler, Wisconsin. Established 1873 : oa 
ROCKFORD sink fitting. 
“ KOHLER or KOHLER Auollable with or wih 
out hose sprayer. 
PLUMBING FIXTURES e HEATING EQUIPMENT e ELECTRIC PLANTS 





| AIR COOLED ENGINES e PRECISION CONTROLS 
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Classroom view, Our Lady of Mt. Carmel School. Tru-Perimeter 
Heating with Webster Walvector. Sleeves in columns between win- 
dows simplify piping without loss of structural strength. 


(At right) Our Lady of Mt. Carmel School, Camden, N. J. Floor 
space, 15,311 sq. ft. Construction cost (not including land, financial 
and legal expenses) $200,000. Heating cost, $14,580. Architects: 
Gleeson & Mulrooney, Philadelphia. Consulting Engineer: William 
G. Flurer, Upper Darby, Pa. Heating Contractor: Fred W. Schorpp, 
Inc., Camden. 
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11-Room School — ‘200,000 


Gleeson & Mulrooney, Philadelphia school archi- 
tects, designed this three-story school building, com- 
pleted in 1953 at a cost of $13.10 per square foot. 
The bright, appealing classrooms accommodate 650 
pupils. High windows assure ample light and air. 


Economy in first cost was aided by the simplified 
exterior and absence of unnecessary frills. Neverthe- 
less, the building has such features as slate sills, 
vermin-proof walls, ventilated clothes closets and 
well lighted corridors. And the complete Webster 
Tru-Perimeter Heating System with Webster Mod- 
erator Control required less than 7% per cent of the 
construction cost. 


Webster Walvector spreads the heat evenly along 
the perimeter of the building, blankets the large 
window areas, takes no usable floor space. Low pres- 
sure steam is under Webster EH-10 Moderator 
Control, which varies heating automatically with 
changes in outdoor temperature . . . provides manu- 
ally for quick heating of rooms when classes arrive, 


reduction of heat when they leave. Steam circulation 
‘is facilitated with Webster Traps, Valves and 
Webster Double Service Valves. The rugged, single- 
unit Webster Moderator Control involves minimum 
maintenance cost — no blowers or fans, no buried 
or inaccessible piping. 

For money saving on school heating, look into Tru- 
Perimeter Heating with Webster Walvector and 
Webster Moderator Control. Call the Webster Rep- 
resentative, or write us. 

Address Dept. DE-2 
WARREN WEBSTER & COMPANY 


Camden 5, N. J., Representatives in Principal U. S. Cities 
In Canada, Darling Brothers, Limited, Montreal 


Ch) ol al@ 
WALVECTOR 


REG. U. 5. PAT. OFF. 


For Steam or Hot Water Heating 
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lf You Can't Lick 'Em, Should 
You Join ‘Em? 


A CONVERSATION WE HAD last month with a 
plumbing and heating contractor, on the subject 
of price cutting, brought to mind the old bromide, 
“If you can’t lick ’em, join ’em!” 

Our friend inferred that unless he went along 
with the price-cutters, and cut his own prices at 
least as much as they did, he wouldn’t do enough 
business to keep his doors open. 

He said, in part: “Sure, I know my profits are 
down since I started shaving my bids, but at least 
I’m landing enough jobs to keep my labor force 
intact and pay the overhead. I think I’ll ride this 
thing out as I have been and see what happens.” 

The ironical thing about price cutting, which 
occurs primarily in the areas of new construction, 
is that it’s not only unprofitable, but also unneces- 
sary. New buildings are going to be built whether 
or not the price is shaved on plumbing and 
heating. 

Aside from the fact that cutting prices is unnec- 


The Prophets of Doom Get a Jolt! 


THE PROPHETS OF DOOM were given a jolt last 
week by the announcement of General Motors’ 
president, H. H. Curtice, that GM has earmarked 
one billion dollars for plant expansion over the 
next two years. 

For the benefit of those who may not have seen 
this kind of money lately, a billion dollars will 
buy 5,000,000 oil burners, which is roughly equal 
to seven years normal production, or 1,577,287 
miles of % in. type-L copper tube, enough to circle 
the earth 63 times at the equator. 

It’s a lot of money, no matter how you add it up. 

This expression of faith in America’s economic 
future—coming, as it does, from America’s biggest 
corporation—is important to all businessmen, 
plumbing and heating contractors included, be- 
cause it’s an indication that business can be 
maintained at its present high level for months 
and perhaps even years to come. It’s obvious that 
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essary—it’s a practice that should be avoided 
simply because no one benefits from it. 

Without reasonable prices, and therefore profits, 
the American consumer would not be assured of 
the quality products, installation and service that 
have given him comfort, convenience and health 
protection unexcelled in history. 

And without these reasonable profits, the pro- 
duction, distribution and selling structure of 
American business responsible for this high 
standard of living would disintegrate. 

For these reasons Domestic ENGINEERING is 
sponsoring its Fair Price program, which pledges 
our industry to “quality products, careful work- 
manship, and fair and equitable prices based upon 
actual costs of installation, overhead and depend- 
able service to the buyer, plus a reasonable 
percentage of profit.” 

For contractors and others who want moral 
support in their efforts to resist price cutting 
temptations, this pledge is inscribed on the “Fair 
Price certificate,” which is available without 
charge to subscribers of this publication. 

As we have said repeatedly, it’s not a sin to 
make a profit! END 


General Motors wouldn’t expend such a tremen- 
dous sum of money to expand production, unless 
they were reasonably certain it will be followed 
by an expansion of sales. 

When you’re running the biggest company in 
the world, as Mr. Curtice and his GM directors 
are, you’re not motivated by whims or wishful 
thinking. You use proven judgement in examin- 
ing all available facts and records, you consult 
the best authorities on the economy and draw on 
your own business knowledge. Then you make 
your decision. 

Domestic ENGINEERING, which has long advo- 
cated an expansion of sales, and not a retraction of 
inventories or production, salutes this kind of 
progressive thinking—whether it’s backed up bv 
one billion dollars at the GM level or one hundred 
dollars for sales promotion at the retail level. 

“You have to spend money to make money” is 
a familiar axiom that’s doubly true in today’s 
buyers’ market. END 
















































































Bob Bruen 
A practical man who spends 
half his time on the job. 


Rosert Bruen is a dedicated 
man. Twenty years ago, at a time 
when most people (including 
those in the heating business) 
had never even heard of radiant 
panel heating, Bruen installed 
his first system in a single story 
house in Oakland Calif. 


It Took a Selling Job 


For the next ten years, he 
worked hard and long to over- 
come the early prejudices against 
this type of heating—such as “the 
pipe will leak, then we'll be in 
trouble” or, “how can heat com- 
ing from tubes installed in the 
ceiling warm the room below, 
because heat rises” or, “heat 
coming from pipe installed in the 
floor will never get into the room, 
because of the thermal barrier 
set up by carpeting” . . . etc., etc. 

But, as we said, Bruen was a 
dedicated man—dedicated to the 





Exclusive Interview with 


ROBERT BRUEN 


Oakland, California, Heating Contractor 


proposition that the hot water 
heating industry had discovered 
a method of heating with “glam- 
our” ... glamour that could be 
merchandised. 

How well Bruen has succeeded 
in overcoming these misconcep- 
tions-—not only in its application 
to homes, but to multi-story 
structures as well—is docu- 
mented by the nearly 10,000 in- 
stallations he has made since the 
end of War II. 


A Look at the Future 


As to the future of panel heat- 
ing, Bruen predicts a growth pat- 
tern over the next five years that 
will far exceed total installations 
of the last 20. 

To help plumbing and heating 
contractors who have not yet ex- 
perienced the boom in this type 
of heating in their own com- 
munities, and for contractors who 
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have experienced it but want to 
reappraise their own methods, 
Domestic ENGINEERING presents 
this exclusive interview with 
Robert Bruen—the man who has 
probably installed more radiant 
panel heating systems than any 
other contractor in the world. 


The Interview 


Q. Your company has installed 
many a spectacular panel heating 
job. How about outlining some to 
show its versatility? 


A. There once was a time when 
people said, “radiant heating 
won’t work on multi-storied 
structures.” But look what we 
have today. There’s a 16-story 
building recently completed in 
San Francisco. It has 62 apart- 
ments, each with two zones of 
control, and the total heating job 
cost about $75,000, which is very 
competitive. Think of it, a sys- 
tem that gives 124 zones of con- 
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trol. Then there’s the Pacific 
Area Heaquarters of the Ameri- 
can Red Cross, a 4-story struc- 
ture, which used 60,000 lineal ft 
of 1% in. type L soft copper tub- 
ing embedded in floor slabs. That 
building has 19 separate zones of 
control. We've installed large 
churches, which are notorious 
engineering headaches for heat- 
ing. We’ve installed the school 
swimming pools in cities like 
Oakland completely heated by 
coils in the pool bottoms. 
We’ve installed outdoor living 
areas with sub-floor panel heat- 
ing, just to take off the chill on 
cool nights. We even installed a 
Pullman car with panel heating 
for the president of Mexico. 


Q. What is the future of radiant 
panel heating? 


A. I'll make a prediction: within 
10 years panel heating will be ac- 
cepted as a standard, conven- 
tional method of heating large 
buildings. I don’t say that it will 
replace other systems, but I do 
say that panel heating, combined 
with an even newer idea, panel 
cooling, will account for the 
heating and cooling in 25 percent 
of the large buildings. 











To offset high heat-loss near picture win- 
dows and outside walls, Contractor Bruen 
uses the interwoven coil design shown here 
which increases the heating area of the ceil- 
ing and compensates for the temperature 
differential between the inlet and outlet 
ends of the circuit. See diagram on page 97. 





Q. What can panel heating do, spe- 
cifically? 


A. Panel heating can give con- 
trolled comfort without stratifica- 
tion of air. A few months ago 
we finished a job where there 
was a 10-ft. ceiling. We strung 
thermometers on a string every 
foot, starting 6-in. from the ceil- 
ing and 6-in. from the floor slab. 
There wasn’t a 2-degree differ- 
ence between the floor and ceil- 
ing temprature. 


Q. What are a few fundamentals in 
radiant panel systems? 


A. Well, body heat is dissipated 
in three principal ways: (1) by 
radiation of heat to surrounding 
colder surfaces; (2) by convec- 
tion—loss of heat carried away 
by the passage of air over the 
skin and clothing; (3) by evap- 
oration—loss of heat through the 
conversion of the body’s moisture 
to vapor. Most of our body’s heat 
is lost through radiation. 

But, and this is an important 
point, if the solid objects in a 
room are kept at a reasonably 
warm temperature, our bodies 
don’t lose heat to them as rapidly, 
and we feel warm and comfort- 
able. One sure way to warm 


those solid surfaces in a room 
is to warm them by panel heat- 
ing. Thus, panel heating attacks 
the logical sources of heat loss— 
the floor, walls, ceiling. 


Q. What are the fundamental com- 
ponents of a successfully engi- 
neered panel heating system? 


A. First, you must have a quan- 
tity-source of hot water to run 
through the panel heating pipes. 
Second, you must have a control 
system, thermostatic, for control- 
ling this heat source. Third, you 
must do a proper installation job 
for maximum efficiency. 


Q. What are some of the more 
practical considerations in panel 
heating installations? 


A. The basic concern in installa- 
tion is the pipe. Next comes the 
manner in which that pipe is put 
in and all this ties in with the 
building concerned. 


Q. What kind of pipe? 


A. We've found, through a long 
process of experimentation, that 
any pipe will work. But we’ve 
standardized as to size and kind. 
We like to use copper, mostly, I 
(Please turn to center of next page) 














Exclusive Interview 


(Continued from preceding pages) 


suppose, because my mechanics 
are used to working with copper. 
But steel or wrought iron will 
work just as well. (Future arti- 
cles in the series will describe spe- 
cific applications of this pipe.) 
We've used piping from to 1%- 
in. in diameter. 

After we found that almost any 
size will work, we narrowed our 
selection of diameter size to the 
most economical. 

Thus, we use either 3g or 4-in. 
pipe. Ordinarily, we install %- 
in. in ceilings, and the %-in. in 
floors. The smaller pipe goes in 
the ceilings so a minimum of 
plastering can be done. We don’t 
want the plaster bill mounting. 
On almost 100 jobs we used %-in. 
pipe. But %-in. pipe, while 
cheaper, took more labor. 


Where Pipe Is Installed 


Q. Where do you install the piping? 


A. I personally recommend ceil- 
ing installation, but this may run 
35 percent more on the contract 
because it is harder to work in 
the ceiling. There are also ad- 
ditional costs. For instance, or- 
dinarily you can install a ceiling 
with button lathwork and two 
coats of plaster for about $1.50- 
$2.00 a yard. But with radiant 
pipes installed, you need metal 





lath and three coats of plaster, 
about $3.00 to $3.50 a yard. About 
65 percent of the people wanting 
a heating job won’t go for the 
cost of an all-ceiling installation. 
So we settle for a combination 
of floor and ceiling in many cases. 
We seldom recommend walls ex- 
cept in extreme situations—as 
an auxiliary coil under a picture 
window, for instance. 


Q. Getting back to a more general- 
ized discusion, what about the com- 
plaint that panel heating installa- 
tions have to be babied? 


A. I can’t see that it’s a com- 
plaint, but it is a fact. You can’t 
just hook up your radiant piping 
and walk off the job. We have a 
strict list of rules about follow- 
ing through after the coils are 
hooked up; about testing our pip- 
ing under pressure; about super- 
vising the job during and after 
the hook-up. You’ve got to 
supervise the job strictly. You’ve 
got to see that no one crushes or 
kinks the pipe. You’ve got to be 
there during the pour. 


Coil Design 


Q. What about contour and design 
of the individual runs of piping? 


A. There are scores of designs. 
For a while we made-up pre-fab 
piping runs. We’ve tried all kinds 
of configuration, and now stick 
pretty closely to the inter-woven 
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Forty-five percent silver solder is used by 
Bruen mechanics to join hard temper cop- 
per tube used in this installation at the 
Pacific Area Headquarters of the Red 
Cross. Bruen, left, spends about 50 per- 
cent of his time on the job checking with 
supervisors and inspecting job results. 











sinuous design. The reasons are 
obvious. In Fig. A (page 97), 
a straight sinuous configuration 
used by most, there are two 
definite disadvantages: (1) since 
mains are widely separated, it 
means added installation and 
cost; (2) there’s a drop of from 
10 to 20 degrees in the water 
temperature, and thus in the 
heating, between the inlet and 
outlet end of the circuit. This 
means that were this pattern 
used in a small room requiring 
only one circuit, that one portion 
would be warmer than the other. 

To get away from this, we use 
the inter-woven sinuous config- 
uration shown in Fig. B, which 
compensates for this temperature 
drop over the coil, and which also 
groups the mains, both flow and 
return, in one convenient loca- 
tion. The drop in slab tempera- 
ture over this coil will not exceed 
3 degrees, and the heating will 
be evenly distributed throughout 
the entire slab. 


Q. Let’s get specific about installa- 
tions. What about spacing between 
the panel coils? 


A. That’s a matter of engineer- 
ing design. Spacing can be as 
close as 3-in., or as far apart as 
18 or 24-in. on centers. In any 
one room there may be a vast 
difference in the spacings. Under 
windows, or where more heat is 
needed (near exterior walls), 
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the coils would be closely spaced. 
Where less heat is needed, the 
spacing is farther apart. 


Q. What about ceiling tubing? 
What temper do you use? 


A. Well, some opinion to the 
contrary, we use a hard tempered 
tube. We do this because we lay 
the configuration out on the 
floor, on a chalked-in design, and 
bend with a pipe bender. We 
make up these coils in six to eight 
loops or more, depending on 
length of the coil. Then we lift 
the sections to the joists, attach 
them, test under pressure, and 
then are ready for the lathers to 
finish the job. 


Q. Before we get into a detailed 
study of installations, how about 
some comment on principles of de- 
sign? That is, allowing for insulat- 
ing rugs and other things which 
reduce the heating area in a room? 


A. This is logically our greatest 
problem. Supose, for instance, 
that we installed piping in the 
walls. Suppose that at some fu- 
ture date the owner hung a heavy 
tapestry or placed a bookcase 
against the wall. You can im- 
agine how much heating surface 
that hanging or bookcase would 
block out. That’s one good reason 
for shying away from wall in- 
stallations. 

We had an interesting, but 
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The first panel heated swimming pool on 
record in this country (1938) is credited to 
Bob Bruen. Several years ago, following 
an intensive selling job (page 219), Bruen 
sold the City of Oakland panel heating for 
five municipal swimming pools. Other con- 
tractors can do the same, Bruen thinks. 





darn provoking example, a few 
years ago. We put in a panel 
heating floor installation in the 
home of a big-time gambler, a 
palatial residence. We didn’t in- 
stall the system in the walls be- 
cause we knew the owner might 
hang tapestries, and besides, wall 
installations set up convection 
currents which are sometimes 
hard to control. We also knew 
that he might put in wall-to-wall 
carpets, which can block the floor, 
but we designed for this. 


Water Temperature 


Well, a few days after the job 
was in we got a call. The owner 
said his room wasn’t heating. We 
went out there and discovered 
that he’d purchased a fabulously 
expensive imported rug—about 
two-in. thick. Under it, he had a 
one-in. thick mat. All in all, it 
was blocking out our floor radia- 
tion. We’d figured the job for 
130F water temperature in the 
floor pipes. Now we had to up 
that temperature to 200F. After 
that, the job was all right. But 
the point is, while we hadn’t ex- 
pected 3-in. of carpeting, we’d al- 
lowed for it. 

Circulating water tempera- 
tures vary a lot, but here are 
some rule-of-thumb figures to go 
by: (1) water temperature in 
ceiling installations should not 
under any circumstances go over 
160F, otherwise the plaster may 
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COIL DESIGN: For even distribution 
of heat throughout the entire slab in 
a room heated by one coil-circuit, 
Bruen uses the interwoven coil design 
shown in Fig. B, which has only a 3 
degree temperature drop between the 
near and far side of the panel, as com- 
pard to the 10-20 degree drop in the 
conventional panel (Fig. A). 

















be damaged. Best surface tem- 
peratures are from 100 to 120F. 
The ideal foot-comfort tem- 
perature of an uncovered floor 
slab (concrete) is 80 to 85F. If 
asphalt tile is installed over the 
(Please turn to top of next page) 














Exclusive (Interview 


(Continued from preceding page) 


slab, you won’t have to change 
the circulating water tempera- 
ture as a rule. If cork tile is in- 
stalled, up the water temperature 
about 5 to 10 degrees. Wall-to- 
wall carpet will call for a floor 
slab circulating water tempera- 
ture of about 15-20 degrees hot- 
ter than usual. 

In the case of that imported 
rug, the actual floor slab tem- 
perature had to be raised almost 
100 degrees from what we'd orig- 
inally figured. 

The basic circulating water 
temperatures to achieve the de- 
sired floor slab temperature are: 
130F for a 4-in. thick standard 
concrete slab; 120F for a stand- 
ard %4-in. plaster ceiling. 


Q. Let’s get into a step-by-step in- 
stallation discussion, Mr. Bruen, il- 
lustrating this how-to-do-it part of 
our interview by jobs you’ve done. 


A. All right, let’s asume we’re 
installing a ceiling with %-in. 


tubing using a pipe bender. We 
lay out our tempered tubing in 
20-ft. lengths. After the config- 
uration is formed, two men lift 
it to the ceiling joists. 

After the piping is up, the 
lather comes in and puts up the 
metal lath, stretching it tight— 
as tight as he can get it—over 
the pipe. This is expanded metal 
lathing. I can’t emphasize too 
much the importance of putting 
the lathing below (on the room 
side) the piping, not above it. 
One lather tried that on a job and 
the ceiling fell in. 

After the lath is in, we use a 
pulley wheel roller attached to a 
long handle to shape the metal 
lath around the pipe in a kind of 
“U” shape. This holds the pipe 
snugly, and while it allows the 
pipe to move, as it invariably will, 
still, the pipe is behind the metal 
lath and won’t disturb the ceiling. 
Now the plastering is done. The 
motion of the trowel sweeps up 
an embedding layer of plaster 
through the lath mesh, covering 
most of the pipe. When the en- 


Where to Get More (nformation: 








Numerous manufacturers and industry trade associations have 
published elaborate design and installation manuals on radiant 
panel heating. A list of such manuals, and where they can be 
obtained, will be sent to readers of this magazine on request. 


tempered copper tubing. Instead 
of laying out the configuration of 
the coil on the ceiling, as I notice 
some contractors suggest, let’s do 
it my way. Let’s chalk in the de- 
sign on the floor and lay out our 


tire 34-in. of plaster is on, there 
will be between the tubing and 
the plaster surface about 5/16-in. 
of plaster. 

We’ve never had a ceiling 
crack when installed in this way. 
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Q. How about floor installations? 


A. There are no special precau- 
tions about the floor except that 
piping should never be embedded 
in a cinder or clinker mixed con- 
crete, as sometimes found in the 
east and mid-west. The sulphuric 
residue in these coal cinders will 
eventually deteriorate the pipe. 
Otherwise, there is no special mix 
of concrete. Sometimes an in- 
sulating layer is laid on the 
ground. At other times, in form- 
ing the floor slab, little concrete 
saddles are poured to support 
mild steel reinforcing mesh. This 
mesh, to which the panel heating 
coils are fastened, is usually 6 
by 6, 10 by 10 mild steel. This 
means that it consists of lateral] 
and cross members, 6-in. square, 
and made of 10 gage material. 
We lay the coils directly on top 
of the mesh and attach them to 
the mesh, As the concrete is 
poured, we use a shepherd’s hook 
to lift the mesh up, positioning in 
one operation both the reinforc- 
ing steel mesh and the panel 
heating piping. Ordinarily, the 
tubing lies about 1% in. below 
the floor slab upper surface. 
Where radiant heating coils are 
laid atop an existing concrete 
slab, as with the Red Cross build- 
ing we discussed previously, we 
merely tie down the coils to the 
concrete using pipe clamps and 
masonry nails. Separating the 
galvanized clamps from the panel 
heating pipe are insulators. 


Q. Before the floor slab is poured, 
or before burial of any radiant 
heating coils, what are your instal- 
lation procedures? 


A. They are strict. In the first 
place, we allow no pouring un- 
less one of our inspectors is pres- 
ent to see that someone doesn’t 
kink or crush a pipe in the pro- 
cess of the pour. Then we follow 
a strict testing procedure. First, 
of course, we lay the coils out, 
solder the joints, connect up to a 
water supply, and then put on a 
pump. Pumping up to 200 psi is 
actually enough, since in opera- 
tion the job isn’t going above 12 
to 15 psi normally. 

However, we think that part of 

(Please turn to top of page 219) 
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TAX QUIZ... 


for Plumbing-Heating Contractors 


COME NEXT MONTH, Uncle Sam has a test in 
store for plumbing and heating contractors. 

The exam paper is the federal income tax form 
and the examination date is the “15th day of the 
third month after the close of your taxable year” 
—March 15 for most taxpayers because they use 
the calendar year. 

To help contractors learn some facts which may 
help pass the test, Domestic ENGINEERING, with 
the help of the American Institute of Account- 
ants, has prepared a list of ten questions. If you 
don’t get all the answers right, you may be in 
danger of overpaying your taxes. 

In all the answers it is assumed that trans- 
actions are made in good faith and no special cir- 
cumstances exist which would alter the effect. 

The list of problems and answers is given be- 


low: (Also see page 30 for other tax help.) 





What to Do About Loans: 


Problem: You obtain three loans; the first to 
buy business supplies, the second to make repairs 
for a tenant in a building you own, and the third 
to pay your son’s college tuition. You can 
deduct— 

a. The interest on the first loan. 

b. The interest on the first and second loans. 

c. The interest on all three loans. 


Answer: c. The interest on the first and second 
loans can be deducted as business expense. The 
interest on the third loan is a personal deduction, 
unless you use the standard deduction. 





Inventory Pricing Methods: 


Problem: Your inventory pricing method can 
be changed only— 

a. If you are on a calendar year basis. 

b. By permission of the Treasury. 

c. Once during the life of your business. 


Answer: b. Permission must be requested 
within the first 90 days of the year to be affected, 


99 


except that application to change to LIFO (last- 
in, first-out) method may be filed with your re- 
turn for the first year affected. 





Capital Gains: 


Problem: You recently sold 25 shares of stock 
for a gain of $100. You had held these shares just 
under six months. You had no other “capital” 
transactions. Your tax on this transaction— 

a. Is the same as for ordinary income. 

b. Can not be more than the capital gains ceil- 

ing of 26 percent. 

c. Is based on 50 percent of your capital gain. 


Answer: a. But if you had held the stock be- 
yond six months you would have had a long- 
term instead of short-term capital gain. You 
would have been taxed on only 50 percent of the 
gain, and in no case would the tax exceed 26 
percent of the gain. 





Does Your Daughter Work? 


Problem: You are the sole proprietor of your 
business. Your daughter worked for you part 
time and earned $595. She filed a return to get a 
refund of tax withheld from wages. You can— 

a. Not take a deduction. 

b. Deduct her wages as a business expense and 

take a $600 exemption for her. 

c. Deduct her wages as a business expense, but 

not take the $600 exemption. 


Answer: b. The wages are deductible if they 
are reasonable. The exemption is not lost, if she 
qualifies in all other respects, until her gross in- 
come reaches $600. 





If Your Business Is a Partnership: 


Problem: Your business is a partnership. Your 

partnership tax year— 
a. May be a fiscal year ending the last day of 
any month. (Please turn to center of page 227) 














Requests 


Pour in for 
Remodeling 


Film... 






The Bay City Story, Domestic 
ENGINEERING’S remodeling film, 
is helping contractors and whole- 
salers increase business in all 
the 48 states and Canada. 

The 25-minute film strip, which 
is based on Domestic ENGINEER- 
ING’s survey of remodeling needs 
in the typical American com- 
munity of Bay City, Mich., il- 
lustrates not only the sales op- 
portunities in remodeling but the 
methods by which remodeling 
can be sold. 

The film is available, without 
charge, for showing at industry 
meetings, including wholesaler 
meetings for contractors. 

More than 50 major showings 
already have been made to con- 
tractor and wholesaler groups. 
Bookings for the coming months 
indicate an even greater rate of 
demand as new work becomes 
increasingly competitive and 
more and more contractors turn 
to remodeling as that portion of 
business that can be created. 

The large number of requests 
























for the film is partly due to the 
resulting increase in business 
obtained by those who already 
have seen it. 


What Wholesalers Say 


Bill Busser, president of the 
Busser Supply Company in Lew- 


Domestic Engineering's Bay City Story is 
stimulating remodeling activity among con- 
tractors and wholesalers coast-to-coast... 


You can see it, and increase business, too 


isburg, Pa., had this to say after 
showing the film to 80 of his con- 
tractor-customers: “The film is 
the biggest 25 minutes of timely 
suggestions and real help I know 
of for plumbing and _ heating 
contractors. The film provides 
the answer for many of the prob- 


Some Cities Where the Film's Been Shown: 





Dayton, Ohio 
e Atlanta, Ga. 
eIndianapolis, Ind. 
eLewisburg, Pa. 
¢ Milwaukee 
Nashville, Tenn. 
eCalgary, Canada © Detroit 
eJackson, Mich. 
Kansas City, Mo. 
eNorfolk, Va. 
e Austin, Texas 
eSpringfield, Mass. 
eEvansville, Ind. 
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Cleveland 

e Pittsburgh 
Washington, D. C. 
eTulsa, Okla. 

e Alliance, Ohio 


eMunice, Ind. 


Bloomfield, N. J. 
e Minneapolis 
Roselle, N. J. 
eSan Francisco 
eStamford, Conn. 
Oklahoma City 


Newcastle, Pa. 
eWorcester, Mass. 
¢ Boston 

Denver 
Ashland, Ohio 
eNew York City 
Toledo, Ohio 
Montreal, Canada 
eWaterbury, Conn. 
ePortland, Ore. 
Chicago 

eFt. Wayne, Ind. 
eGary, Ind. 
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lems that confront us today.” 

What goes into the film that 
Busser calls the “biggest 25 min- 
utes of help and suggestions” he 
knows of? 

First, it shows what a Dom- 
ESTIC ENGINEERING research team 
of 40 persons found when it vis- 
ited Bay City for an intensive 
building-by-building study of the 
remodeling needs of an average 
community. 

The film presents, in dramatic 
picture form, the conclusions 
reached in the survey. A few of 
the findings will give an idea of 
the rich market potential discov- 
ered in Bay City: 

The survey found, for exam- 
ple, that 21.8 percent of the fam- 
ilies interviewed plan to remodel 
their bathrooms. 

That 21 percent plan heating 
modernization. 

That 21.5 percent plan kitchen 
remodeling. 

That 30.6 percent of those fam- 
ilies who intend to remodel will 
spend $500 and up. 

The second portion of the film 
shows how these statistics can be 
converted into dollars for the 
plumbing and heating contractor. 

“The Bay City Story” gives 
tips on visual selling, advertising 
and promotion, following up sales 
leads, using servicemen as sales- 
men, financing and handling the 
complete job. 

As R. F. Ourednik, manager of 
the Noland Company in Nash- 
ville, Tenn., said after showing 
the film to 125 of his contractor- 
customers: “‘“The Bay City 
Story’ shows in dramatic fashion 
how contractors and wholesalers, 
through emphasis on remodeling, 
can actually create a new market 
for their goods and services—and 
it doesn’t just say it: it shows 
how to do it. Every contractor in 
the country should see this film.” 

As a supplement to the film 
and to aid even further the con- 
tractor who wants to escape the 
price squeeze in new construc- 


tion, Domestic ENGINEERING also 
has produced a remodeling sales 
kit. The kit provides more than 
240 advertising and sales aids for 
an entire year’s remodeling pro- 
motion, With these aids, the con- 
tractor can put into action the 
suggestions made in the Bay 


ESTIC ENGINEERING’S remodeling 
sales kit,” says Paul Royer, vice 
president of the Treaty Company 
in Greenville, Ohio, “are the best 
devices I have ever seen for in- 
creasing business and maintain- 
ing a fair margin of profit at the 
wholesaler and contractor level.” 


Royer showed the film to 160 


City film. 


“The film, together with Dom- 


Treaty Co. customers. END 
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How You Can See the Remodeling Film: 


If you’re a contractor, get in touch with your 
wholesaler at once and ask him to book a showing 
of the Bay City film and an explanation of the 
remodeling sales kit .. . 


Or, get in touch with your local association secre- 
tary and ask him to book this double-feature for 
an early meeting . 


If you’re a wholesaler or association secretary, 
write Domestic ENGINEERING now (use the coupon 
below if you wish) and we'll tell you more about 
the film and kit and when you can show them, 
without charge, to a meeting of your contractors. 


We think you'll say what scores of wholesalers 
and contractors have said who have seen “The 
Bay City Story” and the remodeling sales kit— 
that it’s the greatest business building combination 
ever offered the plumbing and heating industry. 


omestic Engineering 


: 1801 Prairie Ave., Chicago 16 


[ ]P’m a wholesaler and would like to show the re- 


modeling film and sales kit (without charge) to a 
meeting of my contractor-customers. 


| I’m a contractor and would like to see the remodel- 
ing film. My wholesaler’s name and address is: 


Wholesaler’s name 


Wholesaler’s address 


]I’m an association secretary and would like to 
show the film at one of our meetings. 


Name _ 
Address 
City 
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Modern Plumbing & 
Heating Company 


Replacement faucet sales in Freeport (1953): 


020 





Chain Store No. 1 


240) 





Chain Store No. 2 


189 
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Call Him the 


It’s NO MYSTERY why the peo- 
ple of Freeport, Ill. call Louis 
Conter “the faucet man.” 

The owner of the Modern 
Plumbing and Heating Company 
nets $1,800 in replacement faucet 
sales each year. That’s more 
than any two of his chain store 
competitors combined! 


Big Oaks from Little Acorns 


Overshadowing the profit from 
faucet sales, however, is the fact 
that they often lead to the sale of 
other accessories and fixtures, 
as well as complete kitchen and 
bathroom remodeling jobs. In 
1953, for example, Conter esti- 
mates that at least half of these 
faucet sales led directly to the 
sale of an additional fixture and 
70 percent developed into leads 
for remodeling jobs, many of 
which were sold at once or 
through follow-up calls over a 
period of several months. 

How did Louis Conter earn his 
reputation as the “faucet man?” 

To find the answer to that 
question and to learn how Conter 
“upgrades” his faucet sales, Do- 
MESTIC ENGINEERING sent a re- 
porter to Freeport for a first hand 
report. 

A check revealed that while 
neighborhood chain stores re- 
ported a decline in faucet busi- 
ness, Conter reported a steadily 
growing faucet trade and is plan- 
ning new promotions to capi- 
talize on his reputation as Free- 
port’s “faucet man.” 

Just how well Conter has cor- 
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FAUCET BAR (below) is the focal 
point for Modern Plumbing’s faucet 
WE eS business. The bar runs down the cen- 
aucet Man eee ter of the store representing 60 ft of 
display area. Featured on one side 
are sink and laundry tray faucets, 
while lavatory and bathtub faucets 
are displayed on the opposite side. 
he peo- 
| Louis 
Modern 
ympany 
; faucet | 
» more 
n store 
orns 
it from 
he fact 
sale of 
xtures, 
en and 
os. In 
r esti- 
f these 
ve se nered the faucet market in the LEAKY FAUCET POSTER, which Conter obtained from Domestic 
city of 20,000 is shown by recent Engineering, is displayed prominently in his showroom window. 
» leads Passers-by see the poster, are reminded of that leaky faucet at 
ny of sales figures. In 1953, Conter home, and, once in the store, become a customer of the Freeport 
a sold 242 double faucets and 283 “faucet man.” Posters are available from Domestic Engineering. 
ta ie single faucets for replacement 
purposes alone. 
mn his How the Chains Are Faring 
man? Comparing this with figures 
4 that from two nearby chain stores, 
-onter it was discovered that one chain 
s, Do- store averages some 240 faucets 
tains a year; a second chain store sells a 
t hand about 185 a year. Two hardware fit Conditioning 
; stores in the same area average | 
while 10 faucet sales between them per 
» Rat month. 
busi- In addition to the 525 replace- 
eadily ment faucets sold by Conter last 
‘plan- year, he sold 65 medicine cabi- 
— nets and 171 toilet seats as tie-in 
Free- 
sales. 
Conter’s faucet merchandising 
S Cor- (Please turn to top of next page) 
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TOILET SEAT SALES get a boost 
from this display at Modern Plumbing. 
Types featured range from inexpensive 
to “deluxe,” enabling Conter to up- 
grade sales to the quality lines. 


(Continued from bottom of page 103) 
success has, as its focal point, a 
store length counter running 
down the center of Modern 
Plumbing’s display room. The 
counter presents a display area 
of 60 ft. An aisle on both sides 
of the counter directs traffic into 
the store. Kitchen faucets are 
displayed on the side of the coun- 
ter adjacent to the sinks and 
kitchen appliances. Bathroom 
faucets are shown on the side 
adjacent to bathroom fixtures. 


Upgrading the Sale 


This arrangement permits 
Conter to take any faucet se- 
lected by a customer and attach 
it to a sink or lavatory. Not only 
is he selling the faucet under 
ideal conditions, but he is able 
to dimect the sales talk toward 
sinks, lavatories—and complete 
bathroom and kitchen remodel- 
ing jobs. 

Conter has a large variety of 
faucets on display. He finds this 


helps him sell up in quality while 
making his faucet pitch. 

“It’s seldom you can’t upgrade 
a faucet sale at least one price 
range by comparing the quality 
of one faucet with another—and 
showing the differences right on 
the spot. By having a large vari- 
ety, I often can upgrade a faucet 
sale three or four price ranges.” 


Related Items Benefit 


Companion displays of medi- 
cine cabinets and toilet seats are 
strategically located near the 
faucet bar for tie-in sales. 

The attractive presentation of 
faucets which dominates the 
Modern showroom contrasts 
sharply with Conter’s leading 
chain store competitor and illus- 
trates why Conter leads the way 
in faucet sales. 

Less than two dozen faucets 
are on display at one neighboring 
chain store. This limited assort- 
ment is heaped together in coun- 
ter bins. In another case, the 
faucets are mixed with other 
merchandise. The careless dis- 
play is one reason why a depart- 
ment store salesman recently re- 
ported a steady decline in faucet 
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sales in the past few years—a 
time corresponding with an up- 
surge in business for Conter. 


Servicemen Sell, Too 


A variety of faucets also is car- 
ried by Conter’s journeymen 
while out on service calls. Con- 
ter uses jeep-type trucks equip- 
ped with a complete line of fau- 
cets (below). 

“We've found that repair calls 
are an ideal time to sell new 
faucets,’ Conter says. “We try 
to get different styles and price 
ranges into each truck so no sales 
opportunities will be missed. The 
variety is important because it 
makes selling easier and allows 
us to upgrade.” 


Expect Bigger Year in ‘54 


The success of Conter’s mer- 
chandising has prompted the con- 
tractor to make plans for even 
greater faucet sales. 

“After compiling figures on our 
faucet sales for the past year,” he 
says, “we’re looking forward to 
a bigger promotional program to 
increase sales this year. We've 
found that all business increases 
with our faucet business.” genp 
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IT’S TIME TO REMODEL says this sign which is a feature of all Modern Plumb- 


ing’s jeep-type repair trucks. The signs turn up numerous leads, Conter reports. 
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Air Conditioning a Hospital... 





Air conditioning is becoming as important 


as heating to the modern hospital, as shown 


by this new installation in Augusta, Ga... . 


Arr CONDITIONING UNITS are 
becoming standard equipment 
where proper living conditions 
are imperative. The trend is best 
illustrated by the rising use’of air 
conditioning in modern Amer- 
ican hospitals where temperature 
control has its most immediate 
effects on health. 

The new St. Joseph’s hospital 
in Augusta, Ga., considers air 
conditioning as important as 
heating and has provided tem- 
pered air for its key areas— 
operating rooms, x-ray and de- 
livery rooms, and the nursery 
and pediatrics ward. 

Heart of the central station 
duct system is a 40 hp dual radial 
water chiller. A network of large 
air ducts distributes the tem- 
pered air throughout the air 
conditioned area. 

In,year-around operation, 
chilled water or steam is pumped 
to an air washer where the air is 
blown through for cooling and 
heating. The air then is passed 
over a reheat coil where proper 
humidity is maintained. From 
the reheat coil the air is passed 


through an electrostatic air pre- 
cipitating filter then into the cen- 
tral air distribution system. 

In the winter cycle, a humidi- 





ST. JOSEPH’S HOSPITAL, 
Augusta, Ga., is one of many 
hospitals recognizing that air 
conditioning is as vital to pa- 
tient recovery as good heating. 


stat located in the exhaust duct 
resets a dew-point thermometer 
normally set at 61F to produce 
the desired humidity—55 percent 
in the operating and delivery 
suites and 50 percent in the nur- 
sery, x-ray and pediatrics areas. 
(Please turn to top of next page) 


JOSEPH PINNELL, president of Pinnell Heating and Air Con- 
ditioning in Augusta, examines one of the two air handling and 
distribution systems in the new hospital. This unit provides 
conditioned air for the operating room and X-ray department. 


ee, 
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A DUAL-TYPE 40-ton capacity water chiller provides neces- 


sary cooling for St. Joseph’s. Pumps used to circulate the chilled 
water are shown at far left. Operating rooms, X-ray department, 
delivery rooms, the nursery and pediatrics ward make up the 
conditioning area of the hospital. (Photos by Chrysler Airtemp) 


(Continued from preceding page) 

The thermometer regulates the 
reheater steam valve, which 
oscillates from 3 to 6 Ibs, while 
holding the cooling valve closed 
to cooling water. When outside 
air temperature descends below 
T0F, the outside thermostat re- 
sets the delivered air thermostat 
to 68F in the winter which then 
regulates the reheater valve. 

If necessary, the air is reheated 
by the booster coil, which is con- 
trolled by one of seven room 
thermostats, through a valve to 
maintain 76F dry bulb. As either 
drybulb or humidity conditions 
vary, the system automatically 
switches over to summer control. 

In the summer cycle, a humidi- 
stat resets the dewpoint thermo- 
stat to a lower temperature 
which causes a valve to close as 
water pressure increases to 7 Ibs. 
Thereupon the controls are actu- 
ated to start the air conditioning 
equipment and open a three-way 
valve, oscillating from 7 to 12 lbs, 
to cooling water, thus maintain- 
ing dew-point and relative hu- 
midity. 

When the outside air thermo- 


stat reaches 78F, it resets the dis- 
charge thermostat to 63F which 
regulates the reheat valve. 

If necessary, the air is then re- 
heated by the booster coil under 
the control of one of the seven 
room thermostats through the 
valve to maintain 78F. If the 
equipment is not capable of 
maintaining this temperature due 
to temporary excessive local con- 
ditions, it will be out of control 
on drybulb. But even under such 
maximum conditions, a room 
temperature of 80F will not be 
exceeded. 

Under normal conditions a 
mixture of 50 percent outside 
and 50 percent return air is con- 
ditioned and distributed. Out- 
side air passes through fiber glass 
filters before entering the system. 
Return air is passed through a 
charcoal-cell type filter to re- 
move hospital odors. When nec- 
essary, the system can automati- 
cally consume 100 percent out- 
side air. 

The air conditioning contrac- 
tor was Pinne)l Heating and Air 
Conditioning of Augusta. 


While air conditioning has be- 
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come a vital part of a modern 
hospital’s equipment, another 
profession is also finding such 
units an essential part of its 
physical plant. 

The television studios, deluged 
by powerful flood lights, now 
consider air conditioning an in- 
tegral part of their equipment. 

The new $500,000 facilities of 
WSAZ radio and TV studios in 
Huntington, W. Va., illustrate 
the problems peculiar to broad- 
casting. For example, zone con- 
trol of the building was necessary 
because of the radically different 
temperatures from area to area. 

Five air handling units have 
been installed, each with direct 
expansion cooling coil and hot 
water heating coil. A 74-ton 
unit handles air for the executive 
offices. General offices are serv- 
iced by a 10-ton self-contained 
unit with two similar units for 
the two TV studios. A 20-ton 
compressor connected to an eight 
zone fan and coil section provides 
air at proper temperature for an- 
nouncing booths, audition studios 
and main lobby. 

Any unit can be operated in- 
dependently and is controlled by 
separate thermostats. A cooling 
tower connected to the five sys- 
tems provides a big saving in 
water usage. END 





OPERATING ROOM will have a tem- 
perature of 80F maintained during 
surgery at St. Joseph’s. For complete 
surgeon and patient comfort, the rela- 
tive humidity will be 55 percent. 
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Hard water area con- 
tractors take note ... 







AFTER the “soften- 
ing up” process (see 
article), LeRoy Mus- 
selman demonstrates 
water softener bene- 
fits in his Souderton, 
Pa., display center. 





Boost! Your Softener Sales 
With ‘These Ideas... 


SELLING WATER SOFTENERS in a 
hard water area might sound like 
a salesman’s heaven. But take 
LeRoy F. Musselman’s word for 
it—big profit salesmanship re- 
sults only from hard work 
whether you're selling neces- 
sities like water softeners or lux- 
uries like mink-lined ear muffs. 

Musselman knows what he’s 
talking about. In a short time, 
he has become one of the major 
water softening dealers in the 
Souderton, Pa., area. The plum- 
bing and heating contractor ex- 
plains his growth this way: 


From One Employee to 22 
“About two years ago we 
started a hard hitting selling 
campaign, concentrating on 
water softeners in this hard 
water area. At that time we had 


one truck and a helper. The sell- 
ing job, we found, is a tough one. 
But it pays off. Now, just two 
years later, we have eight trucks, 
22 employees and a new store and 
are still expanding. That hard 
work was worth it.” 

What does Musselman mean by 
working hard? Let’s take a look 
at the methods and the payoffs 
that have contributed to his phe- 
nomenal growth as a water sof- 
tener merchandiser: 

Musselman realized the great 
potential in water softener sales 
in his area after a survey indi- 
cated hardness of from 10 to 15 
grains. Musselman undertook an 
educational program for the area 
through newspaper advertising, 
and direct mail. He set up win- 
dow displays both in his store 
and local grocerys where house- 
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wives purchase laundering ma- 
terial (soaps, bluing, etc.) 

To capitalize on the campaign, 
Musselman hired four salesmen 
for a door-to-door canvas and 
laid down a definite strategy for 
water softener sales. 

Salesmen concentrate all their 
efforts in one area at a time. 
Musselman says that such blan- 
ket coverage resulted from the 
discovery that one sale in a 
neighborhood had a snow-balling 
effect that led whole neighbor- 
hoods to join the water softener 
kandwagon. 

Salesmen usually spend their 
first visit explaining the conveni- 
ences of soft water and the meth- 
ods used in treating water. 

The salesman’s visit is followed 
by direct mail literature de- 


(Please turn to top of next page) 























EDUCATIONAL CAMPAIGN for wa- 
ter softener benefits is the first step 
by LeRoy Musselman, Souderton, Pa. 
plumbing and heating contractor, in 
building up a major sales campaign 
for softening units. Window display 
in local grocery (above) notes the 
soap saving of soft water. Newspaper 
and direct mail also is used in report- 
ing the many advantages of the units. 


Boost Softener Sales 


(Continued from page 107) 
scribing the advantages of water 
softeners. The literature  in- 
cludes department of agriculture 
and manufacturers’ bulletins 
which point out the harmful ef- 
fect of hard water on fabrics and 
plumbing and the large amount 
of soap wasted in hard water 
laundering. 

A follow-up visit from Mussel- 
man’s salesman is the third step 
in this “softening up” campaign. 
The salesman is equipped with 
a complete sales kit, including a 
soft water demonstrator that can 
be connected in the kitchen sink. 

The demonstrating unit can 
produce softened water within a 
few minutes and permits the 
housewife to experiment person- 
ally with the lather qualities of 
softened water. 

“It’s this demonstration that 
usually sells ‘the housewife,” 
Musselman says. “But as a rule 
she won’t buy unless she has the 


husband’s OK. We return in the 
evening to sell the husband, 
knowing he’s already been half 
sold by the wife. We may give 
another demonstration in the 
home. But we prefer to have the 
couple visit our store where pos- 
sibly we can build up the sale.” 

But even a “no sale” doesn’t 
stop Musselman’s salesmen. They 
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know they have a product which, 
if given a chance, will sell itself. 
To give it that chance, Mussel- 
man will rent a unit to a pros- 
pect. The charge is $3 a month 
with a $15 installation charge. 
These rental units lead to steady 
water softener sales because 
Musselman will install a new unit 
without charge and gives three- 
months credit for the rental. 
“Within one month,” Mussel- 
man says, “we rented 15 sof- 
teners which shows how popular 
they have become since we 
started our sales drive. Most 
rental units went to homeowners 
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who wanted to try them out over 
a period of time. The majority 
bought softeners and, what’s 
more, became salesmen for the 
unit since they kept careful 
check on their performance— 
and performance is a good selling 
point for softeners.” 

Musselman estimates that 60 
percent of the leads for softener 


installations come from “use-the- 
user” methods. Musselman of- 
fers $10 to any customer whose 
lead develops into a sale. The 
contractor averages several calls 
a day contacting potential cus- 
tomers. 

Musselman points out that his 
business growth has been in sev- 
eral directions since he under- 
took aggressive merchandising of 
water softeners. 

“Since we’ve been selling soft 
water units,” Musselman says, 
‘‘we’ve been making many 
double sales to customers. In 
some cases we sell a water heater 
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or appliance to a customer then 
show him how much better serv- 
ice he’ll get if he adds a water 
softener to his line. 

“But even more often, we use 
water softener sales as a starting 
point for other selling. It’s a 
natural in our area since every 
homeowner here is a definite 
prospect for a water softening 
unit. We’ve just got the problem 
of educating the people to the 
benefits of using a softer water 
than what they’re used to. We’ve 
worked hard promoting and sell- 
ing these units, but it’s paid off 
in an increased number of sales 
week after week for two years.” 

Water softener sales are only 
one of Musselman’s specialties, 
however. The same aggressive 
merchandising used in water sof- 
tening has made the contractor 
one of the area’s leading heating 
dealers. During the heating sea- 
son, Musselman’s sales force con- 
centrates on heating sales using 
techniques developed in water 
softener sales. 

Musselman’s store is divided 
between plumbing displays and 
heating units. A key Mussel- 
man display (see picture, below) 


is the hook up of two oil-fired — 


units. Both give the prospect 
an opportunity to watch the op- 
eration and check on heat out- 
put and fuel consumption. 
Musselman’s expansion in 
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water softener and heating mod- 
ernization sales has required the 
purchase of new trucks (see 
above) to maintain the efficiency 
of his servicing and installation 
operations. 

The company’s newest trucks 
have been designed to carry a 
complete furnace, boiler or sof- 
tener in its wide aisle. The in- 
terior also has been lined with 
12 in. steel bins containing parts 
for installation and repair. 

The new trucks, Musselman 
says, will permit him to keep 
pace with his rapidly developing 
sales in both heating moderniza- 
tion and water softeners in the 
Souderton area. END 
















































RAPID EXPANSION of the Mussel- 
man company has required the addi- 
tion of seven trucks in two years. A 
new model (above) advertises both 
heating and water conditioning serv- 
ices. The interior of the 10 ft delivery 
body is lined with steel bins. The 
aisle is wide enough to transport a 
complete furnace, boiler, softener 
or other fixture to the job site. 


HEATING MERCHANDISER, TOO: 
Musselman’s success as a water soft- 
ener salesman is paralled by his suc- 
cess in heating sales. Musselman uses 
two oil fired units to permit his pros- 
pects to study fuel consumption, heat- 
ing output and oil burner operation, 
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ESTIMATING 


Second article of a new series 


By JoxHN WILLIAMS 


Plumbing and Heating Estimator 

















IN TAKING OFF MATERIAL there 
is one basic, though highly im- 
portant, thing to remember. The 
completed material list should 
contain the amount of material 
necessary to do the job. If the 
list should be on the high side 
the resultant price will be too 
high. On the other hand, if the 
material list is incomplete, the 
material price will be too low. 

Fig. 1 is a section of a typical 
construction drawing. For all 
ordinary estimating purposes the 
mechanical plan shown here is 
sufficient, although it is some- 


3 


times necessary to have the ar- 
chitectural plan to refer to. 

Fig. 2 is the pipe check list. 
One list covers the plumbing and 
the other list the steam piping. 

A study of these lists will show 
how the pipe is taken off. When 
the takeoff is completed, the list 
can be totalled up and the 
amount of pipe necessary to do 
the job determined. The same 
procedure (Fig. 3) is followed to 
arrive at the correct number of 
fittings needed. 

While the drawings shown in 
Fig. 1 are only a small portion 


of the complete plan, the takeoff 
will be the same in a complete 
plan. Should the plan be so large 
as to be unweildy, the material 
should be taken off in sections. 
After each section has been esti- 
mated, the total can be added to- 
gether for the complete figures. 

Most estimators have their 
own method of pricing material. 
Probably the most common used 
is the one shown in Fig. 4. In 
this material pricing list there are 
five columns. Column 1 is the 
amount of material needed, col- 
umn 2 is the description of the 
material, but the real value of 
this chart to the estimator lies in 
columns 3, 4 and 5. 

Column 3 is the normal price 
that is paid for the material. It 
could be the standard catalog 
price or the price that is ordi- 
narily quoted by the source of 
material supply. Column 4 is the 
price that we would like to buy 
the material for and represents a 
figure 10 percent below the 
normal cost. Column 5 is the low- 
est price that the material can be 
purchased for. 

While the estimate is figured 
according to column 3, if the 
price can be shaded a little, the 
difference between column 5 and 

(Please turn to top of page 112) 











‘ 3” VENT 





3” VENT 


-3” SOIL 














ip ities enka a ae: ae — —A&, — — 4, SAN: SEWER] || 





l= 
Fig. 1 shows a section 
of a typical construc- 
tion drawing. For most 
estimating purposes a 
mechanical plan such 
as this is sufficient. 
However, it is some- 
times necessary to have 
the architectural plans 
for reference. See arti- 
cle for details on tak- 
ing off material and 
labor for a typical 
plumbing-heating job. 
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ESTIMATING .. . continued 


(Continued from page 110) 
column 3 will represent an added 
profit. When the bids are tight, 
this added profit could make a 
very appreciable difference when 
the job is completed. 

The next question that arises 
is how to arrive at these lower 
material costs. Just putting the 
figures that we would like to pay 
for the material in column 4 
doesn’t necessarily insure that 
they can be purchased for this 
price. There are several ways to 
lower the material costs such as 
volume buying, discounting of 
bills, ete. 


Labor Take Off 


Labor takeoff is the part of 
estimating that presents a differ- 
ent problem. Material costs can 
be controlled. Once the contrac- 
tor has a firm bid on material, 
there is no reason for these costs 
to rise. The same thing is not true 
of labor. The fact that two jobs 
are similar is no criterion that the 
labor will be the same on each 
job. The only thing that the esti- 
mator can do is to take off the 
labor to the best of his judge- 
ment and hope that he is right. 

Fig. 5 is a typical labor take- 
off sheet. Each operation is 
figured separately and then the 
sheet is totalled for the complete 
labor cost. Non-productive labor 
must also be added, such as 
handling materials, testing and 
repairing leaks, cleanup etc. This 
will ordinarily amount to 15 per- 
cent of the total labor cost. 
Failure to take this into consid- 
eration will result in a low labor 
figure. 

Once again, most estimators 
have their own labor cost list. 
This list, compiled from experi- 
ences on other jobs, serves as a 
guide when estimating labor 
costs. Fig. 6. is an example of 
such a list and shows the hours 
necessary for each operation en- 
countered in the ordinary course 
of business. As the labor picture 
changes, it is necessary to revise 
this list. Anyone who has had 


experience estimating labor be- 
fore the war can see the changes 
that have taken place since then. 
Under the present conditions, 
there is no reason to suppose that 
there will be a change in the 
present labor setup for the better, 
so it can easily be understood 
why this constant revision is 
necessary. 

One of the questions that are 
always coming up to plague the 
estimator is this. “Why did the 
labor run more than was esti- 
mated?” There are only two 
answers to this question. The 
first one is that the labor was 
estimated wrong. The second 
reason is that the fault was in the 
field. Poor supervision, poor 
labor or lack of material and ma- 
chines to work with. 

If the first reason is the correct 
one, then it is time for the esti- 
mator to check his labor lists and 
find out why he is low. Did the 
estimator thoroughly understand 
what was involved? Did he try 
to estimate the labor involved by 
what time he thought that he 
could do the job in? 


Hazards of “Lumping" Labor 


If the labor was taken off and 
estimated by the list in Fig. 6 or 
any similar list, the resulting 
labor will be close. If the labor 


was estimated by “lumping it off” 
—in other word, looking at the 
print and then saying “It will 
take X hours’—the chance of 
error is greatly increased. A job 
never looks as though it will take 
as many hours as it usually does. 
Strict adherence to the hours 
given in the labor chart will re- 
sult in a much closer estimate. 


Problems In the Field 


If the error is in the field there 
is very little that the estimator 
can do to remedy the situation. 
Unless he goes on the job and 
shows the labor force why he 
estimated a certain number of 
hours for the job there is no way 
that the estimator can change 
things. However, if the super- 
vision knows that the labor esti- 
mates are usually pretty close, 
they will check to see why there 
is a difference. 

If the estimator will keep his 
labor hours list up to date, if he 
will faithfully follow this list and 
not allow himself to be influenced 
by snap judgements, then the 
labor estimates will come out 
much closer to the actual time 
needed to complete the job. 

When considering the bids 
from subcontractors, there are 
two points to consider. Reli- 
ability and price in just that 
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Fig. 5: Shown above is a portion of a typical labor take-off sheet. Each opera- 
tion is figured separately and then the sheet is totalled for the complete labor 
cost. Non-productive labor such as handling materials, testing, cleanup, etc. 
must also be added. Ordinarily this amounts to about 15 percent of the total 
labor cost. Failure to consider this factor will result in a low figure. 
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of reliability is stressed. Apart 8!=10!" Expansion Jointe j 16 
from this, the lowest bid may be 6!" Exooksion iebtis 1 16 
ore used and only the overhead and Weg! ion eee j 12 
tor the profit must be added. a sn 
on. The overhead will be the same Pipe gauges 4 8 
nd as the overhead used on the rest Draft gauge piping $20 for 
he of the estimate and the profit will matl. 
of also be the same percentage as Radiators 5 16 
ay is used in the estimate. Subcon- Boilers Up to 1,000 sq ft 24 
ge tracts ih in the same category as Up to 2,000 sq ft. 32 
er- any other material that is pur- : 
ti- chased for the job. The only = = ge vi 5 = 
se, difference is in the fact that the . : 
re labor in the subcontract is Oil burner : 1 small 8 
usually used on the job site in- 1 large 16 
nis stead of at the supplier’s factory. Combustion chamber l 16 
he Condensate pump 
nd Figuring Overhead 5,000 E.D.R. and less ] 16 
As can easily be seen from the 10,000 E.D.R. and less ] 32 
takeoff sheets, there has been no 
ut effort to make a perfect job of henge Bad eet Se 
oa taking off the material or labor. 
The point that has been striven Unit Ventilator (smal!) L 16 
ds for is the method of takeoff. The Unit Ventilator (large) ] 40 
_ charts for labor time involved Welding $1.00 per diameter inch of pipe welded: 
li- have been used to estimate the Piping 
- time necessary to do the various 14" 140 ft 16 
operations that are involved in 14!! ~ 3 100 ft 16 
- the installation of the job. When 4" 6" SO ‘ft 16 
= the estimator uses the same sys- 8!’ 25 ft 16 
2 tem time and time again, the 10’ 20 ft 16 
— chances of missing something are ia 1S ft 16 
e. largely eliminated and the Plumbing fixtures 2 8 
chances for a closer estimate are Stand urinal l 8 
greately increased. Wash fountain l 16 
The third installment in this Soil pipe (including cutting and fabricating): 
serits (next month) will illus- 31. Al! 10 joints 8 
trate methods of figuring over- 5! . 6! 8 joints 8 
head and show how excessive 9’ - 10” 6 joints 16 
overhead can be reduced. END 12" 4 joints 16 
Roof flashing 2 $3 for 8 
Fig. 6 (right) i xample of a labor - 
ph a endian anne Gas water heater 1 4 
” i each operation gg eat ¥* a Electric water heater : 
orainar course oO ousiness. os 
“i onan have their own list, based Sump pump 1 16 
‘al on past experience. As labor changes, Sewage ejector (small) 
it is necessary to revise the list. 
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“Get enthused about remodeling. You'll 
be surprised how easy it is to sell!” 





f 


“Try staying open nights. 
We did, and upped our 


gross $30,000.” 


JACK 


Success stories have a familiar ring. But here's 
one with a few new ideas...to help you sell 
more remodeling in the year ahead... 


You’ VE HEARD IT BEFORE. A guy 
goes into business as a plumbing 
merchandiser in 1948, after a 
stint in the Seebees. He has a 
total capitalization of $1500. Six 
years later he winds up with not 
one but two showrooms, six job- 
bing trucks and assets amount- 
ing to $70,000. To make the story 
complete, let’s tack on a name: 
Jack Stephan, Stephan Plumbing 
Co., Los Angeles. 

Probably the best example of 
Jack’s merchandising prowess is 
an incident that occurred just 
recently. Jimmy West, who 
probably sells more water 
heaters than anyone else in 
Southern California, took a lik- 
ing to young Jack. Whenever 
Jimmy’s own journeymen were 
too busy, he’d send the customer 
over to Stephan. This friendly 
referral continued for several 
years. Then one day Jimmy 
phoned Stephan. 

“Jack, I’m awfully sorry, but 


I guess I’m going to have to stop 
sending you our overflow busi- 
ness. Trouble is, once we send 
you a customer, we never get 
him back!” 

Now, a plain success story, no 
matter how dramatic, doesn’t 
help the next guy to do a better 
job. So let’s analyze what the in- 
gredients were that went into 
Jack Stephan’s spectacular six 
years in business. 


What Makes Success? 


Here’s one picture: Jack 
Stephan, in his early days as a 
one-man outfit, went door-to- 
door in his area routing out re- 
pair business. It was tough can- 
vassing house-to-house. Jack 
wouldn’t cherish repeating the 
performance, but his good looks 
and business-like approach won 
him a lot of friends—and cus- 
tomers—who remind him today, 
“T can still remember that day 
you knocked on my door and 
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STEPHAN 


Success at 35! 





“To build business, offer 
the right financing plan 
for every need.” 


asked me to remember you the 
next time a faucet leaked.” 

But more important than raw 
success are the two distinct con- 
tributions made in the plumbing 
merchandising field by Stephan. 
One is his conception of a 
separate showroom, isolated from 
the general confusion and hustle 
of a jobbing shop. Stephan has 
carried out this idea in his new 
showroom (and building) adja- 
cent to his original store. It’s 
a showroom—pure and simple— 
and nothing else. He spent 
$10,000 outfitting it, and its 7600 
sq ft contain six complete model 
bathrooms with tile and wall- 
paper walls. 

Then there’s Stephan’s second 
pioneering contribution to 
plumbing merchandising: his 
policy of staying open three 
nights a week, Monday, Wednes- 
day and Friday. 

Stephan considered that there 
were more arguments for staying 
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open nights than there were 
against it. First, few families 
contemplating the purchase of 
expensive bathroom fixtures 
make the move unless both hus- 
band and wife approve. It’s diffi- 
cult, in the daytime, to get a 
working husband into a store. 
Night is his only leisure time. 
This pretty much depends, of 
course, on the neighborhood in 
which a contractor operates, but 
generally speaking, most areas 
conform to this pattern. 
Stephan figured that he was 
missing a lot of business by clos- 
ing at 5 or 6 P.M. He further 
surmised that some of this busi- 
ness was going to the big chain 
stores which sell fixtures and 


which usually remain open at 
least one night a week, other 
than Saturday. 

But Stephan had a problem. 
While his store is located in a 
growing shopping district, the 
district doesn’t have the pulling 
power of a big-time area less than 
a mile away. A single store open 
nights would not draw much of a 
crowd. So Jack consulted some 
other merchandisers in his im- 
mediate block. A car-parts storé 
next door agreed to experiment 
with three-times-weekly night 
merchandising. That store, com- 
bined with Jack’s two side-by- 
side locations, presented a solid 
150-200-ft of selling frontage— 


(Please turn to center of next page) 


DOES IT PAY TO STAY OPEN NIGHTS? Yes, says Jack Stephan. Since he 
began his experiment in nighttime merchandising, he averages sales of $200 for 
each of the three nights a week he’s open. That adds up to $30,000 “plus” 
business each year. Jack reports that it’s easier to close sales at night since the 
husband usually accompanies his wife on her shopping tour for remodeling. 
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CAN'T STOP SELLING: “I get so 
enthused about what we have to 
offer the public, that I can’t stop 
selling,’ Stephan says of himself. 


What his 
competitors 
say about 
Jack Stephan 






















SUCCESS AT 35! 
- - - continued 


(Continued from preceding page) 
enough, if properly lighted, to at- 
tract considerable attention. 

To gain attention, Jack knew 
that his new showroom must be 
attractive and prosperous look- 
ing. Nothing succeeds like pros- 
perity, and Jack’s showroom 
looks the part. 

What has an isolated, but 
beautiful, showroom meant 
profit-wise for Jack Stephan? He 
has averaged sales in excess of 
$200 every night he’s been open. 
Maybe $200 doesn’t seem like a 
lot, but it means $2500 additional 
gross every month and on highly 
profitable items. That’s a $30,000 
gross “bonus” anually. 

“I don’t know many merchan- 











disers who’d let that kind of 
money slip away to competitors 
if they could help it,” Stephan 
says. 

Much of this “bonus” gross can 
be chalked up to the new show- 
room. The place is designed so 
that one man can operate both it 
and the smaller, 600-sq ft show- 
room next door. This adjacent 
display area features water 
heaters, water softeners and 
other plumbing-connected appli- 
ances. Stephan has an electric- 
eye system rigged so that a bell 
rings if a customer enters either 
of the showrooms. Thus, he can 
attend to both at night, single- 
handed. 


How has the isolated show- 
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STRIKING DISPLAYS like 


those shown above make the 


selling job easier at Stephan’s. 
Sales of food waste disposers, 
toilet seats and vanity lavatories 
went up an average of 40 per- 
cent after displays were set up. 


FAUCET SALES went up 200 
percent when Stephan set up this 
special operating display. Jack 
is shown here as he helps a cus- 
tomer choose a sink faucet for 
her newly remodeled kitchen. 


room upped sales? Take this 
example: Recently a couple 
came in at night—it was Wednes- 
day evening—to look over inex- 
pensive colored fixtures. Jack 
has both high quality and less 
costly colored fixtures on display 
—and has them placed side-by- 
side to emphasize the better 
quality and workmanship of the 
more expensive. Instead of sell- 
ing a low-priced closet, he sold 
one for $160. 

“It would be difficult to sell so 
expensive a unit were it not dis- 
played here—and installed near 
one of lesser quality,’ he con- 
tends. That one sale was worth 
his staying open. 

“Actually,” admits Stephan, 
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“it costs me nothing to stay open. 
That’s because I stagger my 
hours on Monday, Wednesday 
and Friday. On those days I 
work from 7:30 to 2:30, then go 
home for the afternoon. But I’m 
back at 6:00 and stay until 9: 00.” 
Staying open three nights 
weekly and maintaining special- 
ized showrooms are fine ideas, 
but Stephan’s big problem was to 
alert customers to his “open eve- 
nings” policy. This he accom- 
plished by a strenuous, continu- 
ing direct-mail schedule. His 
mailing list runs to 20,000 names 
and to get it out, he figures on 
spending fully five percent of 
his gross for an advertising bud- 
get. Weekly he sends 1000 direct- 
mail pieces, all of them designed 
by Stephans. The literature an- 
nounces the company’s complete 
service, both plumbing and heat- 
ing, and the evening merchan- 
dising program. 


Cost Per Mailing 


The cost of mailing 1000 pieces 
shapes up like this: 
$ 8.00 to addressing machine 

operator (6 kours 
weekly) 

7.00 for printed literature 

(1000 pieces) 

19.28 for pre-cancelled en- 
velopes (including post- 
age) 

$34.28 per thousand, or 3.4 
cents a mailing. 

He usually hits customers’ 
mailboxes three times a year 
with a mailing, his list coming 
from the reverse phone directory. 

“We can definitely trace a lot 
of business to this continued and 
punctual mailing program. Many 
customers come in nights, bring- 
ing our mailing piece with them,” 
says Stephan. 

Jack Stephan isn’t against 
chance-taking. For example, he 
set aside a $10,000 reserve and 
uses it to finance quick-pay ac- 
counts. Although he offers FHA 
and bank terms for longer con- 
tracts, he doesn’t hesitate to 


“carry” a customer for eight to 
10 months—and at no interest. 
“I know plenty of merchan- 
disers will look askance at this 
practice,” he says. “They say 
it’s too risky. Actually, in the 
several years I’ve been carrying 
good customers, and charging no 
interest rates for the service, I 


don’t think I’ve lost $90.” 
He Sets A Limit 


But Stephan is cautious. He 
carries no customer not able to 
pay at least $25 a month on his 
account. He’ll go along with 
financing purchases up to $500, 
although the average runs some- 
where between $150 and $200. 

“Tf I’m in doubt, I can always 
check credit with the Retail 
Credit Assn., to which we belong. 
But basically—as the old saying 
goes—people are honest. If, on 
the other hand, things got tight 
and we exeprienced any sizeable 
losses which cut into that $10,000 
reserve we maintain, then we'd 
stop the practice.” 

The word of time-payments 
without interest rates has spread 
through his retailing area and 
has brought in customers. 

“But,” warns Jack, “I wouldn’t 


advise others trying the same 
thing until they have a fairly 
large reserve fund, a fund which 
under no circumstances need be 
dipped into.” 

As an example, while Domes- 
TIC ENGINEERING was at Steph- 
an’s, Jack sold a $110.40 water 
heater. The customer paid $25 
down, and agreed to pay $25 
monthly until the balance was 
paid. Jack carried him without 
interest. 

“This non-interest, self-financ- 
ing system pays for itself. It 
means, for instance, that many 
customers will buy more expen- 
sive fixtures. Last week I sold 
$450 worth of fixtures to one cus- 
tomer. She'd originally come in 
for an inexpensive water closet, 
but the no-interest plan upsold 
her. This big increase in per-sale 
gross more than makes up for the 
smal] losses which are almost 
bound to occur under any self- 
financing plan.” 


Six Profitable Years 

That’s the picture—a pretty 
clear canvas—showing how to 
invest $1500 and up it to $70,000 
in assets in six short, but profit- 
able years. END 





What his competitors say 


PROBABLY THE BEST EXAMPLE of 
Jack Stephan’s sales ability is 
an incident that occurred a few 
years ago. Jimmy West, who 
probably sells more water 
heaters than anyone else in 
Southern California, took a liking 
to young Jack. Whenever Jim- 
my’s own journeymen were too 
busy, he’d send the customer 
over to Stephan. This friendly 
referral continued for several 
years. Then one day Jimmy 
phoned Stephan. 

“Jack, I’m awfully sorry, but 
I guess I’m going to have to stop 
sending you our overflow busi- 
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about Jack Stephan... 





Jimmy West 


ness. The trouble is, once we 
send you a customer, we never 
get him back.” END 























R. K. WARK, JR., (left), owner of Houston’s Village Plumbing Co., explains 
the benefits of remodeling to a prospect. Wark is expanding his remodeling 
activities as a bulwark against decreasing profits in new construction jobs. 


Build your repair and remodeling business 
now, says Houston contractor, to beat the 
growing profit squeeze in new work... 


Two years aco the Village 
Plumbing Co., specializing in 


new work in booming Houston, 
Texas, had only one truck work- 
ing the home repair and remodel- 
ing business. It was about that 
time that owner R. K. Wark, Jr., 
“saw some handwriting on the 





wall” and decided he’d better 
build up this phase of his busi- 
ness. 

A year ago his residential re- 
pair and remodeling gross had 
grown to $1,800 per month. Now 
it is running $8,000 to $9,000 per 
month and still climbing, a 500 
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percent increase in one year. 

Wark waved no magic wand 
for these startling results. He had 
one method when he started to 
build this phase of his business 
and he still has one method, 
based on the cold, hard economic 
fact that you have to spend 
money to make money. He ad- 
vertises. 

“T spend about $500 per month 
on advertising,” he says. “I de- 
cided long ago that this is one 
thing you can’t do just by stick- 
ing a couple of toes in the water 
to test the temperature. You have 
to jump in all the way. 

“And there’s one other thing. 
That advertising has to appeal to 
the folks who read it. It’s got 
to have that twist.” 


How Wark Advertises 

In his advertising, Wark uses 
every medium except television, 
and the only reason he hasn’t 
used television is that he hasn’t 
gotten to it yet. He’s planning it 
now—a series of spots on water 
heaters. A big slice of his ad 
budget goes for space in the yel- 
low pages of the telephone book. 
Since the maximum permissable 
size there is a quarter page, Wark 
got the volume he wanted with 
six quarter pages. Three of these 
quarter pages are under the 
name “ABA Plumbing Co.” 

“That was just to get on the 
first page of the classifications,” 
he says. “A lot of people, especi- 
ally in emergencies, flip the book 
open to the yellow pages without 
any particular company in mind. 
I think they will look first for 
the maximum-size ads, and I 
think they'll very often take one 
of the contractors advertised on 
the first page of the classification. 
This is strictly an impulse deal 
and that’s one place where it’s 
not especially important to poke 
the name “Village” at them. The 
important thing is to get the call. 
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If they do call me, they’ll see the 
name “Village” on the truck and 
on the uniform of the man who 
comes out. 

“That’s in the ‘Plumbers’ 
classification. I have another list- 
ing under the name Auden be- 
cause I once lived on that street 
and a lot of folks around there 
know me. I have another listing 
under “Village” for all the folks 
who do know that they want to 
call me, people who have seen 
all our other advertising. 

“I have two more quarter- 
pages under water heaters, for 
‘Village’ and ‘ABA,’ and I have 
one ‘ABA’ listing under sewers.” 

But most Houstonians learned 
the name of Village Plumbing 
Co. long before they looked in 
the phone book to find a number, 
for the name is everywhere in 
Wark’s area. Located in the 
fashionable and brand new south- 
west end of the city in the vi- 
cinity of the widely-publicized 
Shamrock hotel, Wark considers 
Main Street and Buffalo Bayou 
the east and north boundaries, 
respectively, of his territory. That 
gives him most of the west half 
of the city. In that area he signed 
a contract with an outdoor adver- 
tising company for 11 of the larg- 
est billboards with the agreement 
that no other contractor would 
appear on a billboard in the 
entire area. 


Uses Hundreds of Signs 

In addition to the billboards, 
Wark has blanketed the area 
with hundreds of smaller signs. 
These are scattered along the 
streets and highways, on trees 
and fence posts, on buildings and 
board fences. 

Wark tries to schedule the 
newspapers once or twice per 
week, his ads normally running 
to quarter-page size, and he tries 
to keep at least three daily spot 
announcements scheduled on 
























































radio. The newspaper ads usu- 
ally push merchandise such as 
water heaters, dishwashers or 
food waste disposers with a 
heavy reference to service and 
remodeling work on other 
plumbing around the house. 


It Needn't Be Brilliant 

“That all adds up to a lot of 
advertising,’ Wark continued. 
“But it wouldn’t be worth any- 
thing, I think, if it didn’t have a 
real appeal, a different twist. 
That doesn’t mean an ad should 
be brilliant. We’re not trying to 


HOUSTON’S BUILDING BOOM is continuing, explains Wark, but 
he feels now is the time to go after less competitive remodeling 
work. Wark’s penchant for advertising his business carries 
even into signs on new construction sites. Traffic in the area has 
come to associate Village Plumbing with “trouble-free” service. 


put out a work of art in a road 
sign. We’re trying to sell plumb- 
ing service. So we have to say 
something in just a few words 
that hits them just right. 

“So all of my signs say some- 
thing designed to hit them right, 
a catchphrase. I'll bet half the 
houses in Houston have at least 
one leaky faucet. So I have 
dozens of signs that say simply 
‘Leaky Faucets? Village Plumb- 
ing Co.’ and the address so they’ll 
know I’m in this part of town. I 
know an awful lot of houses have 


(Please turn to top of next page) 
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ELEVEN BILLBOARDS advertise 
Wark’s various products and services. 
The contractor has exclusive outdoor 
plumbing and heating advertising 
rights in his area. 


(Continued from preceding pages) 
noisy toilets. So I have dozens of 
signs that say ‘Noisy Toilet? Vil- 
lage Plumbing Co.’ I don’t in- 
clude the phone number. They'll 
have to look it up anyway. But 
phrases like that hit the nail right 
on the head. It’s exactly what ails 
them. I get people conscious of 
those malfunctions in their 
plumbing and if they don’t have 
leaky faucets now they will have 
sometime. I think that whenever 
they see a drip or hear a noisy 
toilet they'll automatically think 
of Village, and when they think 
of it they'll call us up to get the 
thing fixed. And repairing or re- 
placing the leaky faucet or toil- 
et is very often the opening step 





in a bigger remodeling sale. 

“IT use that same copy for radio 
spots, because I don’t think it can 
be improved. We don’t clutter it 
up with a phone number on the 
radio either. We just use the 
phrase, company name and ad- 
dress.” 

The catchy phrase shows up on 
Village trucks, too, but in an 
institutional rather than a selling 
theme. The slogan is “We Never 
Sit Down on the Job” printed 
across the top of a toilet seat. 
Wark also has this slogan printed 
on blotters, cut out in the shape 
of a water closet, which he dis- 
tributes in stacks in banks and 
grocery stores. 

It has paid off well. Wark 
started his business in 1946 after 
discharge from military service. 
At that time he had less than $300 
and one 1940 model coupe. He 
thought then that the repair busi- 
ness held too much grief, so he 


built up his new home business 
on the fast-growing west side. 
Three years ago he began to 
worry about the future of the 
new business, realizing the build- 
ing boom couldn’t last forever. 

It is lasting, however, and his 
new business still is large, but 
all growth now is in the direction 
of remodeling and repair. He has 
10 men and 6 trucks on repairs 
and remodeling, and 6 men with 
5 trucks on new work. Having 
built up a big volume in new 
work first, he found costs less in 
repair and remodeling work be- 
cause he bought his materials in 
carload lots. 

“Of course I had to do good- 
work and stand behind it,” he 
says. “But that alone isn’t 


enough. A lot of contractors do 
that. Advertising did the trick, 
and I'll happily double my ad 
budget next year if it keeps on 
producing.” 


END 








TRAVELING BILLBOARDS: Each of Wark’s 11 trucks bear catchy 


slogans which convey the idea that he is well equipped to handle any 
plumbing problem. Slogans that will stay in the reader’s mind also are 
used on Wark’s mail pieces, blotters, radio and newspaper advertising. 
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LEAD BUILDER: Village Plumbing uses dozens of signs like 
this one throughout the Houston area to establish identity with 
repair service. Wark has found that many remodeling jobs are 
sold to customers whose first contact was through repairs. 
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KITCHEN of Tomorrow... 





... Provides 


PLUMBING AND HEATING con- 
tractors in search of new ideas 
for kitchen remodeling can pick 
up some pointers from the 
“Kitchen of Tomorrow.” This 
plan was recently developed by 
kitchen designers of the General 
Motors Frigidaire division, after 
numerous consultations with 
American housewives, plumbing 
contractors and others. 

The nucleus of the new kitchen 
design is an “island” sink located 
in the center of the floor. This 
type of sink, which is accessible 
from either side, has been gaining 
steadily in popularity since its 
introduction a year ago by Amer- 
ican-Standard. 

The island sink is equipped, of 
course, with a food waste dis- 
poser and dishwasher, plus a 
valve that makes it possible to 
control both water temperature 








IDEAS for Today! 


and flow with a single faucet. dial. The drain is electrically con- 
The temperature of the water trolled. Knee room is provided 
being delivered is indicated by for the housewife who likes to sit 
means of an illuminated color (Please turn to center of page 228) 


Legend for Illustration 





1. A center-of-the-floor sink, which is accessible from either side, 


includes a food waste disposer and dishwasher. A special valve 
makes it possible to control both water temperature and flow with 
a single faucet. 


. The freezer is styled as a wall-hung cabinet and is placed at con- 


venient waist-high level. 


. The refrigerator is styled as a companion piece to the freezer and 


wall cabinets. Doors slide vertically to open and shut positions 
at the touch of a button. 


. Cooking center features range and two ovens placed within a 


few steps of the island sink. 


. Kitchen wall cabinets have touch latches to eliminate handles. 


. An ice dispenser located between the merging point of the kitchen 


and living room provides ice cubes, crushed ice or ice water. 
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It TAKES GeorcE LARocueE, of 
Sebewaing, Michigan, a_ long 
time to pack his sales kit for a 
trip to the prospect’s home. Into 
the heating contractor’s kit go 
heating controls, combustion 
testers, a movie projector, jars of 
fuel oil—and even two cans of 
corn. 

“There’s more stuff in the kit 
than I can name offhand,” says 
LaRoche. “But every piece helps 
me demonstrate some portion of 
a modern heating system—even 
the canned corn.” 


How Corn Illustrates Quality 


How does corn illustrate a fea- 
ture of heating? 

It was some months ago that 
LaRoche called on a local grocer 
to give an estimate on a new 
heating plant. The grocer was 
impressed with LaRoche’s plans 
and products, but when it came 
to closing the sale, LaRoche 
found himself facing the nemisis 
of every salesman—price. The 
heating system cost too much for 
the grocer’s taste, and the con- 
tractor prepared to leave. 

Then he spotted some canned 
corn on the shelf. “Say, I just 
remembered. My wife wants me 
to bring home a can of corn.” The 
grocer handed LaRoche a can of 
the highest priced corn on the 
shelf. “Why not give me that 


brand?” LaRoche said, pointing 
to a less expensive can. 

“Well, it’s cheaper,” the grocer 
admitted, “but the one I gave you 
is better quality. There’s not so 
much cob. You know, you only 
get what you pay for.” 

That was the cue for LaRoche. 
“The same thing applies to heat- 
ing systems,” he said. “You get 
what you pay for.” 

“T’ll take it,” said the grocer. 
Since then, LaRoche has used 
that story and two cans of corn 
in discussing the quality features 
of modern heating with every 
prospect. 

Canned corn, of course, is 
merely part of the sales kit. 

“Sometimes,” ‘LaRoche says, 
“IT have so many sales aids, the 
homeowner has to help me carry 
them in. But just having him 
carry the stuff inside gets a pros- 





Part 2 of the George LaRoche story. See also January issue (p.102) 


pect’s curiosity aroused. When 
he sees the thermostats and other 
automatic controls, oil filters, 
perimeter registers and combus- 
tion testers, he wants to know 
what it’s all about. He can’t wait 
to hear the sales message.” 

LaRoche even brings his own 
projector and a manufacturer’s 
film to help the prospect visualize 
how a new heating plant would 
look. “People want to see what 
they’re getting,” LaRoche ex- 
plains. “That’s why I bring 
samples of everything they will 
need—and I explain just how im- 
portant each piece is.” 

Visual selling is important to 
LaRoche as proved by another of 
his selling innovations. For every 
prospect, he sketches in color a 
simple floor layout with the heat- 
ing system drawn in pastels. 
“These plans are the best sales- 





EDITOR’S NOTE: Heating contractor George LaRoche was in- 
troduced to readers as “The Slayer of Sebewaing” in the January 
issue of Domestic ENGINEERING. His flamboyant advertising and 
sales personality (p. 102, Jan.) have attracted hundreds of pros- 
pects in the year his eastern Michigan firm has been operating. 


But LaRoche knows that when it comes to closing the sale, pros- 
pects want facts and figures. He is as well prepared to present a 
down-to-earth sales message as he is in creating extravagent ad- 
vertising. LaRoche’s unusual sales kit (facing page) is equipped 
with everything from a carbon monoxide tester to two cans of corn. 
This final installment in the LaRoche story deals with his kit and 
how it is used to sell 100 heating modernizations a year. 
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men I’ve got,” LaRoche says. 
“People can see exactly how the 
new heating system will improve 
their home.” The plans LaRoche 
presents to prospects have been 
so successful that he has received 
requests from several states to 
lecture contractor groups on 
drawing up similar plans. 

Other sales devices include a 
complete kit of combustion test- 
ing equipment, which permits 
LaRoche to detect weaknesses in 
the present heating system and 
also leads him into one of his 
most effective selling points— 
guaranteed good service. He uses 
the instruments to explain how 


well equipped he is to give fast 
and thorough service. 

LaRoche is particularly proud 
of his carbon monoxide tester. 
He says, “Besides it’s value in 
detecting dangerous conditions, 
it’s a good selling device. Once 
I advertised how only .04 parts 
of monoxide in a million parts 
of air could be fatal to a person 
in 24% hours. Later a lady called 
up and said, ‘Come over here 
with your tester, Mr. LaRoche. 
My canary looks sick.’ 

“Well, I didn’t cure the canary 
of what was ailing it, but I did 
end up with a new job, thanks to 
that tester which made the lady 


conscious of the disadvantages of 
an old heating system.” 
LaRoche’s varied devices and 
stories sell a lot of customers— 
but he emphasizes: “It’s no use 
getting a lot of new customers if 
you keep losing the old ones.” 
He has definite methods for 
keeping customers satisfied. 
Prompt service is the main basis 
for keeping customers, he says. 
“The first cold Sunday last 
fall,’ LaRoche recalls, “I got a 
call for service quite a way from 
the shop. My employees had the 
day off, so I went out, made a 
simple repair, and later that eve- 


(Please turn to center of next page) 


What LaRoche Uses to Sell Heating Modernization: 
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The Sales Presentation in Action . . . continued 






HELPING HAND: George LaRoche, heating contractor, 
gets a helping hand from his prospect, Carl Kunisch, in 
moving sales kit into home. Handling the sales aids helps 
to stimulate the prospect’s curiosity, LaRoche says. 


» C. : 
TWO CANS OF CORN typify LaRoche’s dramatic selling. 


LaRoche uses canned corn to illustrate his theme that “you 
get what you pay for.” LaRoche says that quality corn, 











BENEFITS of modern heating are described for the pros- 
pect’s family with a manufacturer’s film. LaRoche main- 
tains that selling is a visual proposition and tries to illus- 
trate dramatically all his selling points. 





TESTING DEVICES, such as carbon monoxide and smoke 
detectors, help LaRoche locate hazards in old equipment. 
The use of these devices also emphasizes to prospects that 





like quality heating, gives bigger return per dollar. ; 


(Continued from preceding page) 
ning called up to see if every- 
thing was a)] right—and that call 
was worth plenty. The customer 
told me—‘This is the first time 
anybody took enough interest in 
a service call at my place to call 
back and check on the work. I 
won't forget this’.” 

“And he won’t forget,” La- 
Roche adds. “In about four years 
he’ll need a new heating system, 
and I’m the one he'll call.” 

LaRoche sees to it that his 


workers also show the utmost 
consideration for customer needs. 


“There’s nothing like the recom- 
mendation of a customer to get 
a prospect won over,” he says. 


“It’s the little things that count 


when you want to keep cus- 
tomers on your side.” 

LaRoche has an impressive file 
of written endorsements to back 
up his claim of quality workman- 
ship and good service. The con- 
tractor says he can trace five 
recent jobs directly to a clothing 
store owner’s endorsement which 
praises the efficiency of a La- 
Roche installation. The letter 


says, “If at any time you have a 
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LaRoche doesn’t depend on guess work. 


prospect for a furnace and want 
to bring him over to see ours, 
we want you to feel free to do 
so, I might also add that your 
men deserve a pat on the shoul- 
der for the neatness of their 
work,” 

“Advertising like that you 
can’t buy,” LaRoche says. 

LaRoche’s sales presentation 
begins any place, any time, and 
it never ends. He sees to it that 
a customer keeps sold on his firm 
at all times. The result? Over 
100 complete heating moderniza- 
tions last year in a predominent- 
ly rural area. END 
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*You'll make more money selling 
boilers rated on nominal capacity 
fo operate at “cruising speed” 
because you'll never have to 
“make good” a failure. 


Here’s 





pros- 


a the 


BIG 
TRUTH 


about 


guarantees dependability, higher 
efficiency, lower costs, longer life—because it 
means “cruising speed” operation. 


WB There's a lot of confusion in sizing boilers today 
because rating methods have not been brought into 


the open with a clear-cut definition. That's all changed 





with Kewanee Reserve Plus Rating. Here for the first 
time these truths are stated: Only nominal-rated boil- 
ers with built-in reserve safely provide efficiency—low 
maintenance—dependability—longer life. Only nomi- 
nal-rated boilers safely provide for fluctuating loads— 
emergencies—expansion. 

So when you sell or "‘bid'’ compare like examples 
—advocate boiler ratings based on nominal capa- 
city and you'll never have to make good a failure. 

Follow the Kewanee Reserve Plus Rating Plan 


which is based on the commercial code of the Steel 


















moke b . 
a Ol ers. ia Boiler Institute. Kewanee Reserve Plus certifies 50% 
3 that : 
or more extra power for pick-up and additional capaci- 
ty. Kewanee gives you complete data and dimensions, 
vant So you Can realistically consider sizing requirements. 
ours, . ° ° 
d You can count on Kewanee engineering 
D Oo 
your KEWANEE-ROSS CORPORATION * KEWANEE, ILLINOIS 
Division of American Radiator & Standard Sanitary Corporation 
10ul- 
° * Serving home and industry « American-Standard » American Blower 
heir Church Seats & Wall Tile » Detroit Controls « Kewanee Boilers 
Ross Exchangers « Sunbeam Air Conditioners ‘a. 
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NEW 


Appliance Products 





(For plumbing and heating products, turn to page 62) 


Freezer & Refrigerator 
A new upright freezer and a 
companion refrigerator have been 


introduced by Kelvinator. The 











freezer (right) and the refrigerator 
both are 57 in. high and 28 in. wide. 
The 12 cu ft freezer cools by means 
of concentrated coils in the top of 
the storage chamber and in the 
three corrosion-resistant aluminum 
shelves. The 9 cu ft refrigerator de- 
frosts automatically and features 
door shelves, a butter chest and 
slide out and roll out shelves. 

Manufacturer: Kelvinator Div. 
Nash-Kelvinator Corp., 14250 Ply- 
mouth Rd., Detroit 32. 


Electric Range 

A new 39-in. range introduced 
by Hotpoint features a plug-in 
griddle and a double oven. The 
griddle has 170 sq in. of cooking 


area and an oven-type thermostatic 








control on the right side. A Calrod 
heating unit provides even heat 


over the griddle surface. Leveling 
legs permit the flow of meat juices 
to the well at the end of the unit 
for future use. The range also has 
an adjustable surface fry unit that 
is regulated by a control on the 
back panel. 

Manufacturer: Hotpoint Co., 5600 
W. Taylor St., Chicago 44. 


Room Air Conditioner 

A window-type air conditioner 
introduced by Admiral features 
side panels to admit additional light 
for installation needs. Polystyrene 
panels take up window space at the 
sides of the conditioner. Warm air 





passed over the cooling coil also 
has its moisture, removed. Units 
that can heat a room by one con- 


trol adjustment also are avail- 
able. Models in 14, %, 3% and 1-ton 
sizes can be installed in conven- 
tional and casement windows and 
through walls. 

Manufacturer: Admiral Corp., 
3800 Cortland St., Chicago 47. 


Washer & Dryer Team 

A new washer and matching dry- 
er introduced by Whirlpool feature 
extensive control systems for the 
operating cycles. The washer can 
be set for cycles of from 19 to 38 
minutes. An illuminated control 
panel governs more than a dozen 





operations automatically. These in- 
clude quantity and temperature of 
water, time, a shut-off signal and 
indicators that show and determine 
combination of water and the tem- 
perature. The dryer has a control 
panel that provides three different 
temperatures, a variety of time 
cycles and a control for delicate 
fabrics. 

Manufacturer: Whirlpool Corp., 
N. State St., St. Joseph, Mich. 


Refrigerator 

A new refrigerator with a 11.6 cu 
ft capacity that has a special cheese 
compartment has been announced 
by Westinghouse. The two-door 
unit has covered egg keepers, a 
butter keeper and a bottle shelf. A 

(Please turn to top of page 128) 





Airtemp Introduces Casement Window Conditioner 


A new window-type air con- 
ditioner for installation in casement 
windows has been introduced by 
Chrysler Airtemp. The one-half hp 
unit is installed entirely within the 
room and fits standard casement 
sashes. Bolts secure the unit to the 
frame by the same openings pro- 
vided for storm windows and 
screens. The metal cabinet is re- 
movable. The molded plastic air 
discharge grille features movable 
vanes. Controls are under a plastic 
cover at the front. 

Manufacturer: 
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Airtemp Div., 





Chrysler Corp., 1600 Webster Ave., 
Dayton 1, Ohio. 
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““OVER 10,000 Satisfied 


Maryland Home Owners Attest to the Outstanding 


Qualities of REVERE COPPER WATER TUBE—” 


Says, Anthony W. Keene, President, ANTHONY W. KEENE, INC 
Heating & Plumbing Contractors, Baltimore, Md. 


” 





“I’ve been operating in the Baltimore area for over eighteen 


years,” said Mr. Keene. “Typical of the 10,000 units in 

which I have installed Revere Copper Water Tube is the WHY REVERE COPPER WATER TUBE 
Meadow Lane development which you see on the wall of my 

office. I have worked with various builders and they have IS PREFERRED BY — 

told me they wouldn’t specify anything but enduring copper Architects, Builders, Plumbing & Heating Contractors 


water tube for plumbing lines... no rustable materials for 
them. Not only that; copper is easy to bend, needs no 
threaded fittings so naturally we can hold down our installa- 
tion costs. Ever since I have been in business I have used 
Revere Copper Water Tube and have never regretted one 
foot of it.” 

Keep out of trouble with copper... guard your reputation 
for quality work. Use enduring Revere Copper Water Tube. 
There’s a Revere Distributor near you who carries a full 


EASY TO BEND 


Saves Time 


Revere Copper Water Tube 
is easy to bend. Soft temper 
can be bent by hand to meet 
installation conditions. 





stock in both hard and soft tempers. And, if you have tech- 
nical problems, he will put you in touch with Revere’s HANDY LENGTHS 
Technical Advisory Service. Save Fittings... Labor 


Revere Copper Water Tube 
comes in straight lengths of 
20’ in hard and soft tempers. 


60’ coils of soft temper re- 











COPPER AND BRASS INCORPORATED och tn es 
Founded by Paul Revere in 1801 needed. ; 
230 Park Avenue, New York 17, N. Y. SOLDER OR 
aaah COMPRESSION FITTINGS 





Mills: Baltimore, Md.; Chicago and Clinton, IIl.; Detroit, Mich.; Los 
Angeles and Riverside, Calif.; New Bedford, Mass.; Rome, N. Y.— 
Sales Offices in Principal Cities, Distributors Everywhere 


SEE “MEET THE PRESS” ON NBC TELEVISION, SUNDAYS 


Need Less Work Room 

... Save Metal 
No worry about wrench room 
when you use Revere Copper 
Water Tube with solder fit- 
tings. Compression fittings can 
also be used. No threading 
is necessary with either type 
fitting. Wall thickness of tube 
used can thus be less than for 
threaded pipe. 








NON-RUSTING 


pipee lly clogs 
as shown in drawing at top 
right. Non-rustable Revere 
Copper Water Tube suffers 
no loss of flow or pressure 
as shown at bottom right. 
No allowance in pipe size 
need be made for rusi ac- 
cumulation with Reyere Cop- 
per Water Tube, 


Ductahi 
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Appliance Products 





(Continued from page 126) 
fruit bin and two humidrawers that 
store vegetables in moist cold also 
are featured. The freezer compart- 


TR ae? : in 






ment is refrigerated on five sides 
and can store 77 lbs of food. 

Manufacturer: Westinghouse 
Electric Corp., Electric Appliance 
Div., Mansfield, Ohio. 


Dishwasher 

A new under-counter electric 
dishwasher designed for quick 
leading has been introduced by 


General Electric. The unit has an 
open center upper rack that permits 
loading of both upper and lower 


racks at the same time. Glasses can 
be washed in either rack. The dish- 
washer can be installed under new 
or existing countertops and also can 
be converted into a roll-around. 
Manufacturer: General Electric 
Co., Major Appliance Div., 310 W. 
Liberty St. Louisville 2, Ky. 


Electric Range 

A new electric range with a 
broiler unit that may be transferred 
from oven to storage compartment 
has been introduced by Kelvinator. 
The transfer allows simultaneous 
broiling and baking. The oven bot- 
tom catches food drippings and can 





be taken out for cleaning. A rod 
type bake unit heats fast and pro- 
vides even baking at the various 
shelf positions. Cooking elements 
are thinner for faster heating and 
respond quickly to changes from 
high to lower speeds. Chrome sur- 
face unit rings detach at the flip of 
a finger for cleaning. 

Manufacturer: Kelvinator Div., 
Nash-Kelvinator Corp., 14250 Ply- 
mouth Rd., Detroit 32. 


Refrigerator-Freezer 
A new refrigerator-freezer in- 
troduced by Hotppint has a 10.1 cu 





Refrigerator Has Freezer Section At Bottom 


A new refrigerator-freezer in- 
troduced by Admiral has the freez- 
er compartment at the bottom in- 
stead of the top. The appliance 
has a 14.1 cu ft capacity, including 
4.3 cu ft of freezer space. The re- 
frigerator has two roll-out shelves, 
shelves both on the large door and 
on the freezer compartment door, 
butter and cheese keepers and a 
full width aluminum crisper. Push- 
button automatic defrosting is fea- 
tured, as well as slide-out baskets 
in the freezer part. 


Manufacturer: Admiral Corp., 











3800 Cortland St., Chicago 47. 
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ft capacity. The appliance is made 
of aluminum. Features include a 
swing-out meat tray, four large 








door shelves, a small drop shelf, 
butter bin, foil dispenser and two 
left-over jars. The unit has auto- 
matic defrosting and water disposal 
systems. A humidity indicator and 
four shucker type ice cube trays 
are other features. The freezer 
compartment above the storage 
section will store 74 lbs of food. 

Manufacturer: Hotpoint Co., 5600 
W. Taylor St., Chicago 44. 


Room Air Conditioner 

A new window-type air con- 
ditioner that also can be used for 
winter heating has been introduced 
by O. A. Sutton. Electric solenoids 
that provide the desired operation 
are operated by a push button on 


i 





% 


the front. The one-hp unit will cool 
an area of 600 sq ft. Rotating twin 
air circulators move air at 1,600 
cfm and are adjustable. An avail- 
able winter warmer pre-heats fresh 
outside air to room temperature 
during cold weather. A 34-hp unit 
with both cooling and warming fea- 
tures also is available. 

Manufacturer: The O. A. Sutton 
Corp., 1812 W. Second St., Wichita 
1, Kan. 


Room Air Conditioner 
Curtis has introduced a new win- 
dow-type air conditioner designed 
for greater cooling and dehumidi- 
fying capacity. The unit has extra 
(Please turn to top of page 130) 
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Eliminates extra. 
Se 
By eliminating extra traps A. S. Whirl-A-Way helps close remodeling sales. 
A prospective buyer of, say, a food waste disposer can “see” paying 
for reasonable installation charges. But he’ll balk at the needless 
expense of extra traps... extra labor. Whirl-A-Way has been 
shelf, helping dealers everywhere get extra and profitable 
: equipment sales on such items as lavatories, sinks 
and food waste disposers (see illustrations). 
Order now from your jobber. 
WHOLESALERS: Send now for free “CW” Manual 


showing continuous waste needed for any 
two compartment installation. 


WE DISTRIBUTE TH 


AMERICAN SANITARY 
MFG. CO., ABINGDON, ILLINOIS 


. YFAR FA RSHIF 




















Appliance Products 


(Continued from page 128) 
large coils with more fins per inch 
to increase cooling and dehumidi- 
fying. A plastic base is designed to 





eliminate sweating and the Fiber- 
glas insulated bulkhead reduces 
noise. The conditioner is available 
in a pastel green to blend with color 
schemes in home or office. 
Manufacturer: Curtis Mfg. Co., 
Refrigeration Machine Div., 1905 
Kienlen Ave., St. Louis 20. 


Electric Range 

A new electric range introduced 
by Westinghouse features an oven 
with a built-in light and a glass 
look-in door. The light can be 
turned on independently when the 
door is closed or goes on auto- 
matically when the door is opened. 
Surface cooking elements get red 
hot in 30 seconds. The surface ele- 
ments have low, high and medium 
settings. 





Manufacturer: Westinghouse 
Electric Corp., Electric Appliance 
Div., Mansfield, Ohio. 


Refrigerator 

A new refrigerator that requires 
a minimum of floor space has been 
introduced by Coolerator. The 8.1 
cu ft unit is only two ft wide and 
less than five ft high. The refri- 
gerator has three in. of fiber in- 
sulation packed under pressure. A 
balloon type rubber door gasket 
provides a tight seal. A freezer 
compartment capable of storing 
25% lbs of food is at the top. 

Manufacturer: Coolerator Co., 
128 W. First St., Duluth 1, Minn. 


Electric Range 

A new electric range that fea- 
tures a double oven with push but- 
ton controls for the heating ele- 
ments has been announced by 
General Electric. The oven can be 
used for baking on one side while 
a large meal is being prepared on 
the other. Wide door openings pro- 
vide easy access. The oven timer 
is centered on the control panel and 
turns the oven on and off and resets 
itself for manual operation. Con- 
trols of the cooking elements are 


Obituaries 


Louis A. Cor- 
nelius, 83, founder 
and board chair- 
man of the Wolv- 
erine Brass Works, 
Grand Rapids, 
Mich., died re- 
cently. Mr. Cor- 
nelius began work 
at 16 as an appren- 
tice in a plumbing 
plant and later 
was a foreman, branch manager and 
salesman for plumbing and brass con- 
cerns. 

He founded the Wolverine company 
in 1896, which has expanded into one 
of the largest of its type. 

Mr. Cornelius invented many de- 
vices and production aids, and in 
World War I served with the engi- 
neering section of the federal bureau 
of aircraft construction. He played a 
major part in designing the mechanism 
that enabled machine guns to fire 
between propellor blades. 

In 1940 he was honored by the 
National Assn. of Manufacturers as a 
present-day industrial pioneer. 

In 1932 he began several years of 
service as Grand Rapids welfare di- 
rector. He was active in many Masonic 
activities, was a member of the Grand 
Rapids Rotary Club, the American 
Society of Sanitary Engineering and 
the American Society of Mechanical 
Engineers. 

He and his wife celebrated their 
sixtieth wedding anniversary last 
June. Mr. Cornelius is survived by 
his widow, two sons and a daughter. 


L. A. Cornelius 


Charles P. Herbert, 70, retired mem- 
ber of the plumbing industry, in Chi- 
cago, died recently at his summer 
home at Lake Villa, Ill. He was a son 
of the late Charles J. Herbert, a form- 
er treasurer of the National Assn. of 
Plumbing Contractors. Survivors in- 
clude a brother and two sisters. 
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supplemented by a master indicator. 
Manufacturer: General Electric 

Co., Major Appliance Div., 310 W. 

Liberty, Louisville 2, Ky. END 


John E. Dugan, 87, a retired Albany, 
N. Y., plumbing contractor, died re- 
cently. He was formerly associated 
with his father in the Dugan Plumbing 
and Heating Company. He was a past 
president of the New York Assn. of 
Plumbing Contractors. 


Louis J. Brien, 67, who retired from 
the plumbing business two years ago, 
died recently at his home in Holyoke, 
Mass. He had been a Holyoke resident 
for 65 years. He is survived by his 
widow and a daughter. 


George R. Dem- 
ing, 68, president 
of The Deming 
Company of 
Salem, Ohio, died 
recently at the 
University Hospi- 
tal in Cleveland. 
He had been as- 
sociated with the 
company for 49 
years and served 
as president since 1936. 

Mr. Deming was a civic leader in 
Salem, having taken a large part in 
developing the hospitals of that city. 
He also was affiliated with the Salem 
Public Library Board for 20 years. 

He was a member of the Salem 
Rotary Club, Salem Chamber of Com- 
merce and the board of directors of the 
Farmers National Bank. Survivors in- 
clude his widow, a son and a daughter. 


Clarence S. Ruddy, 75, who was in 
the plumbing business for 50 years, 
died recently at his Aurora, Ill., home. 
He was the first master plumber mem- 
ber of the state board of examiners of 
plumbers. He is survived by his widow, 
a son and three daughters. 


A. F. Essig, 69, chief of the Sibley, 
Iowa, fire department and a plumbing 
and heating contractor for more than 
40 years, died recently. He is survived 
by his widow. END 





Geo. R. Deming 
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| 
This DATA may solve YOUR piping proble: 
| y Piping p m 




























ne 
@ Here is the up-to-date story of 
Yoloy Continuous Weld Pipe—a re- 
licator. markable low alloy steel whose 
ae nickel-copper content gives it unique 
END ability to withstand corrosion, abra- 
sion and shock. These outstanding 
advantages combined with high 
strength, ductility and weldability 
make Yoloy Pipe an excellent selec- 
tion. 
Ibany, Proved by 18 years of satisfactory 
ed re- performance, Yoloy is highly recom- 
ans mended by users in such service as 
a past radiant heating, snow melting, gas 
sn. of line gathering, brine lines and other 
industrial piping. 
Spi This new folder presents the facts 
lyoke, and figures on Yoloy’s physical and 
ag chemical properties, with data on 


sizes now available and other infor- 
mation you'll need to select Yoloy 
Continuous Weld Pipe to meet your 
special requirements. Write for a 
copy today. 
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ing THE YOUNGSTOWN SHEET AND TUBE COMPANY ‘Serer?! Otfices Youngstows 


Manufacturers of Carbon, Alloy and Yolo Steel Export Office-500 Fifth Avenue, Ne 
D COLD FINISHED CARBON AND ALLOY BARS - ELECTROLYTIC TIN PLATE - COKE TIN PLATE - WIRE - PI 
163=100 67.0; Gn 10) 8) 0[ Oy t) CONDUIT AOD : iS '+. PLAS BARS - RAILROAD TRACK 
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HERE’S THE NEW 
ALL-WEATHER 


VARI-TEMP 
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"Easy to mount on floor, wall 
or ceiling” 











"Uses hot and cold running water" 


NEW DUNHAM CABINET HEATS, COOLS, VENTILATES 
TO SUIT INDIVIDUAL ROOM REQUIREMENTS 














Stare me 
New Dunham “Vari-Temp” Cabinets now put year Units are also available for heating with steam coil, 
‘round air conditioned comfort within reach of or heating and ventilating with non-freeze steam coil. 
every budget... and within easy reach of every In addition, these handsome, compact cabinets 
room occupant. For “Vari-Temp,” with twin blower save space. One “Vari-Temp” delivers the same 
fans, heats, cools, ventilates, filters and dehumidifies amount of heat as five radiators equal to it in size! 
on an individual room basis. For further information about space-saving, 
Since there’s no need for central system duct work, money-saving, room-controlled Dunham “‘Vari- 
Dunham “Vari-Temp” costs less to install and main- Temp” Cabinets... clip and mail the coupon. 


tain. A single riser, connected to the unit, supplies 
hot water for heating—chilled water for cooling. 


Cc. A. DUNHAM COMPANY 
Dept. DE-2, 400 W. Madison Street 
Chicago 6, Illinois 





Please send your “Vari-Temp” Literature. 


VARI-TEMP CABINETS 


RADIATION * UNIT HEATERS * PUMPS * SPECIALTIES 
QUALITY FIRST FOR FIFTY-ONE YEARS 
Cc. A. DUNHAM COMPANY @¢ CHICAGO © TORONTO « LONDON 


Name e 








Company. 
Address 4 
City. Zone. State 
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Thermostats and Hot Water Temperature Limit C 





KLIXON 


“RELIEF VALVES 





KLIXON RV-5 temperature 
and pressure relief valve 
with fuse plug extension. 
Equipped with test handle. 





- = 





ontrols 








KLIXON RV-3 tem- 
perature and pres- 
sure relief valve 
with fuse plug for 





KLIXON room 


KLIXON RV-O pressure 
thermostat 


relief valve. 


iM. 





KLIXON hot water temperature relief. 
temperature limit Equipped with test 
control handle. 





. Tt | application 
F of Klixon Limit Con- 
» trol and Thermostat 
| on unit heoter. 


Plumbing and heating contractors 
everywhere rely on Klixon con- 
trols for safety and comfort. They 
know from experience that these 
controls not only give lasting, de- 
pendable service but also build 
customer good will. 


Klixon Relief Valves prevent hot 
water tank explosions . . . pro- 
tect tanks from excess temperature, 
pressure or both. 


Klixon Thermostats assure 
straight-line uniform temperatures 
in all types of applications from 
space heaters and unit heaters to 
complete control of centralized 
heating systems, 


Klixon Hot Water Temperature 
Limit Controls are applicable for 
installation as either limit or oper- 
ating controls. Direct acting or re- 
verse acting, all in one unit, reduces 
stocking costs. 


Investigate Klixon Products for 
your jobs. Their accurate perform- 
ance and long life completes every 
quality job. Write for information. 


—KL1xoN— 


SPENCER THERMOSTAT 
Division of Metals & Controls Corporation 
1802 FOREST STREET, ATTLEBORO, MASS. 
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ADIANT STEEL PRODUCTS 
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MANUFACTURERS AND DESIGNERS OF QUALITY 
BOILER JACKETS FOR OVER A QUARTER 
OF A CENTURY 
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(Continued from page 66) 
with a cover and a locknut that are 
easily visible and accessible. 
Manufacturer: Wayne Home 
Equipment Co., Inc., 801 Glasgow 
Ave., Fort Wayne 4, Ind. 


Filter-Blower Unit 

A filter blower unit for convert- 
ing gravity warm air heating plants 
has been introduced by Firewel. 





The unit has a squirrel-type blower 
and can be used with coal, gas or 
oil fired furnaces. The converter 
package is available in 9, 10 and 12 
in. sizes and either with or without 
the motor. The blower is packaged 
and has a baked enamel jacket. 
Manufacturer: Firewel Co., Inc., 


3685 Broadway, Buffalo 25, N. Y. 
Oil Boiler 


A new oil-fired boiler for use in 
homes where space is limited and 
where the chimneys are low has 
been introduced by Crane. The 
packaged unit (the WOW) consists 
of a four or five section boiler com- 
plete with flush jacket, combina- 
tion gage, combustion chamber, 
burner, stack switch, limit control 


and thermostat. A firebox baffle is 
14 WOW 





designed to increase efficiency of 
the boiler by increasing gas travel 
and by radiating heat to the water- 
backed crown sheet. Gases are 
kept from discharging into the 
room by immediate ignition. 
Manufacturer: Crane Co., 836 S. 
Michigan Ave., Chicago 5. 


Closet Auger 

A new auger for cleaning water 
closets has been introduced by 
Flexible Plumbertools. The unit 





features a drop head that operates 
on a universal joint to allow work- 
ing around the “V” of the bowl. 
A rubber ball bumper covers the 
joint to minimize the danger of 
scratching or cracking the bowl. 
The curved area connecting the 
handle to the snake also is pro- 
vided with a rubber sleeve for 
added protection. A left wound 
snake body avoids a kinking ten- 
dency when the right wound head 
becomes caught in an obstruction. 

Manufacturer: Flexible Plumb- 
ertools, Inc., 9059 Venice Blwd., Los 
Angeles 34. 


Cabinet Lavatory 


A new cabinet lavatory intro- 
duced by National Vanity is a 


double unit with 8 cu ft storage 





cabinets. The one-piece top and 
cabinets are encased in Formica 
and have rounded corners for added 


leg room and simplified cleaning. 
A drawer in the narrow center 
section can be used to store small 
articles. A single bowl and cabinet 
model also is available. Formica- 
covered medicine cabinets are 
available in matching tones. Stock 
models are in nine colors. 

Manufacturer: National Vanity 
Co., Bayonne, N. J. 


Corner Bathtub 

A new square-type bathtub for 
corner installations has been intro- 
duced by Kohler. The bath is avail- 
able with either right or left-hand 





outlets and has an integral seat for 
sit-down bathing. The bath is 48 by 
44 by 14 in. and is offered in white 
and six colors. The enameled cast 
iron fixture can be ordered with a 
mixer fitting and a multi-spray 
shower head. 
Manufacturer: 


Kohler, Wis. 
Sink Frame 


A new frame for cabinet sinks 
that have a flat rim or china bowl 
ledge % to % in. thick has been 
introduced by Selck. The unit (the 
Hudee) is available in stainless 
steel or aluminum. Fastening lugs 

(Please turn to top of page 140) 


Kohler Co, 





Morton Introduces Heating Volume Calculator 


A new calculator introduced by 
Morton can be used for figuring 
areas and volumes for heating. The 
unit operates like a slide rule and 
provides readings to the nearest 
square foot. The heating area fig- 
ure is found by setting one dimen- 
sion in a window and referring to 
the same figure under the other 
known dimension. Window areas 
can be found with the aid of a 
sliding sleeve. This external runner 
also is used in finding volumes, The 
unit is 334 by 9 in. in size, is made 
of plastic and has a leatherette case 
for storage. 

Manufacturer: Paul S. Morton 
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Engineering Service, 609 Bangor 


Rd., Lawrence, Mich, 
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; Bottle Cooler with compartment also available. 
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Smart, New Water Coolers... 


Featuring All requirements for your 
expanding markets...commercial and industrial 


CHECK THESE FEATURES: 
@DUAL ELECTRIC CONTROL—FINGER-TIP PLUS TOE-TIP . . . only Westinghouse provides 


the convenience of dual electric control at no extra cost...with electrically operated solenoid water 
valve that ends valve stem packing leaks and reduces wear and maintenance. 


@ EXCLUSIVE SUPER SUB-COOLER AND PATENTED PRE-COOLER .. . substantially 
increases cooling capacity and lowers operating cost by utilizing cold waste water to pre-cool both 
the incoming drinking water and the refrigerant. 


@ AUTOMATIC STREAM-HEIGHT CONTROL... automatic stream-height control is built into 
the bubbler assembly. Provides proper drinking stream; prevents squirt or dribble, regardless of 
normal variations in water pressure. 


@ COMPACT, MODERN. STYLING . . . baked enamel in attractive silver-grey hammertone finish. 


New escutcheon, stainless steel top. Occupies only 14” x 14” of floor space. 


@5-YEAR GUARANTEE PLAN ... on the entire Hermetically-Sealed Refrigeration System. 


Coo} a 


WATER 


SPECIAL OFFER FREE 


Get yourself a new 1954 Westinghouse Water Cooler at a This decal can be insert- 


‘ P A ed in your store window 
very special price, When hooked up, it can be an excellent > door to invite people 


traffic builder. As a floor sample, it helps you sell. Don’t inside. Call your local 


miss out—order now! Westinghouse Distributor 
Salesman today. 





you CAN BE SURE...1F ws Westinghouse 


Westinghouse Electric Corporation ¢ Electric Appliance Division ¢ Springfield 2, Mass. 


WAC2 WAP7A wwPl3 wsCcl 
Compartment 1-Gallon, 13-Gallon, Compartment 
Pressure Cooler Remote Cooler Remote Cooler Bottle Cooler 





ners WWE14B 
14-Gallon, 

we hit Cooled Water Cooled 

Eaplesion-Proot Explosion-Proo! 








at 
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Easier to Sell. Crane fixtures are the easiest of all plumbing 
fixtures to sell because: (1) Only Crane offers such advanced 
styling. (2) Only Crane provides a choice of white and eight 
decorator colors. (3) Only Crane features fixtures with famous 
Dial-ese controls. (4) Only Crane can show fixtures like this 
Marcia lavatory in its national advertising! 


The foremost name 
in plumbing 





Most people prefer it 





Here’s the same picture (only smaller) that your cus- House Beautiful, American Home, Household, Sunset 
tomers will be seeing in Crane’s big full-page advertise- _. . . and farm magazines from coast to coast. 


ments in current national magazines. Watch for the ads... and see how easily you can 


And while we’re showing these beautiful fixtures, we’re — make profitable sales to people who prefer Crane even 
making it plain to your customers that they can easily _ before they come to see you! 
afford Crane...and we're sending them to you for 


he facts. 
sao for these ads, all through 1954, in the mag- .. RA N E CA). 


azines that influence your customers the most: The — ¢gEnERAL OFFICES: 836 SOUTH MICHIGAN AVENUE, CHICAGO 5 
Saturday Evening Post, Better Homes & Gardens,  vALvEs © FITTINGS © PIPE ¢ PLUMBING AND HEATING 
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NUMBER 1 IN A “How-To” series 








HOW TO CURE A 
CUSTOMER 
HEADACHE 
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JOHN EXPERT 


PLUMBING 
AND HEATING 








UIT TING 
BUSINESS 











<hr Sees 





@ Following John Expert’s example is one way. But 
the sure cure for customer dissatisfaction due to in- 
efficient water heater operation is to install water 
heaters with Titan Tankmaster controls. 


TANKMASTERS are built to exacting engineering stand- 
ards and are laboratory tested to insure safe, de- 
pendable, accurate and economical operation. 


TANKMASTERS are original equipment on some of the 
finest water heaters on the market. 


TANKMASTERS have proved themselves in many thou- 
sands of domestic water heater applications by virtu- 
ally eliminating post-installation service. 


TANKMASTER performance is guaranteed by one of 
the oldest manufacturers of water heater controls in 













the nation. Our many years of experience in this 
field is your assurance of unsurpassed quality. 


a “ ad 


These are some of the many reasons why we 
KNOW Titan Tankmasters should be original equip- 
ment on the water heaters you sell. We'd like the 
opportunity to have our representative tell you 
more about the many advantages in selling Titan- 
equipped appliances. Clip the coupon below for our 
latest complete-line catalog of controls and service 


instructions. 


THE TITAN VALVE & MANUFACTURING CO. 


9913 ELK AVENUE ° CLEVELAND 8, OHIO 


THE TITAN VALVE & MANUFACTURING CO. 
9913 Elk Avenue, Cleveland 8, Ohio 
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(Continued from page 135) 
available are for use with 5 to % 
in. counter tops, plus top covering 
material up to % in. Another lug 
is for ¥% to 1 in. tops, plus coverings 
up to % in. thick. 

Manufacturer: Walter E. Selck 
and Co., 225 W. Hubbard St., Chi- 
cago 10. 


Air Filter 

A new air filter for high and low 
velocity air conditioning systems 
has been announced by Farr. The 
l-in. unit operates between 800 
and 1,200 cfm per 20 by 20-in. 
panel. When operating at a high 
velocity the filter face area can 





be reduced. A herringbone-crimp 
screen construction has been modi- 
fied by adding a gabled crimp de- 
sign for efficiency with minimum 
thickness. The unit is designed to 
hold 800 grams of fine test dust 
between cleanings. 

Manufacturer: Farr Co., Box 
10187, Airport Station, Los Angeles. 


Packaged Air Conditioner 

A new packaged air conditioner 
for commercial use also can be 
fitted with a heating coil to provide 
year-around conditioning. The unit 
features sectional construction, 
with compressor, blower and plen- 
um available separately. The heat- 
ing coil can be mounted in the 
blower cabinet. The conditioner 





has an airfoil louver discharge 
grille and a single filter section 
that can handle both fresh and re- 
circulated air. Five models are 
available in capacities of from two to 
10 hp. 


Manufacturer: United States Air 
Conditioning Corp., 3300 Como 
Ave., S. E., Minneapolis 14. 


Pipe Packing 

A new packing for pipe fittings is 
designed to expand when wet to 
provide a leak-proof joint. The 


packing features long staple jute 
fiber and is treated with a com- 
pound that packs down to a tight 
seal. The packing is pre-cut in 27- 
in. lengths and is put up in a 5-lb 
box for easy handling. The product 
also is available in coils and other 
sized cartons. 

Manufacturer: American Mfg. 
Co., Ames, Noble and West Sts., 
Brooklyn 22. 





Baseboard Radiation 

A new baseboard for steam and 
forced hot water heating systems 
has been introduced by Union As- 





bestos. The heating element is 1,000 
lb pressure tested, nine gage tubing 


in 1 or 1%4-in. IPS, bonded to self- 
spacing fins. The fins have inter- 
locking collars and are spaced 34 to 
the foot. Hangers are formed from 
the back plate and designed to sup- 
port the front cover. The front 
cover is of one piece and snaps 
onto the back plate. Air is directed 
through slotted holes away from the 
wall. The baseboard can be used 
for either flush or recessed instal- 
lations. 

Manufacturer: Union Asbestos 
and Rubber Co., 332 S. Michigan 
Ave., Chicago 4. 


Heating System Control 

A new hot water heating system 
control that combines an inside 
control panel and an_ outside 
weather head has been announced 
by Tork. The unit is designed for 





multiple family dwellings and com- 
mercial use. It synchronizes heat 
output to demands of the weather. 
Heat is cycled on the control panel 
according to outdoor temperature 
and indoor heating needs. The 
control starts and stops the heating 
plant at pre-selected intervals as 
set on a 24-hour dial. Panel signal 
lights indicate proper and current 
operation. A device for automat- 
ically skipping heating days is op- 
(Please turn to top of page 145) 





u 


Heavy Duty Roof Drain Announced by Josam 


Josam has introduced a new 
drain for flat roofs in localities 
where heavy rains and storms oc- 
cur. The unit has a deep sump to 
hold excess water before it enters 
the leaders. The drain (the Level- 
eze) has a flange that can be raised 
or lowered to adjust to insulation 
thickness after leaders have been 
installed and the roof laid. The 
drain body can be installed and 
connected to the conductor to serve 
during construction. Later, an ad- 
justable top collar with integral 
clamp ring and gravel stop is set to 
the proper height for insulation and 
roofing. To complete, only the roof 
finish is cut and the collar adjusted. 


140 





A companion drain is available for 
promenade decks. 

Manufacturer: Josam Mfg. Co., 
Dept. X4, Michigan City, Ind. 
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Showers Can Be Trusted 
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Caf FREEPORT, ILL., JUNIOR HIGH SCHOOL 
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Architects and Engineers: CHILDS & SMITH, Chicago @ Plumbing Contractor: STEWART N. NEILSON, Inc., Cary, Ill. 
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Are Individually Controlled by 
Powers Thermostatic Water Mixers 


° and sudden shots of cold or hot water caused by 


Just ONE Shower ACCIDENT @ PRESSURE oz @© TEMPERATURE 


may cost many times more 









Ragnar ig: 







Double Safety of 





makes them SAFE against scalding 


than POWERS mixers. fluctuations in water supply lines. 
e No Shower is Safe Without this Double Protection— Powers ther- 
10 to 20% Water Saving. No need mostatic water mixers always hold the shower temperature 
to get out of shower and readjust it because constant wherever the bather wants it. They are completely 
of fluctuating water temperatures. automatic. Failure of cold water instantly shuts off shower. 





ry Delivery temperature is thermostatically limited to 115° F. 


For Utmost Comfort, Safety and Economy Install Powers Mixers @ Write for Bulletin 365 


Established in 1891 e THE POWERS REGULATOR COMPANY « SKOKIE, ILL. 6 Offices in Over 50 Cities 




























HERE iT IS... 


Packaged ani 





popular sizes in 100-ft. coils of 75 Ib. pipe 
now boxed in handy dispensing cartons 


ClearStream 75 Ib. PressuRated Pipe for farm water systems 
is easier to stock, sell, and handle on the job. The popular 
sizes of 75-lb. pipe — 1/,””, 3/,/”, 1” and 114,” — are packaged 
in 100 ft. coils in handy dispensing cartons. Packaged pipe 
comes to you as clean, unmarked and in the same perfect 
condition as the day it was inspected and packed at the 


Yardley factory. 

All cartons are clearly labeled as to size and pressure 
rating for easier handling in warehouses, on dealers’ shelves 
and on the job. The boxed sizes and all other sizes and 
types of PressuRated Pipe are supplied in standard or half 
coils. 

















pick 


wall 
pres 
is n 
mig] 
30 | 


YA 


nd 

















id pressure 
ars’ shelves 
- sizes and 


rd or half 








YARDLEY Lleardtream PLASTIC PIPE 





100 LB. For golf courses and 
cemetery sprinkler 
irrigation systems, 
municipal service 
lines and extensions. 


75 LB. For Farm Water System Piping and other 
normal pressure applications. 





PressukHated 






125 LB. For high-pressure 
cold water and 
chemical lines. 


means the same working pressure 
ec e e the same safety factor in every size 


Here’s the biggest improvement in water system plastic 
piping yet. Yardley PressuRated Pipe eliminates previous 
confusion — offers big advantages to both those who use 
pipe — and sell it. 

At last, you can determine exactly the right pipe for 
any installation. Just select the working pressure — then 
pick the pipe. That’s all there is to it. 

Yardley PressuRated Pipe is engineered with sufficient 
wall thicknesses to provide adequate safety factors for rated 
pressures. This is not true with ordinary plastic pipe which 
is made in metal-pipe wall thicknesses so that one size 
might be rated at 100-lb. pressure — another size at only 


30 Ibs. 


Now, with PressuRated Pipe, all-you do is determine 
the pressure a job requires — 75 Ib., 100 Ib. or 125 Ib. 
Whatever size you use, whether it is from 14” through 2”, 
PressuRated Pipe will withstand the working pressure to 
which it is rated. Every size is the same. 

PURE POLYETHYLENE 
Yardley guarantees PressuRated Pipe to be made of 100% 
virgin material. It provides all the other plastic pipe 
advantages — weighs 14 as much as steel — won't rot, rust 
or electrolytically corrode — saves up to 60% of installation 
costs. 

Standard inside diameters permit the use of standard 
Yardley fittings and adapters with a few simple tools. 


Write for Bulletin 36 


YARDLEY PLASTICS CO. 142 PARSONS AVE., COLUMBUS 15, OHIO 


In Canada: DAYMOND CO., LTD., Chatham, Ont. 


Export Sales: F.& J. MEYER, 115 Broad St., New York 4, U.S.A. 
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NOW! AUTOMATIC HUMIDIFIERS 
» FOR CONVECTOR RADIATORS 


CABINET 














EVAPORATOR [f 
PADS 


HUMIDIFIER 


sasailadtaiie: AUTOMATIC 


WATER 
FEEDER 


CONVECTOR 
RADIATOR 


The only automatic humidifier on the market 


made especially for modern convector radiators 


@ Only 33¢ inches deep. Fits even the extremely shallow con- 
vector cabinets. 

@ Water is supplied directly to feeder from the convector on 
hot water systems. On steam installations, water is taken 
from nearest supply through copper tubing. 

@ Completely automatic. Float-controlled valve keeps water 
line constant. 


@ Maximum evaporating area. Unique design of water troughs 
makes every inch of this humidifier a working surface which 
creates more evaporating area. 

@ Minimum air restriction. The separate, narrow 38 inch 
troughs which hold the evaporator pads are spaced to allow 
free flow of heated air between the pads and on all sides 
of unit. 


Available in both 2 and 4 trough units in 10 different sizes. 


The new Maid-O'-Mist Convector Humidifiers are made in evaporating capacities of 1 to 5 gallons per 
day. Construction throughout is of non-ferrous metal. Easy to install. Cet full information from your jobber 
or write us direct for complete details. 


AUTOMATIC HUMIDIFIERS ..... AUTO-VENTS 
WATER LINE CONTROLS . HEATING SPECIALTIES 


MAID -O’: MIST,In 
3217 NORTH PULASKI ROAD . CHICAGO 4i, ILL. 
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(Continued from page 140) 
tional. Fresh hot water may be 
provided in the summer, without 
heating the building. 

Manufacturer: Tork Clock Co., 
Inc., 1 Grove St., Mt. Vernon, N. Y. 


Blower 

A new large capacity blower for 
cooling and ventilating uses has 
been introduced by Standard Elec- 
tric. The unit can move up to 600 
cu ft of air per minute to quickly 
remove fumes, smoke and stale air. 





The blower has an automatic cut- 
out that stops the motor before it 
can overheat. The unit has a six- 
in. wheel. The blower unit is avail- 
able in smaller sizes of various 
capacities and current character- 
istics. 

Manufacturer: Standard Electric 
Mfg. Co., Inc., West Berlin 12, N. J. 


Ratchet Chain Wrench 

A new ratchet chain wrench in- 
troduced by Owatonna is designed 
for use in close corners or against 
a wall. A length of chain is fastened 
to the handle, and teeth at the ful- 
crum end provide gripping for 


turning the work after the chain 
has been attached. The wrench has 


= 


a 12-in. steel handle, and the 15-in. 
chain is designed to withstand 6,000 
Ibs. The chain also enables the op- 
erator to handle pipe, conduit and 
other round, hexagonal or octagon- 
al material from 5% to 44 in. OD. 
Manufacturer: Owatonna Tool 
Co., 341 Cedar, Owatonna, Minn, 


Bonnet Gate Valve 

A new bonnet gate valve de- 
signed to operate under the most 
severe conditions has been intro- 
duced by Ohio Injector. A flexible 
T-type stem-to-wedge connection 
includes wedges of bronze fitted to 
heavy duty integral seats. Lug-type 
hexagonal union rings provide flat- 
mating surfaces for maximum seal- 
ing with minimum turning effort. 
Thread chambers in the unit are 





proportioned to prevent ends of the 
connecting pipe from contacting 
the seat walls. Large, ventilated 
handwheels are die cast and are 





Dayton Water Softener Has Electric Valve 


A new water softener that fea- 
tures an electrically operated valve 





designed to eliminate flow adjust- 
ment has been announced by Day- 


ton. The electric solenoid valve is 
actuated by a mechanically oper- 
ated clock and switch. Hard water 
enters at the top and flows through 
a resin bead bed which removes 
calcium, magnesium and iron com- 
pounds to soften the water. Re- 
generation requires five minutes in 
an 8 gal. 25,000 grain size. The four 
8 to 14 gal. models are available 
in 25,000 to 70,000 grain sizes. The 
unit has a galvanized steel tank 
and adjustable feet for leveling on 
the floor. The unit is finished in 
white enamel, 

Manufacturer: Dayton Pump 
and Mfg. Co., 500 N. Webster St., 
Dayton 1, Ohio. 
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designed to remain cool in opera- 
tion. The valve is offered in 125 
and 150 lb pressure classes. 

Manufacturer: The Ohio Injector 
Co., Wadsworth, Ohio. 


Oil Burner 

A new oil burner for heavy duty 
commercial use has been intro- 
duced by Iron Fireman. The unit 
is available in capacities of from 
four to eight gph and is built 





around a cast iron fan housing. The 
position of the atomizing nozzle 
and the air diffuser assembly can 
be adjusted externally. A totally 
enclosed, permanently lubricated 
motor runs on ball bearings. The 
burner is available either with 
stack switch or electronic controls 
in draft tube lengths of 9, 16 or 22 
in. Twin nozzles provide improved 
atomization. 

Manufacturer: Iron Fireman 
Mfg. Co., 3170 W. 106th St., Cleve- 
land 11. 


Bathtub Enclosure 

A new enclosure for recessed 
bathtubs has been introduced by 
Shower Enclosures. The unit has 
glass doors that are mounted in 
aluminum brackets and slides. 
Double overhead ball bearing roll- 
ers are cadmium plated. Neoprene 
rubber glass channels provide 
watertight performance. The en- 





closure is mounted by securing two 
side jambs to the walls and the 
bottom rail to the tub. The top rail 
and doors slide into place. The unit 
(Please turn to top of page 148) 
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An opportunity to make a lot of 


Thig Great New GE Line! 








New Custom Model 48" Dishwasher Sink — the finest 
all-electric, all-automatic dishwasher-sink in America. 
The leader of General Electr'c’s new full line of sinks 
and under-counter dishwashers. 

All models are fully automatic—all are specially 
designed for easy installation. Sink models are ‘‘pre- 


plumbed”’ for easy installation of Disposall.® 

24" dishwasher models may be installed under exist- 
ing counter surface to right or left of sink—or as a 
free-standing unit. Can be drained into sink waste line 
or Disposall. Special wood fronts available for custom 
installation. 


6 beng =, 


New improved dishwasher racks. Amazing 

capacity! Easiest to load. No racks to lift 

or shift! 

New improved dishwasher detergent cup 
optional second wash. Cleanest, most san- 

itary dishwashing possible. 

Selective control with Tel-a-Wash lights 

shows stages of cycle. Control provides 

completely automatic or manual operation 

as desired. Drying cycle’can be used as 

plate warmer! 

New silverware basket. Greater capacity. 

Holds full day’s load. Silver loaded “‘points 

down”’ for safety and convenience. 

New sink top—specially designed ‘‘no- 

drip” edge. 


6 


New single-control faucet, back-mounted 
for easy cleaning. 

New built-in fluorescent light over sink 
bowl. 

New and bigger under-sink storage. 
Under-sink lighting—automatic, door op- 
erated. 

Utility door—holds many accessories. 
Convenient paper towel dispenser. 
Special rack for hand towels. 

Special racks for soaps and detergents. 
Convenient, easily removable trash basket. 
Extra intermediate shelf—specially for 
scouring materials. 

Automatic touch latch on the door. 


Brand-new Standard Model FC-20— for installation 


where price is the key to sales! 


Top-quality General Electric engineering inside and 


Febr 








out. Big capacity, continuous feed. Specially designed 


for quick and easy installation. 

é De luxe models FA-4 and FA-45 have famous G-E 
safety Twistop control which operates a_ built-in 
switch. No separate wall switch required. Model FA-45 
is the only disposer which allows for a high roughing-in 
without a wall switch. De luxe models carry a written 
5-year protection plan. 
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extra money in 1954 with 


This New GE 





Plumber Plan! 





To make it easier for you to buy 
G-E Dishwashers and Disposalls 
General Electric distributors have, 
wherever necessary, revised distribution 
methods to make it easier for plumbers 


To make it easier for you to profit from 
G-E Dishwashers and Disposalis 
The New Line of G-E plumbed-in appli- 
ances is priced to allow you liberal profit 
margins you don’t always get on other 


to buy G-E plumbed-in appliances at products. 


really competitive prices. Less Labor—More Material. Labor over- 
T St see 't 1 head, your worst profit-killer, is at rock 
o make it easier for you to se bottom with these high-profit items. 


G-E Dishwashers and Disposalls 





A Complete New Line — the finest, most 
complete line in G-E history with sales 


features your customers want! It’s Your Business. No other type of 


retailer can beat you at selling G-E 
Dishwashers and Disposalls. You’re the 
man who can quote an installed price. 





New Demonstration Units — complete 
kits for selling either Dishwashers or 
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pe where ington pg te 7 You’re in on the ground floor for a two- 
ew the fastest—in your prospect’s kitchen. way profit! 
as a To make it easier for you to install 
can G-E Dishwashers and Disposalls 
stom 

They’re Designed and Built with your 

problems in mind. No other line is so 
ween simple and easy to install. 

The Exclusive G-E Boring Tool lets you 
r sink adapt any kitchen sink for Disposall 

installation in less than 15 minutes. 
or Op- 
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(Continued from page 145) 
fits 5 and 514-ft tubs. The enclosure 
is shipped in one carton, with the 
doors factory assembled. 
Manufacturer: Shower Enclos- 
ures, Inc., 1227 W. Devon Ave., 
Chicago 40. 


Oil Furnace 

A new oil-fired counterflow fur- 
nace introduced by Sunbeam is de- 
signed for homes without base- 
ments. The unit has a high tem- 
perature stainless steel combustion 
chamber and is approved for zero 
clearance installations. A_ single 
pass radiator heats evenly and has 
a large, readily accessible cleanout. 
Built-in filters are replaceable 
without dismantling the flue pipe. 
A manual reset limit control pro- 





tects motor and filter. The unit 
can be easily converted to gas. Oil 
and gas-fired models have Btu ca- 
pacities of 76,000 to 100,000. 
Manufacturer: Sunbeam Air 
Conditioner Div., American Radi- 
ator & Standard Sanitary Corp., 
709 Bessemer Bldg., Pittsburgh 22. 


Plumber's Furnace 

A new plumber’s furnace intro- 
duced by Met Sales is designed to 
provide high heat even under ex- 
treme wind conditions. The unit 





uses a high pressure, self-mixing 
burner that requires no pumping, 
priming or pre-heating. Heat is 


controlled up to 2,350F to reduce 
the danger of burning the lead. 

Manufacturer: Met Sales & Mfg. 
Co., 1217 N. Main St., Rte. 6, Rock- 
ford, IIl. 


Pipe Wrench 

A new heavy duty pipe wrench 
designed for adjustment ease and 
durability has been introduced by 
Toledo. The wrench can be set to 
the desired opening by using a 
scale on the hookjaw. The movable 
jaw is set by turning a nut. A 


_ — 


spring keeps the jaws open when 
the unit is not in use. The handle 
is heavy for increased strength and 
to provide a sound grip. The 
wrench is available in 6 to 48 in. 
sizes, 

Manufacturer: Toledo Pipe 
Threading Machine Co., 1445 Sum- 
mit St., Toledo 4, Ohio. 


Water System Air Chorger 

A new air charger for water sys- 
tem pressure tanks has been an- 
nounced by Decatur Pump. The 
unit is designed for use with cen- 
trifugal and turbine deep and shal- 
low well pumps. It is designed to 
permit operation under low suction 





conditions without special equip- 
ment. Metal parts in contact with 
water are bronze to minimize cor- 
rosion. 

Manufacturer: Decatur Pump 
Co., 2750 Nelson Park, Decatur, IIl. 


Sewer Cleaner 

A new sewer cleaning machine 
introduced by Spartan has been 
designed to be moved easily on its 
two rubber-tired wheels. Two 
other wheels above and behind the 
base wheels simplify moving the 
cleaner up and down stairs. The 
unit is designed to clear 3 to 10-in. 
lines and has three-blade cutting 
tools that center cable within pipe. 
An enclosed drum prevents soiling 
of walls, floors and ceilings and 
houses 110 ft of double strength 
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inner core cable. The cleaner is 
controlled by a foot switch, to leave 





both hands free to guide the cable. 
Manufacturer: Spartan Tool Co., 
1918 Columbia Ave., Chicago 26. 


Gate Valve 

A new valve for liquid systems 
has been designed by Richmond to 
withstand wear during opening and 
closing. The valve has a disc that 
rotates rapidly at the moment of 
closure. Foreign particles are 





thrown off by centrifugal force and 
the turbulence created suspends 
the particles while the disk is pol- 
ished against the seat. 

Manufacturer: The Richmond 
Foundry & Mfg. Co., 1115 Hermit- 
age Rd., Richmond 20, Va. 


Furnace Pipe 

A new furnace pipe with a snap 
lock for quick and simple instal- 
lation has been announced by St. 
Clair. The pipe is available in 3 to 
12 in. sizes, in 24, 26, 28 and 30 gage 





galvanized steel. It is installed by 
snapping the two edges together to 
the desired circumference. The pipe 
can also be used for air condition- 
(Please turn to top of page 153) 
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leave 
an ee 
smaliest...most inexpensive 
cable. P 
J eve b it! 
bs | ver a4 a 
Ideal for: 
_. Motels - Hotels eneld e 
g and Small Apartments 
’ that ” 5-IN-1 
nt of Factories Only 42 inches wide 
are . =< 
Trailers 
ee 
and 
ends 
oti o 
oo 5 YEAR 
10nd —_— GUARANTEE IN WRITING 
mit- Financing available through 
our easy 24-month payment plan 
@ vouste SINK One-piece porcelain top of © oven Large handy oven with broiler and 
snap heavy gauge steel. Faucet and all hardware triple- Robertshaw Automatic Temperature Control. Com- 
4 chrome plated. pletely insulated from refrigerator. 
sed © purners Unit comes with 3 gas burners © REFRIGERATOR Six cubic feet of space. 
(easily adjusted for bottled, natural or manufac- Electric sealed, self-oiling Tecumseh unit. Owens- 
tured (L.P.) gas), or 3 electric burners (220 V.). Corning Fiberglas insulation. Convenient bottle 
shelves in door. 
@ Freezer Holds 9 ice cube trays, or 12 
standard frozen food packages. 
NATIONWIDE SALES AND SERVICE | 
‘ : for complete details and specifica- 
LOS ANGELES: Dept.m@-2, 4542 E. Dunham St. WRITE niet aie eet ttt S454. Clee 
BOSTON » CHICAGO * CLEVELAND units without oven only 27 4 inches 
MIAMI + NEW YORK + PHILADELPHIA eS wide — both gas and electric (either 
SAN FRANCISCO « SEATTLE * TAMPA ea 110 V. or 220 V.). 
by eee eee ee ee ee ee ee oe ee oe ee ee oe oe oe 
r to GENERAL AIR CONDITIONING CORP. Dept.jy-2, 4542 E. Dunham Street, Los Angeles 23, California 
ripe Please send me complete infor- NAME___ Sin leitch ; ; OCCUPATION 
on- mation and specifications on 
) General Chef units, and name ae a. oe ae eee ee ae ae a 
of nearest distributor. CITY = ee a 














~ aera mmereRr eee ce rine nr 


———— ee 











DOMESTIC ENGINEERING 


ERMAN NELSON 








UNIT HEATERS 


HORIZONTAL UNIT HEATER 










INDUSTRIAL “UNIT HEATER 


Pleasing customers is easy when you have the com- 
plete Herman Nelson line to draw upon! In all, 63 
models and sizes in unit heaters, give you a wealth of 
sizes and capacities to handle all types of installations 
... from small stores and offices to large industrial jobs. 
Herman Nelson Unit Heaters are styled with clean, 
modern lines... engineered for efficiency and long 
life... backed by a company that has pioneered in 
the development of heating and ventilating equipment. 
Standardize on the Herman Nelson line... the line 
that means maximum satisfaction to your customers, 
and maximum profits to you year after year. 


SEND TODAY for complete descriptive literature 


on Ai Bitter 


COMPANY, INC. 
116 Central Avenue, Louisville 8, Ky. 


AMERICAN AIR FILTER OF CANADA, LTD. 
Montreal, P. Q. 
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PIPE AND SUPPLY COMPANY 






aveot 6156 + SAN O1EGO & CARPORT 






ine 
| ' 3637 4yro orecet* TELEPHONE r 


The Union Malleable Mig. Co. 
Ashland. Ohio 


Dear Sir: 


It may be of interest to you to lear 
with malleable fittings in connection 


house fire. 





in the back of the b 


The fire was 
ins that they 


beyond our fitting b 
firemen, however. 
front of the building. wetting our 


thoroughly. 
with the exception of yo 


Kable “U" Coa 
i ® rust. The ~y” Coated fittings withst 
damage and are in perfect condition. 


i Respectfully. 
\ SAN DIEGO PIPE & SUPPLY co. 


George Wixen 
President 





The U-Brand li 

plea sah Sa ACE and galvanized, includes 

Pi lta ipe Fittings and Unions — Plugs, Bushings 

res ges — Steel Pipe Nipples — Cast Iron Drai 
ings and Cast Brass Solder Joint Fittings = 





n of our experience 
with our ware 





uilding far enough 
did not burn. 
the water from the 
bins and malleables 


The 


ur Union Malle- 


J® The next day. 
ted, all the black fittings had started to 
ood all the water 
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NEW 
NEW Approved by The American Gas Association 


NEW a 
(\ 


| 


ANNOUNCES THE EVV "Hi" series 
Gas Fired 
HORIZONTAL FURNACES 





care 
a 





wi yb 
Specially 
DISTRIBUTED BY designed for space 
OUTSTANDING saving installations, in homes without basements, in attic 
WHOLESALE 


or under floors, in service porches, attached S, 
SUPPLY HOUSES aa alias 
suspended from joists in homes with basements 


@ 
CHECK THESE OUTSTANDING FEATURES: 
WRITE OR WIRE : COMPACT, requires minimum ; OR URE me) 2 4:9-W 80), mama.) 1-1; 
FOR NAME OF of space mounted blower and motor 
CONTINUOUS WELD steel COMPLETELY ASSEMBLED 
YOUR NEAREST heating element : packaged unit, fire-tested 
DISTRIBUTOR s CAST-IRON raised port ; 10-YEAR FACTORY 
burners WARRANTY 
a 


Priced to Meet Competition 


Southwest Manugacturing Company 


BOX 28 (A Subsidiary of the F. E. Myers & Bro. Co.) AURORA, 











ry, 195.1 
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(Continued from page 148) 
ing installations. Elbows and angles 
are available. The pipe is shipped 
in cartons to guard against damage. 
Manufacturer: St. Clair Metal 
Products Co., 6700 Central Ave., 
Cleveland 4. 


Oil Burner Bleeder Valve 

A new bleeder valve for oil 
burners and other low-pressure 
hydraulic equipment has been in- 
troduced by Hydrovalve. The valve 
features an undercut internal 
thread designed to withstand a 
large amount of opening and clos- 
ing without leaking. The unit has 
alloy socket screws and pipe 
threads designed for maximum 
sealing. The unit is available in 





¥ and \ in. sizes. 
Manufacturer: Hydrovalve Co., 
1319 Utica Ave., Brooklyn 3. 


Gas or Oil Furnace 

A new lowboy furnace intro- 
duced by Williamson is available 
with either a gas or oil burner. The 
two-package unit has a warm air 
section insulated with spun glass 
and aluminum foil lining for quiet 
operation and low fuel consump- 
tion. Gas fired units are available 
in four models with capacities of 
70,000 to 140,000 Btu. They have 
upshot, single port burners. Oil 
fired furnaces are offered in three 





models with Btu capacities of 100,- 
000 to 145,000. Changing fuels can 
be done only by changing burners. 

Manufacturer: Williamson Heat- 


er Co., 3500 Madison Road, Cin- 


cinnati 9. 


Ceiling Diffuser 

A new ceiling diffuser for flush 
mounting or framework mounting 
has been introduced by Carnes. A 
feature of the unit is a corner air 





scoop that provides adequate air 
from the corners as well as the 
sides of the unit. The scoop gives 
an even 360-deg air pattern. Two 
models have square and rectangu- 
lar necks and handle from 125 to 
6,925 cfm of air. Two other models 
have round necks and are available 
in sizes from 5 through 18 in. and 
handle from 50 to 4,420 cfm output. 

Manufacturer: W. R. Carnes Co., 
S. Main St., Verona, Wis. 


Submersible Sump Pump 
Kenco has announced a new ap- 
plication for its submersible sump 
pump, where it is desirable to raise 
: tr lene cere 


|] cenrees swiree 
pe q ry 





4 ‘ 
siscuaned fire te 
44 S1eees LeveL 


rome ie CFrverer 
coameie 


~~ REP OEaT Flew ~~~ 
a 


A 


; ee al 


septic tank effluent to a higher 
level. The switch can be set to turn 
on at any desired point and to re- 
move liquid to within 5% in. of the 
pit floor. For septic tank use the 
pump is installed in a secondary 
vented overflow chamber adjacent 
to the tank. The unit pumps the 
effluent through a pipe that dis- 
charges into a disposal field. 

Manufacturer: Kenco, Inc., 1125 
N. Ridge Rd., Lorain, Ohio. 


Truck Lift Gate 

A new hydraulic lift tail gate for 
small trucks has been announced 
by Master Vibrator. The unit has 
a capacity of 1,000 lbs and has a low 
pressure hydraulic operating sys- 
tem that is initially powered by the 
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truck battery. The unit is installed 
by fastening the control station to 





the rear of the truck bed or body, 
and by connecting the power cable 
to the battery. The loader can be 
used with 12, %4 and 1-ton trucks 
of pickup, stake or platform bodies. 

Manufacturer: Master Vibrator 
Co., Automotive Div., Box 657, 
Dayton 1, Ohio. 


Magnetic Level 
A new level introduced by Buck- 
eye has been designed to cling to 





the work to leave both hands free. 
The built-in magnet can be used on 
ferrous pipe or flat surfaces, and 
will cling to overhead work. The 
unit has a clock-faced angle gage 
with a balance gravity needle indi- 
cator that shows angles to 360 deg. 

Manufacturer: Buckeye Plastic 
Corp., 1839 Farmington Rd., East 
Cleveland 12, Ohio. 


Duct Fitting 

A new prefabricated fitting for 
use in duct installations has been 
introduced by Swett Bros. An in- 
ner lock permits assembly in sec- 
onds through use of snap-together 
construction. The galvanized metal 





fitting is shipped knocked down 
and can be packed 12 to a carton. 
Manufacturer: Swett Bros., Duc- 
Pac Div., 78 Island Pond Rd., 
Springfield 8, Mass. END 
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WHOLESALERS, CONTRACTORS, ENGINEERS 








order your copy , NOW! 


the NEW 1954 EDITION...SUPPLY IS LIMITED 








The New 1954 Annual Edition of DOMESTIC ENGINEER- 
ING CATALOG DIRECTORY will give you the biggest 
value because it gives you the longest service... a full 
twelve months. Don’t wait! Order Your Copy Now. Ap- 
proximately 500 manufacturers have their catalog material 
in the 1954 DOMESTIC ENGINEERING CATALOG DI- 
RECTORY. Their pre-filed catalogs comprise the greatest 
concentration of buying and specifying data you can own. 


Each section of DOMESTIC ENGINEERING CATALOG 
DIRECTORY is, more than ever, complete and self con- 
tained. Each section alone is worth the price charged for 
the complete Annual Edition. See brief description of these 
ten sections at right. 


IMPORTANT 


When ordering your copy please advise us of your business 
classification in any one of the following: 


Wholesaler beietW ac ab nko Government Agency ..... 
Engineer ............... Mfrs. Representative ..... 
es RS et Re ae ; 2 
hae eee) ..-.---- 
ES oe lo” aa ate shes usleiele ghee aes 
| $1020 


ALL ORDERS ARE ACCEPTED ON A 
FIRST COME—FIRST SERVED BASIS 


Last year's edition was oversubscribed and 
we have already received an avalanche of 
advance orders for the 1954 edition which is 
scheduled for publication in January 1954. 


os 
f 


rm ain Ws § ION S 
piaiiaanied ser EASY, READY REFERENCE 


Contains over 200 pages of Manufacturers’ Catalogs on 
CETiINn 4 Boilers, Furnaces, Radiation Burners, Heating Controls, 
> aan Air Conditioning Equipment, Refrigeration, Insulation 
and other allied products. 


Contains over 300 pages of Manufacturers’ Catalogs on 
1 R Heating Specialties, Valves, Pipe, Fittings, Pumps, Tanks, 
; Water Systems and other allied products. 


Contains over 170 pages of Manufacturers’ Catalogs on 
{ Plumbing Fixtures, Appliances, Water Heaters, Water 
Softeners and other Plumbing Accessories. 


Contains over 165 pages of Manufacturers’ Catalogs on 
Fr) Plumbers’ Brass and Specialties. 


Contains over 175 pages of Manufacturers’ Catalogs on 
Drainage Pipe and Fittings, Allied Specialties and Lead 
Goods. 


Contains over 125 pages of Manufacturers’ Catalogs on 
Tools, Compounds, Oils and allied specialties. 


CLASSIFIED DIRECTORY of PRODUCTS .. . over 300 
PAGES of alphabetical listings with approximately 2,000 
main classifications covering all known products in the 
industry plus more than 3,000 er ificati 
so that any product or item may = veel easily and 
promptly. 





TECHNICAL REFERENCE DATA .. . A comprehensive 
library of 180 pages of engineering and technical data. 
Handy tables and easy-to-read charts are but a few of 
the things in this section that establish this volume as 
a standard reference book. 


TRADE NAMES .. . The ive list of approximately 
8,200 TRADE NAMES, covering more than 90 pages in 
this section, offers the most complete information avail- 
able on this subject. Trade Name listings of ADVER- 
TISERS are set in bold-face for quick identification. 





NAMES AND ADDRESSES .. . Approximately 4,500 MAN- 
UFACTURERS’ names and addresses alphabetically ar- 
ranged in this section of over 40 pages . . . complete 
with full address. ALL ADVERTISERS are listed in 
BOLD FACE type and reference shows page numbers of 
their catalogs in the MANUFACTURERS’ CATALOG SEC- 
TIONS. 


ALL TEN SECTIONS can be easily located by referring to _ the condensed 
index on the front cover and by use of the con ly ted thumb- 
index. 





COVER SIZE: 8%” Approximately 4” thick 


WEIGHT: agen 13 Ibs. 


Please address your order as follows: 
DOMESTIC ENGINEERING CATALOG DIRECTORY 
Dept. DE-254 


1801 Prairie Avenue » Chicago 16, Illinois 
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ATTENTION! 





MANUFACTURERS 
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IF YOUR ANSWER IS YES...THEN 









elS 
catalog 


up to date? 










Consult Your Advertising Agency 





Put your current catalog where the greatest number of Buyers & Specifiers 
look for it... pre-filed in the time-proven ... industry accepted . . . pre- 
ferred method of Catalog distribution in DOMESTIC ENGINEERING 
CATALOG DIRECTORY, beginning with the 1954 Mid-Year SUPPLE- 
MENT Edition. It pays to keep your product data where it is most used. 
Production has started on the 54 Mid-Year SUPPLEMENT Edition which 
will be distributed in July (closing date May 15, 1954). This Supplement 
will bring up to date, the vital buying and specifying data contained in the 
large annual ’54 volume of DOMESTIC ENGINEERING CATALOG 
DIRECTORY. 


is the time... 


to start compiling your catalog 

for distribution in July. 

If you need assistance in preparation and production of your catalog, DO- 
MESTIC ENGINEERING CATALOG DIRECTORY has a proven plan for 
you. 

To relieve you of every tedious detail DOMESTIC ENGINEERING CATA- 
LOG DIRECTORY maintains a staff of expert and experienced catalog de- 
signers and copywriters who know your products, your markets, and your 
channels of distribution. 

Plan now to compile and distribute your catalog through DOMESTIC EN- 
GINEERING CATALOG DIRECTORY. Start with the 1954 Mid-Year SUP- 
PLEMENT ... to be published in July. 


YEAR ’ROUND CATALOG SERVICES 


The Mid-Year Supplement is only one of DOMESTIC 
ENGINEERING CATALOG DIRECTORY’S many 
services for manufacturers to help keep up-to-date 
catalog material at the fingertips of the purchasing 
power of the Plumbing and Heating Industry. 

The Annual Edition is currently at work for 500 
foresighted manufactufers. Their catalogs comprise 
over 1,000 pages of product information. 

Layout and Copy Service is furnished without cost. 
You can get crisp ideas and diversified talents for 
cover design; studied layouts and consultation on 
catalog contents. All these phases are handled by 
experts to assure you of a profeSsionally executed 
catalog that will become a definite sales asset to 
you. 

Printing and Bindery Service on your catalog in- 
volves the complex mechanics of composition and 
production. You get the full advantage of our ex- 
tensive experience and save money too. Type pages 
are stored (at no cost to you) so reprints can be 
furnished at low cost throughout the year. 
Distribution Service. Your catalog in DOMESTIC 
ENGINEERING CATALOG DIRECTORY assures 
you of a no-waste distribution to selected whole- 
salers, consulting, specifying and architectural en- 
gineers, contractors and dealers. 


DOMESTIC ENGINEERING CATALOG DIRECTORY 


1801 PRAIRIE AVENUE 


CHICAGO 16, ILLINOIS 
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vmue racrs, smt ALL THE FACTS!’ 
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“MY NAME IS GEORGE, ST. GEORGE. 
I’m a dragon killer. I was down at head- 
quarters, when I got the call at 4:08. It 
was a 409—a ‘draft-dodging’ dragon. He 
was reported puffing and sooting without 
a license. I sent out a 410 and 411. 


“At 4:12, I was covering the neighborhood 
and saw the criminal. 


“Pardon me, Sir, may I ask you a few 


quickdraff... 


] Keeps smoke-pipe and chimney 
dry on gas-fired equipment 

2 Eliminates chattering, sooting and 
oil film from oil-burning equipment 


3 Stops smoking, puffing and clogging \ \ 
on coal furnaces \ 


4 Makes short chimneys draw 


Immediately establishes necessary 
draft in cold, outside chimneys 


& Provides proper draft in smoke 
pipes with long runs and els, 
and in chimneys with angles 


7 Keeps fire-places from smoking 
up the house 


8 Safely vents incinerator, furnace 
and water heater into same flue. 















nt 7, ee 
oe 


<n VOX SAO 
— 


questions, Sir? I just want to get the facts, 
Sir, just the facts. 

“Why are you puffing, sooting and smoking? 
“Is your chimney too short? Too long? 
Too wet? Too cold? What are the angles? 
No draft? 

“IT got the facts and at 4:13 I installed 
QUICKDRAFT in his smoke pipe. 


“He’s been going straight ever since.” 


use quickdraft 


( 
,N EN roMAnic : 


* Designed to prevent 
draft troubles on new 
construction ... to 
correct draft troubles 
on modernization work. 
Easily installed. 


Patent Pending 


¢An automatically con- 
trolled unit—always 
on guard—creates per- 
fect draft under all 
conditions, 


quickdraft 


COMPANY 







Write or wire for Installation Manual, DIVISION OF THE HALL'S SAFE COMPAN 


literature and prices. 






1640-F Cleveland Ave., NW., Canton 3, Ohio 
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© > HOME HEATING and COOLING 


© REASONS why c-c i: 


your Franchise with a Future 


Now is the time to get into home air conditioning... 
and a G-E franchise can put you on the road to profits! 











MOST COMPLETE LINE of furnaces, boilers and 
cooling units in the business. Over 220 differ- 
ent year-round air conditioners from a few 
basic units! And G. E.’s Air-Wall* System gives 
you a big selling plus! 


FACTORY TRAINING for your own men right in the 


G-E factory school in application, service and 
sales for the entire G-E line. When you start off 
your dealership, you‘ll already be an “old 
hand” at the game! 


NATIONAL ADVERTISING by G. E. pulls in pros- 
pects, boosts your prestige. Over 10,000,000 
people will be reading G-E Home Heating and 
Cooling ads this year—thousands of them right 
in your areal 











SOC MmORCR TINT REEMA RE es 





tHE new Qin wat 
DEMS TRATOR 








PUBLIC ACCEPTANCE of the G-E name is uneeealiall 
In a nationwide independeht survey of Ameri- 
can industry leaders, G. E, enjoyed more posi- 
tive good will than any other company. And 


SPECIAL BUILDER PROGRAM developed by G. E. 
includes “Guide to Builder Business.’ Packed 
with merchandising aids, it tells you about sales 
presentations, model homes—all you need to 
know to sell builders! 


SALES PROMOTION SUPPORT by G.E. offers power- 
packed selling aids that help seek out pros- 
pects and sell those who “just can’t make up 
their minds.” G-E ad mats, literature, displays 
and signs clinch sales! 


you can get on the G-E team! 
G. E. gives you 3D for 3M! G. E. heating and cooling units 
operate in all 3 Directions—upflow, downflow and _ hori- 
zontal—so that you can serve 3 Markets—new construction, 


GENERAL @@ ELECTRIC 
replacement, modernization—and make the most profits. 
You and your customers have a choice of oil or gas heat- Mat the Copore Todlay — 


ing and cooling, of any size to fit any job! 
G-E Air-Wall* System is a pre-engineered distribution sys- for more details on how you can have a “Franchise with a Future. 


tem, ideal for both heating and cooling. G-E Sealed-in-Steel 
refrigeration units assure long life...are backed by a G-E 
5-Year Warranty. 


General Electric comers . ‘on Conditioning Division, 
Sec. DE-2, Bloomfield, N. 


Please tell me more about my opportunities with a G-E Home Heating and 
Cooling Franchise. My principal business is 


& AU2MAS = 


HOME HEATING AND COOLING Address 


*Reg Trademark General Electric Co. City . County State 
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CANNOT SINK 

NO SEAMS TO LEAK 

NO METAL TO CORRODE 
CANNOT WEAR OUT 


Specified as original equipment by more 
and more manufacturers. Toughbuoy in- 
sures lasting, trouble-free performance. 


Attractive Display 
Sells TOUGHBUOY on Sight 


“4 
Also available 


Write for free sample 
on your company letterhead 


THE TOUGHBUOY CO. 
3051 Curtice Road 
Coleman, Michigan 





Ey en | 


INSTEAD OF 
39 PARTS 
68 JOINTS 











RADIANT HEAT 
YUN 





Require 50% less space 


Saves labor 
75% fewer joints on the job 


Lower cost ... Higher efficiency 
Better looking 


e Fewer joints mean fewer leaks — less 
servicing — easier servicing 


e Perfect alignment and uniform spacing 
Write For Data Sheets 


HI-riow PRODUCTS, INC. 


Lindenhurst, L. I., N. Y. e Baltimore, Md. 


4 
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THE FEMININE APPEAL in 
the new showroom of C. H. 
Lacey, Inc., plumbing and 
heating contractor in McKees- 
port, Pa., is aimed at attracting 
more women customers. Mr. 
and Mrs. Lacey (left) use 
natural light, bright interior 
decor and feminine “trim- 
mings” like draperies and floral 
arrangements to draw the 
housewives. Complete kitchen 
and bathroom displays in these 
surroundings give the house- 
wife a picture of how the fix- 
tures would appear at home 


Attract the Feminine Trade, says Lacey 


They account for 75 percent of the purchases, Pennsylvania con- 
tractor says, so design your store with the ladies in mind .. . 


C. H. Lacey will never be 
guilty of underestimating the 
power of a woman. As a matter 
of fact, the McKeesport, Pa., 
plumbing and heating contractor 
has designed his new showroom 
primarily to attract the feminine 
trade which accounts for 75 per- 
cent of the nation’s purchases. 

Lacey’s 20 years’ experience 
with the feminine influence in 
merchandising has gone into de- 
signing the new showroom. The 


opening attracted 800 persons, “ 


mostly women, and since then a 
steady increase in customers has 
confirmed Lacey’s belief that 
women will do more buying un- 
der attractive conditions. 

The new customers almost 


equal the total business Lacey 
had in 1934 when he and his wife 
operated their business from a 
dingy garage. Eight years later, 
the Laceys moved to a modest 
store in McKeesport’s business 
district and noted an immediate 
boost in the women’s trade. 

It was logical that the next 
move for C. H. Lacey, Inc., would 
be to a store especially designed 
for women. 

The keynote in Lacey’s show- 
room design is light. Brightness, 
he feels, makes the pleasant sur- 
rounding needed in selling, It 


also sets. off the. colorful bath- . 


room and kitchen displays to best 
advantage. The contractor uses 
a huge plate glass window slant- 


159 


ing inward to capture the maxi- 
mum of sunlight. Natural light is 
supplemented with subtle in- 
direct lighting. 

Another cheery. note is eon- 
tributed by Mrs. Lacey’s home- 
like decorating. Draperies add 
warmth to the business offices 
and restrooms, and floral ar- 
rangements brighten the display 
room. 

The showroom is finished in 
knotty pine because Lacey be- 
lieves it harmonizes with any 
color scheme in modern bath- 
room and kitchen fixtures. It’s 
also a warm finish in keeping 
with Lacey’s idea of making 
women feel at home while they 
do the nation’s buying. END 
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@ The Columbia Broadcasting System’s clean-lined 
“Television City’”’ in Hollywood, California is the core 
of an anticipated 25-acre, 24-studio expansion of the 
network’s West Coast TV production facilities. Plans 
for future enlargement of the building specify that the 
present walls be easily demountable. Consequently, most 
of the exterior is composed of large, plain, movable steel 
panels and glass walls. 

The sleek lines of the structure manifest the ideas of 
efficiency and flexibility upon which the design was 
based. With such key words as a guide to design, it is 
a foregone conclusion that the most efficient and depend- 
able pipe and tubing should be chosen for the building’s 





“TELEVISION CiTY’—CBS-TV’s West Coast studios reflect 
the efficiency, flexibility and expansibility of their design. 
Architects - Engineers: Pereira & Luckman. General Con- 
tractor: William Simpson Construction Co. 





plumbing and heating systems. NATIONAL Steel Pipe 
got the nod. 

For over 60 years NATIONAL has been the accepted 
standard pipe for conventional hot water and steam 
heating systems, fire control, and plumbing lines. And 
today, it is the first choice, too, for modern radiant 
heating and snow melting installations. Regardless of 
the application, architects know from long experience 
that they can put their complete confidence in the uni- 
form, dependable performance of NATIONAL Pipe. 

Take a tip from the old timers. When you plan your 
next installation, plan on using the best-known pipe in 
the world—U-‘S‘SS NATIONAL Steel Pipe. 


NATIONAL TUBE DIVISION, 
UNITED STATES STEEL CORPORATION, PITTSBURGH, PA. 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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ONLY GENUINE 


THRUSH 
PRESSURE 
i Le) 
HAVE THIS 
FEATURE 





oor ror ws WaCUUM Breaker ,, 


WHEN YOU BUY PRESSURE TANKS 


SAVE TIME! Save labor! Reduce service bills! Please your customers. 
How? Just insist on genuine Thrush Pressure Tanks for the hot water heating 
installations you make. Only Thrush Pressure Tanks have the built-in Vacuum 
Breaker which enables you to drain a waterlogged tank completely in just a few 
minutes. Best of all, this feature costs no more! 


This is only one of the many advantages you can give your customers 
and yourself when you install Thrush equipment. Ask your wholesaler about it 


or use the coupon below. 


ua. THRUSH « company 


MAIL COUPON NOW FOR MORE INFORMATION 












H. A. THRUSH & COMPANY 


Department A-2, Peru, Indiana 





Your built-in Vacuum Breaker feature of Thrush Pressure Tanks 
sounds valuable to us. Please send literature describing it. 


| NAME 











ADDRESS 








DOMESTIC ENGINEERING 


5) 


ONE: VENTURI FITTINGS! | 


for all installations... 
: ONE: On The Return Only: i. 


SAVES YOU TIME 
AND MONEY 


TACO HEATERS, Incorporated * 137 South Street, Providence 3, R. |. 
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additional sludge storage volume 
should be provided in order to ap- 
proach a reasonable tank cleaning 
schedule. 

There is no evidence that food 
waste damages the septic tank’s 
action and coating of the tank. The 
tank should, however, have the 
sludge and scum removed more fre- 
quently when a food waste disposer 
is used with the system. 

In an engineering bulletin pub- 
lished jointly by the Indiana State 
Board of Health and Purdue Uni- 


recommended that 


@ 
vestions and Answers <=::::': 
septic tank capacity be increased at 


Fixture Stains 


To the Editor: 


One of my customers has copper 


water pipes throughout his home 
and has noticed that when a faucet 


is left dripping a green streak is 
formed in the fixture, 

I would appreciate it very much 
if you would please advise me 
whether or not this water is safe to 


drink, 

Florida A.J.H. 
To the Reader: 

Yes, the water described would 
be safe to drink. . 

Arthur I. Heim, research engi- 
neer of the Copper & Brass Re- 
search Assn., analyzes it this way: 

“The presence of the green stain- 
ing generally indicates a copper 
content of 1 to 1144 ppm of copper, 
far below the 10 ppm considered 
objectionable by the U.S. Dept. of 
Public Health. 

“The green stain will be found 
to be a basic carbonate of copper 
and is caused by the presence in 
the water of an excessively large 
amount of carbon dioxide and free 
oxygen. Green staining is general- 
ly encountered when the carbon 
dioxide content is over 15 ppm. 

“T do not think that the geological 
formation in the rocks underground 
has anything to do with the cause 
except insofar as there may be 
dioxide in the water. It certainly 
has nothing to do with electrolysis. 

“Unimportant as it is, we have 
found a method of correcting it by 
passing the water through a filter 
of limestone chips. We have pre- 
pared a pamphlet on it and would 


be glad to send it to Domestic EN- 
” 
GINEERING readers on request. 


The association’s address is 420 


Lexington, New York City 17. 
Septic Tanks & Disposers 


To the Editor: 
What would be the reaction in a 


septic tank disposal system receiv- 


ing wastes from a food waste dis- 
poser without using a grease trap? 


There has been a lot of talk in 
this area about food waste dam- 
aging the septic tank’s action and 
coating of the tank. 


Massachusetts O.W R. 


To the Reader: 

Food waste, by itself, will not di- 
gest as well as sewage, but a mix- 
ture of the two will attain about the 
same digestion rate as sewage 
alone, says the Housing and Home 
Finance Agency in its Technical 
Paper No. 14. 

For a tank receiving food waste 
and sewage, it appears that some 


least 50 percent above conventional 
recommendations (see table below) 


when a food waste disposer is used 
in connection with a septic tank 
system. 


The bulletin also suggests that 
trench bottom absorption areas 
should be increased when disposers 


are used with septic tank-absorp- 
tion field sewage disposal systems. 


Studies indicate that the increase 


should be from 25 to 50 percent 


above normal requirements. 
Readers who would like to have 
additional information which is 
available on this subject may obtain 
it by writing to the technical editor, 
Domestic ENGINEERING, 1801 Prairie 


Ave., Chicago. 


Reader Questions 
Tankless Heater Hook-up 


In the December issue, a prob- 
lem regarding the arrangement of 
a tempering valve and flow control 
on tankless water heaters (sub- 
mitted by a New York reader) was 
published in this department on 

(Please turn to top of page 166) 


REQUIRED CAPACITIES AND SUGGESTED DIMENSIONS 
FOR SEPTIC TANKS 


(Minimum size tank 500-gallons liquid capacity) 











Max. No. |  #Notmal ted Dimensions for 
a ge of Would ir ectangular eee 
am Served | inGallera| (reide | inside” | Claud | kote 
3 or less 6 500 | 3’-0" | 6-0" | 4-0" | 4'-9" 
a 8 750 3'-6” 7'-6" 4'-0” 4'-9" 
5 10 900 3'-6” $'.6" 4'.0" 4'.9" 
6 12 {1,100 | 4-0" | 8-6" | 4-6" | 5°:3” 























* Increase the tank liquid capacity 50% if a garbage grinder 


is used. 
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Snow Melting keeps 


business ‘‘on the go”’ 


Many progressive businesses make their own weather 
as far as controlling the all-winter accessibility of 
their properties is concerned. For thousands of snow 
and ice removal systems now assure “business as 
usual,” to the foresighted, by preventing interrup- 
tions in the flow of commerce once caused by sudden 
and heavy snows and surface icing conditions. 


Yes, steel pipe snow and ice melting systems do 
eliminate winter weather transportation delays on 
driveways and sidewalks, ramps, shipping docks and 
approaches, parking areas, garage and service aprons, 
and even private spurs and tracks. So in every busi- 
ness where snow and ice are unfavorable factors . . . 
from service stations and supermarkets to ware- 


Sreel Pige 


\s First Cate 
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houses and factories ... snow melting keeps business 
“on the go.” 


Steel Pipe of course, is the preferred heat trans- 
mission medium for commercial, industrial and 
domestic snow melting systems. The combination of 
advantages that has made it the stand-by of industry 
for heating, plumbing, fire sprinkler systems, power, 
steam and air transmission, for more than 60 years, 
also makes it ideal for the panels, coils and runs of 
snow melting systems. 


As ever, for snow melting as for other uses, steel 
pipe is first choice .. . the most widely used pipe in 
the world. 


Send for new, free 32 page color booklet “Steel Pipe Snow Melting and Ice Removal Systems.” 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N.Y. 


February, 1954 
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GLASS, RUBBER AND 
GRINDINGS 
Soaps 
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PLASTER AND ff 


“ PRECIOUS METALS 


4 


THERE I§¢ A TO DO IT! 


k 


The problem of adequate waste disposal is becoming 
more serious every day. A terrific explosion in the 
sewers of the city of Cleveland, the clogging of a stream 
by poisoned fish in The Kalamazoo River Valley, and 
other similar incidents throughout the United States are 
proof of the need for positive waste control. 





The responsibility for providing the proper safeguards 
is in your hands. No new building should be erected Series JH Grease Interceptor Series GA Oil Interceptor 
without adequate methods to intercept all types of 
industrial wastes. No existing building should be per- 
mitted to endanger health or safety through uncontrolled 
dumping of hazardous waste materials. 


While the problem is serious, the answer in many cases 
is simple. Josam manufactures a complete range of 
interceptors that will remove almost any hazardous 
waste matter from the drainage before it reaches the 
sewer. Each of these interceptors is a device that has 
been tested and approved through thousands of instal- 
lations...devices that have paid for themselves many 
times over...devices that you can depend on. 





Get complete information on this important subject Series H-40 Series H-20 Series H-70 
by returning the coupon printed below today. Sediment Interceptor Hair Interceptor Sediment Interceptor 


JOSAM MANUFACTURING COMPANY 
DEPT. D. E. © MICHIGAN CITY, INDIANA 


Please send information on interception of hazardous wastes. 
NAME SII as cai udetuctasnecsececcssbopesiloccidleies 
FIRM Sideiepalaiacipind abuse tibiae seoceecatoantotarenp en skam 
STINE se ciloccha sca vs sh seceaabiahdh di deseieccuaaoaiNge coveted creasDdbaneoctpslles Laatvcs Tavsaicatetirinbia sla taassibeeoaas 
city .. ZONE .......... aii ainnAcdeionniccecnseet 



































Questions and Answers 


(Continued from page 163) 


page 29. The sketch (below) shows 
that the reader installed a 3% gal. 
tankless heater, a 1% in. tempering 
valve and a % to 3% gal. flow 
control. His problem is that the 
water runs hot only a short time. 
Any setting of the aquastat higher 
than 150F, he says, makes steam. 

The following questions were 
raised: Is the flow control in the 
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wrong place? Is a 34% gal. flow con- 
trol on a 3% gal. tankless heater too 
large at 80 lbs pressure? Is the 
boiler too low? In the following 
letter, another N. Y. reader, Allan 
Gasner, comments on the problem 
and the published solution. 


To the Editor: 

In W.W.’s letter, he suggests that 
the heating boiler is a steam boiler; 
his statement that any setting 
higher than 150F makes steam 
indicates to me that this is a steam 
boiler and not a hot water heating 
boiler, as it appears in the solu- 
tion. Also the diagram which was 
submitted seems to describe a typi- 
cal installation of a tankless heater 
on a steam boiler, not a hot water 
heating boiler. 

According to his diagram, his in- 
stallation of the flow regulator and 
the tempering valve appear all 
right. The location of the flow regu- 
lator in the cold water supply 
before the connection to the tem- 
pering valve seems better to me 
than the suggestion that the flow 
regulator be placed directly at the 
cold water inlet to the tankless 


heater. This helps protect the tem- 
pering valve from being flooded 
with cold water at high pressure, 
overpowering the limited flow of 
hot water from the tankless and 
throwing the tempering valve out 
of adjustment. 

One improvement in W.W.’s 
hookup would be trapping of the 
tempering valve at least 12 in. 
below the hot water outlet from 
the tankless heater. This is recom- 
mended by most tempering valve 
manufacturers to protect the ele- 
ment of the valve from being 
burned out by excessively high 
temperature water resting in the 
valve during “off” periods when no 
water is being drawn. 

W.W.’s trouble is not in the 
domestic water piping, but it is 
rather due to the fact that he can- 
not maintain his aquastat higher 
than 150F. All tankless heater 


manufacturers, to my knowledge, 
rate their coils for operation with 
boiler water at 180F or higher. 
The aquastat must be set at 180F, 
and the cause of the boiler’s steam- 
ing at these low temperatures 
must be determined. Usually, 
boilers steam at low temperatures 
only when there is no circulation 
through the boiler. If the boiler is 
cast iron and is of the old “dry 
nipple” type, sections would have 
to be tapped and a heater con- 
structed to assure circulation be- 
tween the sections. 

Another cause of the steaming at 
low temperature is the lack of cir- 
culation to the tankless heater, due 
to “air binding”. When the aqua- 
stat is located in the tankless shell 
and there is no relation between 
temperatures in the tankless heater 
and temperatures in the boiler, the 

(Please turn to top of page 171) 





Domestic Hot Water Circulation Problem... 


To the Editor: 

I am submitting a sketch of a 
home 85 ft long which does not have 
a basement, but does have a crawl 
space under it. Is it possible to cir- 
culate the hot water to the nearest 
bath without going overhead or in- 
stalling a pump? 

We are using a 45 gal., natural 
gas water heater. The owner would 
like to have the water lines located 
beneath the floor. If this is possible, 
I would like to have your ideas on 
circulating it the best way. 


Kansas ice. 


‘ 


To the Reader: 
It would be practically impossible 


to get gravity circulation to the 
farthest bath in an 85 ft long house. 
This is particularly true when the 
water heater piping is installed be- 
low the floor because a thermal seal 
is created. 

The only positive way of main- 
taining hot water at or near the 
fixtures at the far bathroom at all 
times is to install a circulating 
pump at the water heater, as shown 
in the sketch. With this arrange- 
ment, the pipe can be installed 
under the floor. 

In order to minimize heat loss 
due to the long run of the supply 
lines, insulation should be applied 
to the supply piping. 
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The diagram above was submitted by a reader who wants to circulate hot 
water to the farthest bathroom without going overhead with the lines. The 


home has crawl space but no basement. 


The diagram indicates suggested supply 


and recirculating line, with the pump located near the water heater. 
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Built to. 
stand the Test of Time 


Dependable performance protects initial sales profits . . . 
builds good will. Why not put your faith in C&L 
Hoffman, with more than 200,000 units over 10 years old 


ou 


and still in service? -_ : : 
Sold only thru the Plumbing Trade =| “7 EO uf 
Every C&L Hoffman sold benefits the plumbing industry, :. wf ARNIVERSARY 
because Hoffmans are sold only by plumbers. This has Be = HHOSEMAN 
always been the C&L policy .. . loyally maintained by PA,” A WATER. 
our wholesalers! eee _AAN Ta ted 


Clayton & Lambert Mfg. Co., 1701 Dixie Highway, Louisville, Ky. 





All Sizes 
GAS ¢ ELECTRIC 
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NEW FORD SERIES F-100, 6+ -ft. 
Pickup. Your choice of new 
115-h.p. Six or all-new 130-h.p, 
V-8. Fordomatic Drive and 
Power Brakes at extra cost for 
faster, surer control. 








. 
<4 


wh 
New FORD TRUCKS..:54 





NEW Gas-Saving, Low- 
FRICTION, Overhead-Valve, 

° High-Compression, Deep- 
Block Engines in all Models! 


Now, you get a gas-saving Low- 
FRICTION engine in any Ford Truck 
you choose—from 115- to 170-h.p.! 
New short-stroke design cuts inter- 
nal friction loss up to 33%, liberates 
up to 23% more usable power. 


NEW Ford Driverized 

Cabs! NEW Power Steer- 

® ing! NEW Power Brakes! 
Fully Automatic Fordomatic Drive! 


Ford’s 3-man Driverized Cabs cut 
fatigue! New Master-Guide Power 
Steering standard on T-800 Series, 
optional on most other BiG Joss, 
Power Braking * for 14-ton, Ford- 
omatic* for all light duty models! 


NEW Money-Saving Capac- 

ities! Over 220 Models! 

* NEW 6-wheel tandems! 

The one right truck for your job! 


Ford’s expanded new truck lines in- 
clude brand-new Ford Tandem- 
Axle Bic Joss, up to 60,000 Ibs. 
G.C.W., and two more giant new 
Ford Cab Forward BiG JOBS rated 
up to 55,000-lbs. G.C.W.! 











170-h.p. Cargo King V-8 * Available al extra cost. 









152-h.p. Cargo King V-8 Mad 


heati 


/ 
wow: Mightiest concentration of power a 
per cubic inch ever built into any 
truck engine line! Only FORD has it! 


For the power they develop, Ford’s new truck 


138-h.p. Power King V-8 
130-h.p. Power King V-8 


115-h.p. Cost Clipper Six 


vr Six! engines have less cubic inch displacement 
than any other truck engine line. The Ford 
5 GREAT 239 cu. in. Power King V-8 develops its 
TRUCK ENGINES! 130-h.p. from as much as 48 cubic inches less 
All Low-Friction! cisplacement. Smaller-displacement engines 
All High-Compression! normally need less gas! That’s why Ford oa 
All Overhead Valves! concentrated power is a big factor in fern, 


new Ford Truck TRIPLE ECONOMY! heat 


All Deep-Block design! 
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FURNACES AND BOILERS 
(Oil and Gas) 


Made in popular sizes to fit the 
heating needs of homes from 4 to 
10 rooms. Extremely compact 
and attractive. Outstanding 
performance and fuel economy. 





OIL BOILERS AND 
WATER HEATERS 


A superior source of steam or hot 
water for all purposes—radia- 
tor, convector, radiant panel 
heating, process requirements or 
hot water. Compact, trouble- 
iree, available in many sizes. 








INDUSTRIAL OIL BURNERS 


Rotary type. Offer tremendous 
fuel savings by burning low-cost 
heavy fuel oils with complete 
dependability. Also available 
in combination oil-gas model 
which enables almost instant 
switch from one fuel to another. 





Residential and commercial mod- 
els. Easily and quickly installed 
on existing furnaces and boilers. 
Adjustable “‘tailored flame” fits 
any firebox—delivers customer- 
pleasing comfort and economy. 








m she aug tha big coitraclon 4 om 







Look at these features—wouldn’t you smile too? 
REPUTATION—he knows from Petro’s 51-year reputa- 
tion that they will “do the job.”” He knows he has installed 
the best. FUEL ECONOMY—He knows that high com- 
bustion efficiency plus the ability to burn lower-cost 
catalytic oils will give his customers outstanding fuel econ- 
omy. NO PAMPERING SERVICE—Petro oil burners 
are not complicated by gadgets. They are simple, depend- 
able units that demand no constant service. EASILY 
AND PROFITABLY INSTALLED—Compact, sound 
in construction and easy access to oil and ignition lines, 
plus protected wire connections and standard fittings 
make Petro oil burners a mighty profitable line to sell. 

Why don’t you smile too? Phone, wire or send the 
coupon below for complete information. 





Residential Oil and Gas Burners, Oil and Gas Furnaces 
and Boilers, industrial and Commercial Oil, Gas 
i Burners 


PETRO, 3084 West 106th Street, 
Cleveland 11, Ohio. 
In Canada: 2231 Bloor Street West, 
Toronto, Ontario. 

I'm interested. Please send litera- 
ture and specification sheets and in- 
formation on how to become a Petro 





dealer. 
Name senaeniilinting = 
T.M. REG. U.S. PAT. OFF ae Firm_ 
OVER 50 YEARS OF LEADERSHIP IN AUTO- § Address___________Zone__ 
MATIC HEATING AND POWER EQUIPMENT city State 
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double up on profits with 


; ' 
Double-Profit Appliances for Plumbers 


Your customers know they have the finest when you in- 
stall Hotpoint Automatic Electric Water Heaters with 
industry-famed MAGIC CIRCLE® heat with Calrod‘heot- 
ing units. Water heated by conduction is the most direct 
and rapid way. Water temperature is easily selected 


by dial. 














APPLIANCES 


I. alert merchandising plumber of today can both 
sell and install electric water-bearing appliances, thus 
doubling up on his profits. And since you do both 
repair work and new installation, you are right on the 
spot when good sales opportunities turn up. 

Offering the complete Hotpoint water-bearing appli- 
ance line tremendously increases your chances of clos- 
ing the sale. Hotpoint has wonderful public acceptance, 
which is constantly being strengthened through national 
promotion, and the Hotpoint appliances own a well- 
earned reputation of quality and leadership. 

Horpoint’s full line includes MAGIC CIRCLE® 
Water Heaters . .. Automatic Electric Dishwashers . . . 
the amazing Hotpoint Disposall® Food Waste Disposer 
... Automatic Clothes Washers . . . plus the sensation 
of the industry—the new Hotpoint Automatic Dryer 
with Sealed-Chamber Drying Action. 

Start now to get your full share of the profits. Learn 
Hotpoint’s special plumber set-up from your Hotpoint 
distributor. Take that first step towards double profits 
with Hotpoint. 


_ The Plumber Fauchite of ved fede! 


HOTPOINT Co. (4 Division of Genera! Electric Compeny) 5600 West Taylor Street, Chicago 44, iilinols 
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Questions and Answers 


(Continued from page 166) 


boiler could be steaming at 212F 
when the aquastat is immersed in 
150F water in the tankless heater. 

Please do not construe this letter 
as an attempt to criticize your 
magazine. I thoroughly enjoy read- 
ing it, and I consider it the only 
worthwhile trade publication in 
this industry. However, I have 
seen hundreds of jobs with symp- 
toms described by W.W., and I 
could not stand by without ex- 
pressing my opinion. 

New York Allan Gasner 


Wants Pump Terminology 


To the Editor: 
Will you please define the dif- 

ference between a centrifugal and 

a turbine pump? We have had this 

question asked of us a number of 

times and find it difficult to explain 

to the average customer. 
Indiana 


To the Reader: 

“The Manual of Water Supply 
and Equipment,” published by The 
National Assn. of Domestic and 
Farm Pump Manufacturers, defines 
a centrifugal type pump (see illus- 
tration) as one in which pumping 
action is generated by centrifugal 
force. Centrifugal is defined as the 
tendency to fly off from the center. 
The essential parts are a rotating 
member, usually called the runner 
or impeller, which is mounted se- 
curely on a shaft, and a stationary 
enclosure called a casing. 

In order to operate a centrifugal 
pump, it must be primed; that is, 
the pump casing and entire suction 
line must be completely filled with 
water. A check valve or foot valve 
at the extreme end of the suction 
pipe makes this possible. 

The pump casing is so designed 
that water entering the pump is led 
directly into the eye or center of 
the impeller. As the impeller ro- 
tates at relatively high speed, the 
water is thrown outward by the 


C.L.M. 


rotating impeller into the curved 
circular passageway called the vo- 
lute, leading to the discharge out- 
let. This action causes an increase 
in pressure in the discharge passage 
and forces water from the casing 
out through the discharge pipe. 

Simultaneously, the water mov- 
ing outward from the impeller 
causes a reduction in pressure, or 
a partial vacuum at its center. 

Atmospheric pressure on the sur- 
face of the source of supply im- 
mediately forces additional water 
up the suction pipe and into the 
center of the impeller to replace the 
liquid thrown outward into the 
discharge passageway. This action 
continues as long as the impeller is 
rotated and the pump remains filled 
with water. 

The discharge pressure which can 
be produced by a centrifugal pump 
is largely dependent upon the dia- 
meter of the impeller and its speed 
of operation. The quantity of water 
delivered depends to a great extent 
on the width and speed of the im- 
peller and the corresponding areas 
of the water passages. 

When a centrifugal pump has one 
impeller it is known as a single 
stage pump. Two or more impellers, 
however, may be built into a cen- 
trifugal pump. This is called a 
multi-stage pump. As each stage or 


double suction. In the former, wa- 
ter enters the impeller on one side 
of the impeller only. In the latter, 
the entering water is divided by 
passages in the casing so that it en- 
ters both sides of the impeller in 
substantially equal volume. 

The turbine pump (see illustra- 
tion) incorporates a rotating wheel 
or impeller which has a series of 
blades or fins on its outer edge, and 
a stationary enclosure called a race- 
way or casing. It is of such design 
that pressures several times that of 
pumps, relying solely on centrifugal 
force, can be developed. It has the 
ability to pump air; therefore it is 
self-priming, once the case is filled 
with water. 

Water enters the suction opening 
in the case or raceway near the 
outer edge of the impeller. Here it 
is picked up by the vanes or buckets 
on the impeller and drawn into the 
pump channel. As the water is car- 
ried along the pump channel, it con- 
tinually revolves, passing from one 
impeller bucket to a following one 
in a spiral path, as it moves from 
the suction opening to the discharge 
outlet. 

To prevent a continual recircula- 
tion of water within the pump it is 
diverted out the discharge outlet by 
a partition in the pump channel 
which separates the suction and dis- 

















Centrifugal Pump 


impeller is, in effect, another cen- 
trifugal pump connected in series 
to the first pump, pressure in- 
creases directly in proportion to the 
number of impellers used. Accord- 
ingly, multi-stage pumps are used 
for higher pressure. 

Centrifugal pumps may be built 
to operate in horizontal or vertical 
positions. They may be single or 
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Very close 
clearance _ 
between Pe g/ 
impeller and “<< 
housing 
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Turbine Pump 


charge openings. A close fit between 
the impeller and case or raceway 
confines the water to the pump 
channel. 

Since the water in the pump 
channel revolves, any air mixed 
with the water entering the suction 
opening stays at the center of the 
rotating stream and is carried along 
to the discharge outlet. END 
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Fine Hush Valves 
for Fine Suildings iim 











FORD MOTOR COMPANY TANK PLANT 


LIVONIA, MICHIGAN, ONE OF THE MANY FINE BUILDINGS 
EQUIPPED WITH WATROUS FLUSH VALVES 


eon ALBERT KANN 


Solf-Tightening ASSOCIATED ARCHITECTS & ENGINEERS, INC. 


Handle Packing LORNE PLUMBING AND HEATING CO. 


The spring-loaded packing stem PLUMBING CONTRACTORS 


may mein prope tm AMERICAN RADIATOR AND STANDARD SANITARY CORP. 








USTABLE FLUSH pnad of 


DIAPHRAGM™ AND PISTON TYPE 
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THE IMPERIAL BRASS MANUFACTURING COMPANY 


1231 West Harrison Street, Chicago 7, Illinois @ 1 


101 Pa 
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on hot water 
storage heaters : 


A new edition of the most complete reference 
catalog of its kind, covering all types, sizes and 
styles of pc hot water storage heater equipment. A 
reference work needed by every architect, engineer, 
contractor or user of hot water for process or 
service. Because of its size, cost, and importance, 
will you please request your Free copy 
on your company letterhead. 








the Pafferson-Kelley Co., inc. 
520 Burson Street, East Stroudsburg, Penn. 


10) Pork Avenve, New York 17 © Railway Exchange Building, Chicago 4 * 1700 Walnut Street, Philadelphia 3 * 96-A Huntington Avenue, Boston 16 © and other principal cities, 
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New GAMA Members Hes 
FIvE NEW MEMBERS have joined the Gas Appli- Th 
ance Manufacturers Assn. They are: adja 
Control Engineering Corp., Norwood, Mass,. air 1 
which will manufacture a combination automatic direc 
pilot and gas control valve; whic 
United States Stove Co., South Pittsburg, Tenn., buil 
makers of vented and unvented domestic room TI 
heaters and unvented wall heaters; by a 
General Manufacturing and Distributing Co., coil. 
Quincy, Mich., which is developing a gas water fron 
heater; A 
Waterfilm Boilers, Inc., Jersey City, N.J., manu- late: 
facturers of gas-fired boilers, and, In 
The Pittsburgh Water Heater Co. of California, invo 
San Francisco, which plans to make a gas water equi 
heater. for 
Delegates and alternates to GAMA as reported nect 
by the individual companies include G. B. Foote, part 
vice president and treasurer, and Glenn E. areé 
Andrews, chief engineer, for Control Engineering fere 
Corp.; S. L. Rogers, Jr., secretary-treasurer, and dep 
J. L. Raulston, vice president, for United States vide 
Stove; J. L. Wibel, partner, and F. G. Adams, floo 
partner, for General Manufacturing; Kenwood A. 
Hanson, general sales manager, for Waterfilm; W; 
and Charles F. Woodmansee, owner, and Harry F 
Higdon, sales manager, for Pittsburgh Water wit! 
Heater. END wih 
trac 
Cooling System for an Office Building E 
ONE OF THE LARGEST industrial equipment export the 
organizations in the United States has solved the oc 
oO. 


problem of air conditioning its six-story midtown 
New York City office building by installing a of | 
system of 12 separate packaged units with a total 





|  eooling capacity of 30 tons. 1 

The Rocke International Corp. Building is _ 

; flanked by two taller buildings, with which it has Cos 

common side walls. The problem was to design a wat 

system that would (1) provide flexible operation ae 

NO FINS TO CLEAN 4 so that the various departments could be cooled tur 
or become clogged r independently, (2) occupy a minimum of valu- _ 
saiadaasaiaassienast able floor space, (3) be installed with the least 7 
possible disturbance of normal business opera- anc 

tions, and (4) include suitable provision for fresh Wo 

air intake. Sar 

Five of the Rocke Building floors are occupied for 

| by executive, sales and engineering offices while a Eq 

| printing and mailing plant for its promotion Hei 

| department occupies another full floor. Four of He: 

| the office floors are divided into larger front office Me 

| areas and smaller rear sections. Hu 

Two and three-ton upright packaged air condi- Ind 

tioners and 134-ton window-type room air condi- Co 

WATERFILM BOILERS, INC |  tioners were installed in various combinations to R. 
a dis +L. O. KOVEN & BRO. INC | provide the proper amount of cooling for each of Wt 
36-40 New York Ave., Jersey City 7, N. J | the five office floors. Each unit is located in the Co 
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space it serves and operates independently under 
the control of a room thermostat. 

The larger packaged units have been placed 
adjacent to a central air shaft, from which fresh 
air is introduced. Fresh air is also introduced 
directly through the window-type equipment, 
which has been utilized only in the rear of the 
building. 

The promotion department is cooled and heated 
by a 74-ton upright unit, equipped with a steam 
coil. This conditioner has been placed in a closet 
from which air is distributed by a duct system. 

A single cooling tower on the roof recircu- 
lates condensing water to the upright units. 

Installation of equipment for the office floors 
involved only three operations—placement of the 
equipment, addition of new vertical piping runs 
for water supply, drain and cooling tower con- 
nections, and short duct runs to the air shaft. The 
particular location of the equipment in each office 
area permitted this work to be done without inter- 
ference with regular personnel. In the promotion 
department, the duct installation work was di- 
vided into two stages so that at least half of the 
floor was available for use at all times. END 


Water Heater Mfrs. Assn. Formed 


FORMATION OF AN EASTERN manufacturers group 
within the Gas Appliance Manufacturers Assn.’s 
water heater division has been announced by the 
trade group. 

Eleven manufacturers’ representatives attended 
the first meeting of the group recently held in 
Cleveland. Harry B. Carbon of Bastian-Morley 
Co., Inc. was elected chairman and Lee W. Rasch 
of the Rasch Manufacturing Corp. was named 
vice chairman. 

The group was formed of GAMA water heater 
manufacturers who are not members of the Pacific 
Coast Gas Assn., which has long had its own 
water heater organization. It will discuss pri- 
marily problems of interest to eastern manufac- 
turers and will act in the East as does its counter- 
part in the West. 

Those attending the initial session were Carbon 
and H. J. Morley of Bastian-Morley; Charles 
Woodroof of American Radiator and Standard 
Sanitary Corp.; Martin J. Boyle and J. N. Craw- 
ford of the Bryant Heater Div. of Affiliated Gas 
Equipment, Inc.; Kress Ludlow of Cleveland 
Heater Co.; Harold J. Rust of Handley Brown 
Heater Co.; L. R. Mendelson and Ralph R. 
Mendelson of Hotstream Heater Co.; J. P. 
Hutchinson of National Steel Construction Co. of 
Indiana; Bob Pemberson of Ruud Manufacturing 
Co.; Max J. Eisner of Sands Manufacturing Co.; 
R. Shepherd of A. O. Smith Corp. and D. W. 
Whitehead of D. W. Whitehead Manufacturing 
Corp. END 
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L.O. KOVEN & BRO., INC 


154 Ogden Ave, Jersey City 7, NJ 


NJ 























CHILD’S PLAY: Washday problems 
for this housewife become a simple 
task thanks to her Whirlpool washer— 
and the aid of her helpful daughter. 

















ALICE IN DAIRYLAND, the queen 
of the Wisconsin State Fair in Mil- 
waukee, admires the “Minocqua” 
bath in the Kohler Company exhibit. 
Behind Queen Mary Ellen Jenks is a 
mural reminding fair-goers of the 
Saturday night bath in those so- 
called “good old days.” 





bid goodbye to Tom Brice (center) who is 
retiring from Mueller Climatrol after 42 
years. Harold Mueller, Sr., (left) and his 
son, Harold, Jr., attended the farewell event. 






TWO GENERATIONS of the Mueller family Xi 











Picture 
Paragraphs 









MODERN LIVING is demonstrated by this new General Electric 
refrigerator, styled as household wall cabinets. The refrigerator 
is accessible from both kitchen and living and dining room areas. 





core » 


LIEUTENANT-GOVERNOR Lloyd Wood of Pennsylvania snips the ribbon to 
open a new showroom of the Fleck Co., plumbing and heating wholesalers, in 
Elkins Park. Attending the ceremony are Charles McCauley (left), president 
of Montgomery County Master Plumbers Assn.; Mrs. W. H. K. Fleck (center), 
president of the firm; Wilma Fleck, vice president; and other civic dignitaries. 
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eft oA DEAL 















































Yes, and it’s a good deal 
for the home owner as 


well. 4 


Carefully controlled 
manufacturing costs 
make possible more sub- 
stantial profits for you 
...and help to increase 
your sales. Any prospec- 
tive buyer can now af. 
ford attractive and long 
lasting bathroom fix- 


tures. 





and for you, Mr. Wholesaler. 





Chicago Pottery Com- 
pany products are made 
of finest quality mater- 
ials, and offer a variety 
of selections in white 





If you are now planning to make this a 





better year than ever before — a ways gt" pastel 
shades o lue, ivory, 
WRITE — WIRE — TELEPHONE green and tan. F 
m to 
as CHICAGO ‘Pottery COMPANY 
ter), 1920 CLYBOURN AVENUE e CHICAGO 14, ILLINOIS 


tries. 











LARGE WATERWAYS FOR 
SUSTAINED RADIANT HEATING 


The design of Weil-McLain Snug 
Baseboards has an important bear- 
ing on comfort. The unusually large 
waterways of these units provide a 
reservoir of stored heat which elim- 
inates “‘on-off’’ discomfort. 


DOMESTIC ENGINEERING 


COMPLETE LINE OF METAL TRIM 


A Weil-McLain Snug Baseboard installation 
can always be finished with eye-pleasing 
neatness. A full line of corners, valve enclo- 
sures and extension pieces is available to 
meet all possible installing situations. 
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FINNED REAR SURFACE 
PROVIDES CONVECTED HEAT 


For balanced heating, a portion of convected hea 

is necessary to supplement the radiant heat out 

put. In Weil-McLain Snug Baseboards, ampig More acc 
surface for emission of convected heat is provideg by using 
for by fins in the rear of the units. 
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WEIL: McLAIN 


SNUG BASEBOARD PANELS 


“EXTRA VALUE” RADIANT BASEBOARD UNITS 
FOR TAPPING TODAY’S LIVEST MARKET 


Baseboard heating today is getting the nod in ever-growing volume! Why not concentrate on 
the “extra value” line which offers genuine radiant heating ...more eye appeal...easier selling 
... Satisfied customers. 

In Weil-McLain Snug Baseboards, you'll find comfort, beauty, efficiency and rugged durabil- 
ity all combined to provide radiant heating at its best. The simple, clean-cut lines of these units 
blend in smoothly with any room decoration—win approval of the most critical home planners. 

Weil-McLain Snug Baseboards are cast iron...mar and dent-proof...noiseless in operation. 
Easy to clean...no sheet metal front to put on and off. The front panel is water-backed to 
provide a high percentage of radiant warmth...finned surface behind the front delivers an 
ample flow of convected heat. 


PROFITS WAITING IN MODERNIZING WORK! 


Homes with old-fashioned, large tube radiators are ripe for 
conversion to modern baseboard heating. The amazing 
transformation possible in a home’s appearance is well 
illustrated by the “‘before’’ and ‘‘after’’ photographs below. 
Only with cast iron baseboards can you modernize part of 
the system and still maintain balanced heating throughout 
the house. 

Weil-McLain is offering a booklet giving a complete pic- 
torial record of the attractive changes made in an older 
home with Snug Baseboards. It’s a convincing selling help 















vex Tei]- in’ Send for your copies of these booklets, 
send for your copy. Send also for a copy of Weil McLain’s Modern Hot Weler Heating” aecd 
new four-color booklet on modern hot water heating. “Modernizing with Baseboards” 


WEIL-McLAIN COMPANY > Dept. A-24, Michigan City, Ind. 






BEFORE 























HEAT AVAILABLE IN 6 INCH INCREMENTS AIR SEAL PROVIDED SHIPPED ASSEMBLED 


onvected heaf An 18” left end section makes it possible to supply As an “extra value” service, an Air Seal UP TO SIX FEET 

ant heat outf panel lengths in 6” increments. This section permits _ is provided at no extra charge with Weil- | Pre-assembly of Snug Baseboards 
oards, amplg more accurate fulfillment of the heating requirements McLain Snug Baseboards. When tacked at the factory simplifies installa- 
at is provideg by using all of the available outside wall. against the wall before installing the tion and reduces labor costs. Six 
baseboards, the Seal effectively prevents foot lengths are easily handled. 
smudging of the wall. 
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9 MINUTES WITH BERGIE! 





By Hal Bergdahl, manager of dealer sales, Crane Co., Chicago 


The Care and Feeding of Your Business .. . 


THE CARE AND FEEDING of our 
business, like the care and feed- 
ing of infants, certainly can cause 
frustrations if we’re not careful. 

So, about this time of year 
most of us are asking “What 
about 1954? Will business be up 
or down or stay at the ’53 level?” 
Maybe we ought to walk around 
that one and see what it looks 
like. 

However, let’s reckon with 
cold facts and avoid emotions. 
Let’s not be like the old maid 
who screamed for the cops to 
save her from that villainous 
monster who was knocking at 
her door—and who actually 
turned out to be the young new 
assistant pastor making his first 
calls. Silly of her to kick up such 
a fuss, wasn’t it? 

But business people have been 
known to act that way, too. 
Those of us who remember the 
thread-bare thirties will recall 
how many people ran helter- 
skelter and lost their direction. 
Some never got back on the road. 


Will 1954 Be Normal? 


But what about 1954? Will it 
be a normal year? Some weeks 
ago there was a meeting at the 
Conrad Hilton Hotel in Chicago 
and a bull session during the in- 
termission gave this word “nor- 
mal” quite a going over. I am 
not able to repeat the conversa- 
tion verbatim, but here’s the gist 
of it: 

“What do you mean wait until 


things are a little more normal,” 
asked one of the group, a neat, 
business-like fellow who ap- 
peared to be in his late fifties. 
“IT have a deep seated feeling 
‘there ain’t no such thing’. I 
remember so well those terrible 
depression years and they cer- 
tainly couldn’t be considered 
normal. 


Business Kept Going 

“There was NRA, WPA, CCC 
and a host of other things which 
some people thought would bring 
bankruptcy. At the same time, 
millions of people attended 
World’s Fairs in Chicago, New 
York and San Francisco, the rail- 
roads built streamlined trains, 
the airlines expanded, millions of 
people bought radios, refrigera- 
tors and washing machines. Cer- 
tainly this era was not normal. 
But business kept going and 
smart progressive companies 
pulled through the greatest shock 
our economy ever had.” 

There wasn’t one of us who 
disagreed with what he said, and 
after our soothsayer got his wind 
he was ready to go again. 

“And certainly no one in his 
right mind will say that the 
decade of the forties was normal. 
A war was raging from 1941 to 
1946 and just prior to 1941 there 
were years of a defense boom 
with the Army and Navy taking 
thousands of men and placing 
billions of dollars worth of con- 
tracts. This was scarcely normal 
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but people went on buying, go- 
ing to movies, having children, 
taking vacations and trying to 
keep up with the Joneses.” 

Then another fellow queried 
our friend: “What you say 
sounds good, but how about the 
1920’s, weren’t they just about 
normal?” 

Our friend speaks again—“The 
1920’s were no different. The 
early years brought a series of 
ups and downs. The market was 
booming, prices were high, busi- 
ness was amazingly good, yet 
nothing was normal. The crash 
of ’29 put the quietus on that.” 

The final contribution came 
from a fellow who climbed to the 
president of his outfit via the 
sales route. What he said has 
been on my mind ever since. It 
makes sense to me and maybe 
you'll find some good logic in it 
also. Here’s his philosophy: 


There Will Be Problems 


“Every year brings its own 
business problems, floods, 
drought, hurricanes, crop fail- 
ures and booms, wars, depres- 
sions, bad times and good times. 
No business can escape change. 
No businessman can afford to 
wait until every condition is just 
right, but the businessman who 
takes the necessary risks, who 
has faith in the future and who 
is willing to back up his own 
better judgment, is the man who 
will reap the biggest reward.” 

That, if anything, is the one 
fact we can be certain of in 1954. 


Read “Five Minutes with Bergie” 
in every issue of D.E. END 
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Oil Heating and Oil 


Burner Servicing... 


Part 5 of a Series 


High Pressure Gun Type Burners 
Service Data 


THE HIGH PRESSURE BURNER is mechanically a 
highly stabilized piece of equipment. Regardless 
of make, it is in most cases an assembly of parts 
developed especially for it: motor, blower, pump, 
regulating and cut-off valve, nozzle, ignition trans- 
former electrodes. While there are variations in 
the physical grouping of these members on the 
frame, their operating sequence is the same, and 
problems arising from their misoperation exhibit 
the same symptoms. 

The word “misoperation” is used advisedly. 
Burner components are very reliable, capable of 
years of trouble-free operation. They are designed 
as a result of millions of hours of field experience, 
and are as trouble-free as could possibly be ex- 
pected. But failures of one kind or another do 
occur, and when they result in a “no-heat” call it 
is the job of the serviceman to recognize and cor- 
rect the fault quickly. 

Failure of any part of the burner generally re- 
sults in a no-fire condition in the furnace. This 
causes the combustion control to go into the 
safety-lockout position, preventing any further 
burner operation until the safety switch is reset. 
While there are other causes of safety shutdown, 
which will be discussed at a later time, when this 
condition is encountered, the first place to look is 
in the burner. 


How to Find the Trouble 

A system of elimination tests is used. The first 
determination to be made is whether the shutdown 
is the result of a fuel failure or an ignition failure. 
Is oil being sprayed from the nozzle, or is the elec- 


tric spark failing to ignite the sprayed oil? Most 
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servicemen check this without resetting the safety 
button. They simply press the relay clapper and 
notice the reaction. 

If oil is being sprayed, it can usually be seen and 
smelled through the open furnace door. There will 
be an absence of the usual crackling ignition 
sound. If the firebox is still warm there will be 
a bluish-gray vapor instead of sprayed particles. 
The serviceman stops the burner at once, recog- 
nizing ignition failure as the cause of this shut- 
down. He is also reasonably certain that there is 
nothing wrong with the nozzle or with the fuel 
supply system of the burner. 

If, on the other hand, there is no oil spray or 
vapor, the sound of the ignition spark will very 
likely be heard clearly. This indicates that there 
is no oil being sprayed from the nozzle; possibly 
because of nozzle stoppage, or because of a failure 
farther back in the fuel system. 

This completes the first step in the elimination 








Fig. 1: If oil is not 
raying, loosen fit- 
“Sieg 4 fi PUMP 
ting “A” connecting 
the regulating valve 
VALVE 


with the nozzle as- 
sembly. If oil squirts 
out, the test indicates 
fuel is reaching the 
nozzle, but due to a A 
plugged opening, is 
not getting through. 





TO NOZZLE -> 











process which usually makes it possible to.pinpoint 
the exact cause of the failure in a few minutes. 
The relay is in safety because the burner failed 
to produce fire. In this test, either the fuel system 
or the ignition system has been eliminated as the 
cause of the shutdown. 

Leaving ignition problems aside for the present, 
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let’s assume that this is a fuel failure; oil not 
spraying. Now, in a large percentage of cases, 


especially with small domestic burners, this will. 


be the result of nozzle stoppage. We can find out 
quickly whether the nozzle is guilty or innocent 
by the next step. 

With the burner running, loosen the fitting con- 
necting the regulating valve with the nozzle as- 
sembly (Fig. 1, page 182). If oil squirts out tighten 
the fitting immediately, and stop the burner. Oil 
is reaching the nozzle, but not getting through it. 
The nozzle is plugged. Also it can be judged that 
the fuel system is apparently OK since oil is being 
delivered through the pump and cut-off valve. 

If no oil comes out at this fitting in this test, 
forget the nozzle for the present and concentrate 
on the fuel system. The cut-off valve is not open- 
ing. Since the cut-off valve is attached to the regu- 
lating mechanism, it becomes clear that the pres- 
sure regulating valve is not lifting. There are 
several possibilities. 


Tank May be Dry 


For one thing, the supply tank may be dry. The 
pump cannot make pressure without oil. Some 
servicemen make it a practice to check the tank 
when they enter the basement; others wait until 
their service procedure points out the possibility. 
A supply-line stoppage or a dirty filter or strainer 
might also prevent pumping. (Two-pipe, buried 
tank problems will not be considered in this 
article.) . 

The pump itself may be defective, its gears not 
turning due to a sheared shaft-key. This trouble 
is not encountered often, but a similar condition, 
a loose or broken shaft coupling, is more frequent. 
This is easily recognized in most instances by a 
rattling sound. It can be seen through the air 
inlet of most burners. 

A worn-out pump may not be delivering enough 
oil to the pressure regulating valve to lift it. Or 
more frequently the pressure regulating valve 
itself is worn and bypasses all the oil delivered to 


it by the pump. 
The Next Step 


The next step is to remove the cap covering the 
pressure regulating screw. There are many things 
that can be learned at this point, but it will take 
some experience before the beginning serviceman 
can evaluate correctly what he sees there. He 
will begin to have “something on the ball” when 
he develops “valve-top intuition.” As a starting 
point let it be stated that under practically all 
normal conditions, when the burner is supplied 
from an inside tank, the area beneath the cap 
should be wet with oil. With the cap off oil can 


(Please turn to top of page 184) 





ADJUSTMENT 


—~— 
en PRESSURE GAGE 












PRESSURE REGULATING 
AND CUT-OFF VALVE 


TO NOZZLE : 


Fig. 2: A defect in the regulating valve can be discovered 
by slowly backing off the adjustment nut. If fire occurs at 
any time during this test, the regulating valve is causing 
the non-fire condition. When the valve was under pre- 
viously higher tension, the oil supplied by the pump was 
not lifting it but running into a bypass system. Therefore 
the cutoff valve was apparently not open to admit oil. 
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Fig. 3: A partial stoppage of supply (lower left) can pro- 
duce pump failure by creating a vacuum in the pump and 
in the nearby line. This causes air to be drawn in through 
potential leak points such as hand-valve packing glands or 
shaft seal, located on the low pressure side of the pump. 





























Fig. 4 illustrates the requirements for good ignition in a 
typical nozzle assembly. (A) Transformer terminal in- 
sulators are clean and undamaged; (B) terminal connec- 
tions secure; (C) correct length cables and perfect insula- 
tion; (D) electrode insulators clean and undamaged; (E) 
insulators held firmly in bracket, but not crushed; (F) as 
much porcelain as possible forward of bracket; (G) mini- 
mum % in. clearance between electrodes and front end 
parts; (H) spark gap correctly set in relation to nozzle; 
(J) bracket held firmly to nozzle tube. 














Oil Burner Servicing 


(Continued from bottom of page 183) 


be expected to leak out slowly. Here are several 
things to be noted. 

1. Valve-top wet, burner off. There is oil in 
the tank. 

2. Remains wet with burner operating with 
fire. No stoppage in supply line. Strainer and 
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Fig. 5 shows standard measurements to be followed with 
most burners when adjusting the spark gap. (A) 7; to + 
in. forward of nozzle face depending on spray angle; (B) 
ly to % in. above nozzle center; (C) %4 in. minimum clear- 
ance; (D) inward offset may be necessary to clear swirler- 
vanes. The spark gap (not shown) should be +; in. wide. 


filter clean enough to pass oil. 

3. Oil disappears when burner operates with 
fire. Probable stoppage (partial or complete) in 
supply line. 

4, Valve-top dry. Tank empty, or supply lower 
than pump. In most inside installations the lower 
several inches of the oil supply are below the 
pump level. This is seldom troublesome because 
the fuel level is rarely allowed to fall below the 
quarter mark. 

5. Bubbling around adjusting screw. Tank has 
been dry, but has been refilled. Requires venting. 
This could also indicate presence of air that has 
been drawn in during the last operation because 
of partial stoppage in the supply line. In this case, 
the bubbles will disappear when the burner op- 
erates with fire. The pump will again draw in air 
around the screw in a short time and become air- 
bound. 

Aside from the plugged nozzle, probably the 
most frequently encountered fuel system trouble 
is the worn pressure regulating valve. This can 
be tested easily. 

With the regulating screw cap off, and having 
determined that there is oil in the pump, the 
serviceman operates the burner in the no-fire 
condition which he has discovered. He slowly 
backs off the regulating screw, watching for signs 
of fire through the open boiler door. If fire comes 
on at any point during this test, the indication is 
that the regulating valve is defective. (Fig. 2, page 
183). 

At the previously higher spring tension on the 


valve member, the oil being supplied by the pump 
was not lifting it, but passing directly into the 
bypass system by way of leaks through or around 
the member. Therefore, the cut-off valve operated 
by the regulator was not opening to admit oil to 
the nozzle. 

As the spring tension was reduced by turning 
back the adjusting screw, it became easier for the 
pressure of the pumped oil to lift the valve. At a 
certain point it rose off the cut-off seat, and some 
oil was delivered to the nozzle. With a further 
half-turn toward the lower pressure, the cut-off 
opens wide, and the fire becomes almost normal in 
size. 

It should be pointed out that this reaction may 
indicate a weak pump, rather than a worn valve. 
The pump might not be able to supply oil in great 
enough volume to maintain the pressure necessary 
to lift the valve. This is a reasonable probability. 
There must be sufficent oil volume to develop the 
pressure to be regulated. 


Fuel Unit Problems 


However, in most present day burners the one- 
piece fuel unit is used. The serviceman is not given 
the choice of taking the step to distinguish be- 
tween pump and valve troubles with many fuel 
units. These have piston-type regulators. For this 
reason the whole unit must be changed, if the 
valve cannot be held open at reasonable pressure, 
that is, with about a 25 percent safety margin. For 
practical purposes, if we expect to fire a nozzle at 
100 Ibs pressure, the unit should be able to hold its 
valve open when tested at 125 lbs. 

Most bellows-type regulators have valve assem- 

(Please turn to top of page 189) 
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AMERICAN CONTROL ] 


Equipped Water Heaters 










DEPENDABILITY 
& LONG-LASTING 
PERFORMANCE 


AMERICAN 
CONTROL 


tesponsive dependability is 
what your customers want 
in operating a water heater. 
That is the very thing they 
get in an AMERICAN 
CONTROL, Snap-Action, 
Thermostat operated 
water heater ; 
known as the heart of 
the heater. It is assur- 
ance to your custom- 
ers that through the AMERI- 

CAN CONTROL, the heater 

they buy will automatically | 
maintain hot water in the tank ® 
at all times. tasénavonms -| 


The AMERICAN CONTROL ntarietinaeen 
Thermostat is torture-tested, 
strong and dependable—backed 
by engineers and craftsmen 
who, in the production of this 
remarkable control appliance, 
have 25 years’ experience to 


SNAP-ACTION 


Thermostat 
Model No, 12 


| 





PRECISION 
back them up... that over a 
million of their thermostats MANUFACTURED 
have been gainfully used in top- FOR GREATEST 
quality water heaters. 


SATISFACTION | 
| 


WRITE FOR COMPLETE 
DETAILS TODAY! 
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Smart Operators 


SPECIFY 
KEYSTONE 


That Assure “dl 4g [| 










FLARED FITTINGS 


BALANCING VALVES 


SOLDER FITTINGS 


¥ 


DRAINAGE FITTINGS 


VALVES 


Heres Why! 


3 - PRECISION FINISH 

. Accurate, full depth cup 
bores; clean, true threads; and 
full, unobstructed waterways 
make Keystone Copperflow 
fittings easier to install and com- 
pletely dependable in service. 
This precision finishing is made 
possible by Copperflow’s more 
rugged designs... which provide 
the greater weight and wall thick- 
ness needed for sound, pressure tight castings and 
accurate machining. In weight, workmanship and sheer 
worth, Keystone’s complete line gives your customers 
more for their money and saves you time and trouble. 
Tell your favorite jobber you want Keystone 
Copperfiow . . . always. 

Keystone Copperflow fittings have been rec- 
ognized for dependability since their introduction in 
1928. They are backed by the skill and experience 
of three-quarters of a century in casting and finishing 


non-ferrous metals. 
WRITE FOR CATALOG No. 51 


KEYSTONE BRASS WORKS 





ERIE, PENNA... U: S:. A; 
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If you’re searching for 


EXTRA PUMP PROFITS 


.-. don’t overlook these 
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al It’s the sales you don’t make that really hurt! If you've 
Cd 
eo 
. ” been losing pump sales because you didn’t have the right 
’ i pump at the right price — these two new Goulds pumps are 


going to be mighty welcome discoveries. Better see ‘em 
right away... at your Goulds distributor’s. And while 
you're there — let him show you the complete Goulds line 
— for a completely profitable pump business! 






FIG. 3658 


Yo H.P. DEEP WELL PUMP 


For deep well jobs where pumping level is not more 
than 130 ft. A completely packaged unit, less tank, 
with all famous features of Goulds Jet-O-Matic — 
yet priced for volume sales! Easily installed on 


FIG. 3371 ee 
MULTI-STAGE JET PUMP 


Built especially for those extra deep well jobs (up 
to 200 ft.) where higher pressures are required. 
Delivers up to 1175 G.P.H.— may be used for 
single or twin pipe jobs. 2- and 3-stage models, 


“ %, tie ir H.P. units. Easy to install. . . easy single or twin pipe systems —capacities up to 670 
0 service, too! gallons per hour! 
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WATER SYSTEMS 


GOULDS PUMPS Inc. 


— Seneca Falls, N.Y. Ww 
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You 
might have 
written 


THIS 
ADVERTISEMENT 


We know that you, as an experi- 
enced plumbing contractor, are 
completely familiar with the superi- 
ority of cast iron soil pipe. We know, 
too, that you need actual proof of 
this superiority to convince your 
customers. 

Reproduced here is one of the 
Institute’s 1954 series of advertise- 
ments appearing in national con- 
sumer magazines. Through this 
campaign the Institute is backing 
up those plumbing contractors and 
plumbing inspectors who are doing 
such constructive work in the in- 
terest of better sanitation. 


HOW PLUMBING CONTRACTORS 
CAN MAKE VALUABLE USE OF 
THE INSTITUTE’S HELP 


Would you like to put on a motion pic- 
ture for local business groufs, wom- 
en’s clubs, church organizations, and 
obtain an interesting film free, to show 
them? Our film, “Permanent Invest- 
ment,” will help your business because 
it makes people conscious of the im- 
portance of hidden plumbing, from street 
to roof top. For full information and for 
literature on plumbing drainage to pass 
on to your customers, use the handy 
coupon. Mi 
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Ls 


Dept. DE-2, 1627 K Street, N. W. 

Washington 6, D. C. 

( Send educational folder, ‘’Plumb- 
ing Drainage.” 

Ft Ge eee 
Club wants to see your movie, 
“Permanent Investment.” Tell us 
how to arrange for free showing. 





Address______ 


City 





State 














Consistency is a virtue—especial- 
ly product consistency. The quality 
of Ideal tubular brass goods is con- 
sistently high, consistently de- 
pendable. The Idealeo brand 
stamped on our tubular items is 
your guarantee of full gauge, ac- 
cording to exacting Brown and 
Sharpe standards. 
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How to gauge tubular brass goods without a micrometer 


‘ 


Ideal guarantees its products 
because Ideal manufactures the 
products it sells. Even without a 
micrometer, you know you are 
buying consistently fine brass 
goods when you buy Ideal! 


* * 
FREE CATALOG. Write today on 
your letterhead, c/o Dept. D. 
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Oi! Burner Servicing 
(Continued from center of page 184) 

blies that are easily disassembled. If this test points 
to a failure of pump or valve, put in a new bellows. 
Make sure the flange surfaces are clean, and use a 
new gasket. If there is little or no improvement 
over the original performance, then very likely 
the pump gears are badly worn. The fuel unit is to 
be changed. 

When changing a bellows it is good practice to 
use a pressure gauge. The old bellows is tested 
before disassembling to find its cut-off and cut-in 
pressures. These indications will often be in the 
60-70 lb range in a trouble-giving unit. The new 
bellows should be able to hold the cut-off open at 
125 lb minimum. If this cannot be reached, change 
the unit. 

Stoppage in the supply line to the burner is 
rarely so complete as to cause pump failure by 
itself. Long before this condition interferes greatly 
with the pumping operation the pump becomes 
very noisy, as a result of cavitation in the gears. 
This is due to the vacuum formed at the separation 
point of the gears. The same kind of sound results 
from a dirty strainer or filter, or a closed valve in 
the line. It ranges from a low growl to a high 
squeal, varying with certain gear characteristics 
of a particular pump. In the average household 
this noise becomes intolerable. A call for service 
is made to correct the noise although the no-heat 
stage is seldom reached. 

However, a secondary result of supply-line stop- 
page can produce a pump failuré, even though the 
stoppage is not complete. Vacuum is created in 
the pump and in the part of the line close to the 

(Please turn to top of page 191) 





























| 


“Now what's this idea you have for quick service!” 
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Vent-Rites Insure 
Balanced Heating 


You'll build up genuine customer sat- 
isfaction by using Vent-Rite Venting 
Valves on home heating installations. 


With Vent-Rites your customers will 
discover that it isn't necessary to over- 
heat some rooms in order to get 
enough heat in others. That's the 
secret of the scientific Vent-Rite 
method of Balanced Radiation. And 
along with uniform heating will come 
greater comfort, and lower fuel bills. 
You can order Vent-Rite Venting 
Valves from your wholesaler . . . in 
a wide variety of types, sizes, outlets, 
and venting capacities. 


VENT-RITE 


No. 1 for non-vacuum 
No. 2 for vacuum 


Ye” Side Connection 
with Siphon. 3/32” 
Diam. Vent Port. 
Overall Height 3”. 
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BOILER-BURNERS py 
stré 
There’s a Size and Price to Meet Every Customer’s Needs Exactly usu 
Thi 
® Your profit opportunities are extra good when you sell the Aldrich sup 
line—because Aldrich Boiler-Burners give you a wide choice of sizes wit 
and ratings. There are 5 compact sizes of the new fast-selling rap 
GULF STREAM “package.” mat 
e THE GULF STREAM was designed for space saving, efficiency pac 
and economy in heating the small or medium size home. With a ma’ 
choice of oil or gas-fired units, your market is doubled. it 1 
e THE GULF STREAM can be equipped with coil to provide in- cle: 
stant domestic hot water supply in capacities for every need. Impor- set 
tant to the home owner are the advantages of heat and hot water or | 
from a single compact unit, and on one fuel. the 
e Extra rugged, simple to install and service, the GULF STREAM clei 
extracts the maximum useful heat from every unit of fuel. It’s priced wit 
to meet competition and overcome sales resistance, with worthwhile I 
Aldrich GULF STREAM profit for you. 
offers Value that’s profitable Five ‘sites, SBI ratings 440 to movable top jacket, large open- 
1120 sq. ft. water radiation. ing to combustion chamber. 
to sell...practical to buy Multiple flue tubes baffled for Minimum temperature change re- 
maximum heat extraction. gardiess of firing conditions. 
Fully erected, pre-wired, ac- Aldrich burners coordinated to Meets ASME code. 
cessory-equipped. Ready to set Gulf Stream boilers. Burners U.L. listed. 
in place and connect. Easy to Easy maintenance — quickly re- 
install and service. 
GULF STREAM HOT WATER HEATER 
STANDARD Internally galvanized, 
Shipped fully erected high delivery. Outputs 
with complete auto- from 93 to 850 GPH 
matic controls: stack at 100° rise. For house- 
switch, thermostat and hold and commercial 
limit control. needs. 
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Oil tows Servicing 


(Continued from center of page 189) 
pump, causing air to be drawn in through potential 
leak points, such as hand-valve packing glands, or 
at the shaft seal, which is in the low pressure side 
of the pump. Gear pumps cannot pump air very 
well, They become airbound, and must be vented. 
Fig. 3 (page 183) illustrates this condition. 

Pumps are provided with vent plugs, which ordi- 
narily need be opened only when the tank has 
been dry. The vent plug is on the high-pressure 
side. It is unscrewed part way while the pump is 
running. While the air is being pumped out there 
will be bubbles at the plug. When the bubbling 
stops, and clear oil emerges, the pump is vented 
and ready to develop pressure. The vent plug is 
then tightened, and the burner will probably con- 
tinue to operate normally for a while. 

The condition is not cured however. The stop- 
page must be removed. Possibly it is only a dirty 
strainer or filter. If the line itself is plugged it can 
usually be cleared with the help of a tire pump. 
This is hooked up, with suitable fittings, to the 
supply line, or to an inlet-side plug on the fuel unit 
without disconnecting the line. Air is pumped in 
rapidly. This will dislodge most obstructive 
matter, usually soft oil residual matter which has 
packed itself in narrow parts of the line. This 
matter will be discharged back into the tank where 
it will settle out of harm’s way. This is a quick, 
clean method of disposing of it. Give it time to 
settle before operating the burner. Also pump two 
or three gallons of oil out through the pump with 
the nozzle line disconnected. The oil should be 
clear before reconnecting the nozzle line, other- 
wise there will probably be nozzle trouble. 

For really effective purging of the supply-line 
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Fig. 6: In cleaning nozzles, removing the core can often be 
simplified by placing the nozzle in the socket of a % box 
wrench. The wrench is pressed against the floor with the 
foot while the core is twisted free with a screwdriver. 
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Fig. 7: shows nozzle assembly for high-pressure burners. 


an intensified method is used. The supply-line 
valve at the tank is closed after the first purging, 
and about 25 lbs air pressure is built up. It is 
advisable to use a pressure gauge, to avoid over- 
doing it and damaging the shaft seal. After the 
pressure is developed, open the valve. The con- 
tents of the line (oil, air, and sludge) will be dis- 
charged into the tank with a satisfying blast. A 
line cleared in this manner will usually serve the 
burner without stoppage trouble for a long time. 

Getting back to the first step, it was stated that 
if oil particles or vapors could be seen or smelled 
on a trial start, ignition failure would be indicated. 
In order to understand why there should be an 
absence of spark at the ignition point it is neces- 
sary to know something of the kind of electricity 
used to generate the spark. 

A very high voltage is necessary to produce a 
dependable spark. The ignition transformer of the 
standard gun type burner develops 10,000 volts, 
enough to produce a spark about an inch long. 
The burner spark gap is generally less than % in., 
so there is a large safety margin to assure positive 
sparking on every start. 


Facts About Ignition Voltage 


Fact No. 1 about ignition voltage is that it wants 
to jump. It is the kind of electricity that jumps, 
and it doesn’t particularly care where it jumps. 
If it finds it easier to jump at some other point 
than the designated spark gap, it will jump there. 

For this reason it is necessary that all insulation 
be in good order, and that all clearances in the 
burner be great enough to prevent any tendency 
of the voltage to wander. The conductors between 
the transformer and the spark gap must be elec- 
trically separated, by insulation or space, so that 
the point of least resistance is the spark gap. 

The same kind of separation must exist between 
each conductor and ground, the burner frame, 
because the transformer is mid-point grounded. 

(Please turn to top of page 193) 
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Your prospect can recognize real quality 
when he sees it—and one look at a Uni- 
versal-Rundle lavatory tells a quality story 
that can’t be beat. U/R’s Arctic White, for 
instance, is the whitest white in the fixture 
industry, by scientific test! And Universal- 
Rundle’s harder-than-steel surface means 
beauty that stays lovely . . . beauty that’s 
easy to clean. The modern styling of U/R 
lavatories is clean and uncluttered —the 
kind of styling that is smart for years. 

And when: you offer Universal-Rundle 
fixtures, your prospect recognizes a familiar 
name —nationally advertised in leading 
Magazines as the world’s finest bathroom 
fixtures. 
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U/R Uni-Lox Lavatory Hanger 
Patented one-piece hanger gives 
Ledgemaster...No. 2201... 22’ easier, faster, more sure installation of 
x 19”, No. 2200... 19" x 17” china lavatories ! A U/R exclusive ! 
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Oil Burner Servicing 


(Continued from bottom of page 191) 


This means that the center of the output coil is 
connected to the case of the transformer. Because 
of this it is possible to establish a 5,000 volt circuit 
between either output terminal and the grounded 
parts of the burner. 

There are certain regulations directing that all 
high voltage parts be separated from the burner 
housing by more than the space of the spark gap. 
Many servicemen try for a minimum 4-inch clear- 
ance wherever possible. This is sometimes difficult, 
due to the close front-end construction of many 
burners, but he realizes that carbon accumulates 
at points in the front-end under various conditions 
of misoperation, and that carbon is the enemy of 
positive ignition. 

Carbon is not a good conductor of ordinary elec- 
tricity, but ignition voltage passes through it 
easily. It is the one unpredictable factor. It has 
been estimated from surveys of service problems 
that over 95 percent of all ignition problems are 
caused by carbon. 

Carbon can build up across the spark gap as a 
result of a mis-spraying nozzle, or because of im- 
proper setting of the electrodes. Another form of 
carbon, very fine and dustlike, can be blown back 
into the burner tube because of an unstable flame- 
front, or pulsating fire. In this condition it can 
coat the electrode insulators, turning their sur- 
faces into conductors for spark voltage. 

The reader has noticed that the electrode in- 
sulators are very long, seemingly out of proportion 
for protection against a spark that can jump no 
more than an inch. The reason is carbon, which 
can be expected to form on them in some installa- 
tions. A good serviceman never fails to clean 
these insulators thoroughly when they are black- 

(Please turn to top of page 196) 
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satisfaction—because a White Water-Hotter 
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your best bet for sound and profitable selling: 
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Material in the Modernization Sales Kit comprises 
250 different pieces of advertising and sales promo- 
tional items—an entire year’s merchandising cam- 
paign—designed to get you plumbing, heating, air 
sonditioning and appliance remodeling business in 
your community. It sells more than merchandise— 
it sells the basic ideas which will make people want 
to buy your products, your service, your ability. 
[t will help you win the battle of ideas in your local 
market and give you the jump on competition be- 
-ause each piece is specifically tailored to your own 
individual selling problems and the buying habits 
of your trading area. 


The material 

Sales aids which will bring this new business in to 
you include: Newspaper ads, direct mail, posters for 
your walls or window, radio commercials, press re- 
eases to get your name in your local paper. In ad- 
lition are a multitude of manuals on merchandising, 
planning, financing, and stimulating your modern- 
ization sales from every conceivable direction. Fore- 
most among these is a 196-page compendium of 
2,001 prize-winning profit-making ideas other con- 
‘ractor-dealers have used. 


How it functions 
Key item in the kit is the Modernization Timetable 
—a week-by-week calendar of advertising and pro- 
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DO REMODELING PROFITS 


The Modernization Sales Kit 


February, 1954 


Don’t let that big-profit work—remodeling 
business—get away from you! The Domestic 
Engineering Modernization Sales Kit will get 
you your share of the immense modernization 
market which exists in your own community. 


One contractor-dealer said that he got more 
than $60,000 worth of plus business from the 
Modernization Sales Kit alone. That’s just what 
it is designed to do—increase your volume, 
strengthen your net profit per job, and estab- 
lish you in your community as a leader and a 
good firm to deal with. You need the Modern- 
ization Sales Kit to do this. 





motional activities for you to follow, covering all 
phases of your remodeling sales campaign. The 
schedule was set up based upon the operations of 
the nation’s most successful contractor-dealers and 
is actually tested in fact. All of the promotional 
material is tied in with this timetable to make it 
easy for you to emphasize certain merchandise in 
all ways during seasonal selling peaks. 


Your own advertising manager 


Actually, the Modernization Sales Kit performs 
the functions of an advertising-sales promotion 
manager for you. It is a constant and fertile source 
of sound, sparkling ideas which build a reputation 
for you in your community as a good man to do 
business with, a modern merchandiser, a civic leader. 
If you had to pay someone else to create this material 
it would cost you several thousand dollars. It has 
taken Domestic Engineering thousands of man-hours 
to produce it for you. 


Your best investment 


With competition as keen as it is for this vast 
remodeling market, you just can’t afford not to get 
this indispensable selling program. The cost, $15 
for the entire year’s campaign, is set by Domestic 
Engineering purely as a non-profit contribution to 
our industry. Put the Modernization Sales Kit to 
work for you today! 
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MANUALS to educate you and your employees with a 
complete basic course in the finer points of making more 
remodeling sales. Where to find the prospects, how to 
close them, plans, finance, are all covered in detail. 





a be ‘ Pi 


POSTERS with traffic-appeal to add selling impact to your 
walls and windows. Colorful and impressively designed, 
you can use these to tie in with your own seasonal pro- 
motions to build and keep interest alive. 


PRESS RELEASES to keep your firm name in the editorial 
columns of your newspaper. The free publicity establishes 
you as a civic leader and alert businessman. 


RADIO COMMERCIALS that are alive and sparkling, and 
will give you the reputation of an advertiser who can 
capture attention away from your local competition. That 
is your chance to use radio advertising that pulls! 


MANUFACTURERS, WHOLESALERS 
NEED THIS MATERIAL, 100! 


If your organization cares about increasing the sales 
of plumbing, heating, air conditioning or appliances 
among contractor-dealers, the Modernization Sales 
Kit will fit ideally into your merchandising program 
at little cost. Manufacturers and wholesalers are 
ordering them for key dealers, and are using the 
material as background for intensive sales campaigns. 
Order yours now and reap the harvest of this profit- 
stimulating program. Quantity discounts are allowed. 
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jumbo postcards, will reach your prospects wherever they 
are. You'll have the best mail response in town to these 
compelling, sales-producing messages. 











1801 PRAIRIE AVE., CHICAGO 16, ILL. 


| Please send me........-+..+. Modernization Sales Kits at $15 each, | 


= which I enclose $........655000: I understand that I will also 


receive the 2,001 Idea Book, normally sold at $5, free of charge. 


j NAME 














Oil Burner Servicing 


(Continued from center of page 193) 


ened. The large transformer terminal insulators 
should likewise be carefully cleaned. They too can 
lose their insulating qualities when coated with 
carbon. 

Ignition shutdowns can be caused by breaks in 
rubber insulated conductor cables between trans- 
former and electrodes. This insulation can be dam- 
aged by fuel oil that might get into the blast tube 
because of a mis-spraying nozzle, after-drip, or 
leaky pump seal. If damaged, the cables should be 
replaced. If they must be temporarily repaired, 
rubber tape or plastic tape should be used; friction 
tape is not a good enough insulator. Snap-type 
terminal connectors must be snug. There should 
be an inch or so of slack in the cable when it is 
attached to the terminals to prevent pulling the 
connectors loose. Too much slack should be 
avoided, because the cables might touch the fan. 
Careless handling of the gun assembly also dam- 
ages insulation. 


There's No Substitute for Making Sure 


Many present day burners use uninsulated 
buss-bars for high tension conductors. In the new 
burner these are correctly separated from each 
other, and from ground, but after several han- 
dlings they may become bent or otherwise dam- 
aged. The best rule to follow with this type 
conductor is to get duwn there and look right into 
the blast tube before starting the burner. This is 
even more necessary when the new coil-spring 
conductors are used. There is no substitute for 
making sure, where ignition is concerned. 

Fig. 5 page (184) illustrates the standard 
measurements to be followed with most burners 
when adjusting the spark gap. Some manufactur- 
ers recommend other settings with their particu- 
lar burners, for reasons of front-end clearance, air 
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Fig. 8: shows items used in cleaning nozzle strainer and 
parts. After cleaning in oil with brush and toothpicks, the 
parts are held in the hands under running water. This 
flushes away unseen particles that might foul nozzle. 
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delivery method, etc. In such cases follow the 
maker’s rules, not these. 

Ignition transformers are extremely reliable 
and long-lasting. Very few ignition problems are 
caused by defective transformers. Age seems to 
affect them very little, even when connected for 
constant ignition. 

The first test of a transformer should be con- 
ducted on the burner itself. A new insulated high 
tension cable is connected to one terminal. The 
other end of the cable is held close to the other 
terminal. There should be a starting spark of at 
least a half-inch; that is, the spark should begin 
to jump before the loose end of the cable is within 
a half-inch of the terminal. It should then be pos- 
sible to “pull out” the spark to three quarters of 
an inch or more by moving the cable away from 
the terminal. The motor is disconnected during 
this test, to prevent oil spraying without ignition. 

If the transformer appears unsatisfactory in this 
test it is removed from the burner and connected 
to a separate source of current. The same test is 
made. Any improvement in performance would 
indicate that the current supply to the transformer 
on the burner is impeded, perhaps by the relay 
ignition contact, or by a defective connection be- 
tween the relay and the transformer. 

Servicemen learn to be careful when handling 
ignition current. The shock can be severe and 
the spark can give a bad burn. If testing with a 
screwdriver, be sure the handle is well insulated. 
Wooden handles may have unseen cracks through 
which the spark can jump. 


Cleaning the Nozzle 


Before removing the nozzle for cleaning it is 
necessary to prepare working space. Since on 
most jobs there will not be a bench or table to 
work on, servicemen get accustomed to working 
on the floor. Some clean paper is spread out, under 
a good light if possible. The nozzle assembly is 
removed from the burner, wiped of loose dirt, and 
placed on the paper. 

If nozzle removal will harm the electrodes, they 
should be removed from the assembly and set 
safely aside. The best tools to use in removing the 
nozzle from the adaptor are the correct size box- 
wrenches. Future servicemen will think ill of you 
if you butcher the corners or obscure the gph 
marking with adjustables or pliers. 

It is sometimes difficult to get the core out of the 
nozzle body. This often can be made easy by plac- 
ing the nozzle in the socket of the 5% in. box- 
wrench on the paper. The wrench is held firmly 
down with the foot, while the proper size screw- 
driver is used on the core (see Fig. 6, page 191). 


If they cannot be separated by this method use’ 


(Please turn to top of page 199) 
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* Popular Extra-Handy OOR Threads 
/s" to 1’ Pipe Fast and Easily 


ler ality itp tac ae, . - ® You just can’t beat these small drop head dies 


for quick easy pipe or conduit threading. 


is 
nd ® Snap the size head you want into the drive 
ring, from either side, and you’re ready to cut 
ey clean perfect threads . . . heads can’t fall out. 
et ® Precision-cut alloy dies reverse easily for 
he close-to-wall threads—no special dies needed. 
x= ® OOR and OR %” to 1”; 111R and 11R, %” 
ou to 1%"; 12R, %" to 2”. Free carrier with sets. 
ph Every threader fully work tested before ship- 


ment. Buy them at your Supply House. 
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SPEED AND SIMPLIFY BORING 





WITH GREENLEE PIPE BIT SET 


OF PIPE-SIZE HOLES IN WOOD 


a 





Designed especially for plumbers, steamfitters and | 
electricians to port fast, easy boring of accurate | 
oO 


holes in wood for 14” to 2” pipe and conduit. Makes | 
swift, easy work of an otherwise tedious, hard job... | 
assures clean ‘‘tailor made’’ apes for a neat job.’ | 
The set is furnished in a sturdy, attractive metal box | 
with convenient carrying handle. Bits have 14” shanks 
for use in portable electric or pneumatic drills and in 
stationary boring machines. An adaptor is provided for 
standard auger bit braces. Adaptors are also furnished 
for using standard 34” pipe as an extension for deeper 
boring and longer reach. Get facts today on these 
timesaving GREENLEE tools. 


sfolelR-Eie) Ba 7.136) 1 3, | 
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Greenlee timesaving tools for plumbing and heating work .. . 
* Tubing Benders * Hydraulic Pushers *° Bits > Auger Bits * Spiral 
Screwdrivers * Chisles and Many More. Write for details. Greenlee Tool Co., 
2362 Twelfth Street, Rockford, Illinois, 
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TO ANCHOR IN WOOD 
Use the Hanger Rings 
with Paine Flattened End 
lag Screws. 


TO ANCHOR IN 
CONCRETE 
Use Paine Flattened 
End Machine Screws 
and Paine “900" Lead 
Anchors. 


TO COMPENSATE FOR 
IRREGULAR MOUNTING 
SURFACE HEIGHTS 
Use Paine Perforated Hanger 
Iron between rings and 
mounting screws*. 


14 Signe 10 FIT 
STANDARD CONDUIT 
& PIPE DIAMETERS 
¥, THRU 8 

Furnished with or 


without stove bolt 


©. 


*Paine's ‘*560°* Combination Hanger 
combines Ring, 6” of Hanger Iron 
and a Flattened End Lag Screw. 





Paine Hanger Rings install fast and are economica 


They make a neat, permanent job - 
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Theres a complete line of PAINE products 
... made right te da the job right 





Perforated Pipe and “Spring-Wing” 


February, 1954 


HANGER RINGS 










































Hanger Iron Conduit Clamps Toggle Bolts 
4 
Pipe and "900" Expansion “Snugfit”’ 


Pipe Hooks 


Screw Anchors 








Romex Straps 


THE PAINE COMPANY 
9 Westgate Road, Addison, Illinois 


the best craftsmen always take pAINE 





Send for Catalog of Paine’s Complete Line 
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Burner Servicing 


(Continued from bottom of page 196) 


her nozzle because the old one is probably 
y burned and worthless. You can try your 
with it later in the shop, though it may not be 
the trouble. 
pr on-the-job nozzle cleaning the equipment 
ired is simple, consisting of: a small pan, or 
» top can, a nozzle brush, some hardwood 
hpicks and a few ounces of fuel oil, drawn from 
burner. 
he nozzle strainer and parts are scrubbed 
h the nozzle brush in the pan of oil. All inside 
aces should come out shiny, while the slots 
d show as bright lines. The orifice usually 
es clean by this scrubbing; if not, it is care- 
y probed with a toothpick. In the smaller sizes 
toothpick may have to be sharpened to pierce 
orifice. The slots of larger size nozzles can also 
Jeaned with a toothpick, though this is seldom 
essary. Scrubbing usually takes care of them. 













mbling the Nozzle 


er cleaning (this is important) the parts are 
1 in the hands under running water. This will 
h away unseen particles, and clean the hands 
ough dirt that might foul the nozzle before it 
passembled. Shake dry and reassemble im- 
liately, using a clean screwdriver. With the 
iner in place the nozzle is partly protected 
il reinstalled in the adapter. 

lany servicemen do not empty an L-shaped 
embly of its original oil, on the theory that fast 
ing oil and air bubbles may dislodge particles 
foul the nozzle again on the first operation. 
the tube must be emptied, it should be 
oughly flushed under a fast flowing faucet. 
nozzle is reset into the adapter, the electrodes 
cleaned and adjusted, and the assembly is re- 
alled in the burner, after the air tube has been 
ed clear of dust. 


cking the Air Tube 


is good practice to look through the air tube 
¢n possible, to see that there is nothing to inter- 
with spraying or burning. Look for carbon 
mations at the front end. If there are such 
nations they are to be removed, and the cause 
rtained. They could be the result of several 
igs, such as: after-drip, caused by a defective 
off valve; nozzle spray too wide, causing im- 
kement in front-end; nozzle poorly centered; 
ale too far back in tube, or a leak at the adap- 







Any of these conditions may result in after- 
ing, which can cause the nozzle to become 
or damaged. They can also cause fouling of 

electrodes, END 


(To be continued next month). 
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New reasons why.... 


Showman 


Power Diggers give you 


More for 54 
















































NEW STRESS - DESIGNED 
DIPSTICK, BOX-TYPE | 
CONSTRUCTION 


NEW REINFORCED BOOM 
EXTRA BEARING SURFACE 
FOR LONGER PIN AND 
BEARING LIFE 
NEW DOUBLE-BRAID 
HOSES FOR MAXIMUM 
DEPENDABILITY 


NEW SWING CONTROL 

SYSTEM GIVES BETTER 

CONTROL, SMOOTHER 
ACTION 


NEW REGULATOR VALVES 

FOR SMOOTH, POSITIVE 
CONTROL OF LIFT AND 
CROWD CYLINDERS 


Important new features, combined with advantages proven 
by thousands of users, add up to more production for your 
digging dollar! The Sherman Hydraulic Power Digger is de- 
signed and built for that wide range of job requirements 
beyond the economical use of hand labor and below the effi- 
cient use of larger equipment. Yes, between the smallest and 


PRODUCTS, .INC. 


ROYAL OAK, MICHIGAN 


largest jobs, you'll find 
there’s always a place for 
your Sherman Power Dig- 
ger! Ask nearby 
Sherman dealer for an on- 
the-job demonstration to- 
day. Write for free litera- 
ture, Dept. V49. 


your 


Designed, Engineered and 
Manufactured jointly by 
Sherman Products, Inc., 
Royal Oak, Mich. 
Wain-Roy Corporation, 
Hubbardston, Mass. 


on 


Literature 
new features. 
Write for your 





Patent No. 2,303,825. 
Other patents pending. 
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with a 


KEENEY Automatic DUOVENT 
You Have Complete Control 











NO. 14 
HOT WATER 





For MANUAL VENTING rare ter 


till a steady stream appears. Turn 
right for automatic venting. 


THE DUOVENT is so be. 


signed that it's easy to get at. 
Operates from any angle. 


THE DUOVENT provides 


fast cycling, positive water shut- 
off, and it’s low priced. 


CL4AMEMA® 
PISS ST GSS 


SEE YOUR DISTRIBUTOR NOW .. . OR WRITE US 


THE KEENEY MANUFACTURING COMPANY 


NEWINGTON, CONNECTICUT 
queviag 








Discount House Operations Attacked 


“THERE MUST BE AN END, and a quick one, to the 
distorted concept of the appliance business which 
exists in the minds of much of the public today,” 
declared Wallace Johnston, immediate past presi- 
dent of the National Appliance and Radio-TY 
Dealers Assn., at a recent regional NARDA meet 
ing held in Louisville, Ky. 

Johnston spoke in rebuttal to the type of 
philosophy expounded by those who condone 
discount-house operations, with particular refer- 
ence to an article titled “Should You Buy From A 
discount House?” which appeared in the October 
issue of W. M. Kiplinger’s Changing Times 
Magazine. 

“I feel that appliance retailing has just about 
reached the end of the era of domination by the 
price-cutting, discounting, card-distributing, cata- 
log publishing houses, even in most of the major 
markets where they prevail,” stated Johnston. “In 
Mr. Kiplinger’s article he assured his readers 
that ‘discount houses undercut standard retail 
prices by 20 percent to 40 percent because they 
eliminate most of the usual store trimmings and 
concentrate on fast buy and quick turnover ... 
If you’re willing to put up with the inconvenience, 
and if you know what you are buying, then dis- 
count buying is well worth the effort.’ 

“This is a very educational article. It tells us 
that we can buy at 7% percent to 10 percent 
reductions by buying in carload lots. The same 


article that says get recourse from your local 


distributor says the discounters pick up news of 
occasional out-of-town opportunities, where whole- 
salers are ready to deal with out-of-towners be- 
cause local demand has fizzled. The discounter 


knows how to stock up before prices rise, and f 
unload before they fall, Mr. Kiplinger says. I} 


presume that’s how he accounts for all those dis- 
count house bankruptcies!” 

Johnston pointed out that NARDA has made 
definite answer to such philosophy, “by drawing 
together the strongest group of the healthiest 


element in retailing and service that our industry } 


has ever known. 

“Ours is a proud industry. The service we 
render is great. Our people are clean, right and 
decent. We don’t have to let this parasitical 
element destroy the host of honest, hard-working, 


public-serving retailers. And we won’t let itf 


happen. 

“T’ve found that the best method of preserving 
the constructive portion of our field is through 
creative selling; franchises that have meaning; 
respect for one another among manufacturefs, 
distributors, and dealers; organization that works 
to initiate, not pirate, sales and to find economies 
through mass production and sales.” END 
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every part 
_ guaranteed! 


Emergency 








Be sure with the wrench that does 
the job best!...and keeps working 
through the hardest service...NYE! 
Nye wrenches are so well made that 
we guarantee them without excep- 
tion and will replace ANY part that 
fails in service without charge! 


® Hardened forged jaws 
® Exclusively designed hook jaw teeth ground 
to remove scale and prevent slippage 


Special alloyed malleable iron handle ends 
breakage 


Wide handle designed for comfortable grip 
WRITE NOW FOR NEW CATALOG Safety nubbin on end of handle 
AND PRICE LIST FOR THE Baked enamel finish 
COMPLETE WELSBACH-KITSON LINE At your local Supply House or write for catalog. 


MVE 
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1500 ee po “The Jools You Swear By and Newer 4At 
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Discharge nozzles, fan-shaped like a vacuum cleaner 
scoop, were produced out of sheet metal to put on the end 
of the hose which goes into the car. Car windows can be 
rolled up against these nozzles so that little air escapes. 


The heating system is just like a lot of others contractors 
have designed and installed. Two natural gas furnaces, 
each with a capacity of 200,000 Btu’s, were installed on a 
wooden platform up close to the ceiling in a pantry. 


HEATING a Drive-In Restaurant... 


If this application of warm air heating catches on, it will open 


a whole new market for plumbing and heating contractors .. . 


TESTS WHICH HAVE BEEN CONDUCTED at a Temple, 
Texas drive-in restaurant promise to open up a 
vast new market for heating equipment. 

Levi Aldrich, owner of the Triangle Drive-In 
on busy Highway 81 between Waco and Austin, 
had the heating system installed a little over two 
years ago. 

Over a cup of coffee one day, Aldrich described 
to an engineer friend the perils of operating a 
drive-in. How, for instance, people don’t like to 
sit in a car on cold days and eat. Instead, they 
like to go inside a warm dining room, even though’ 
it means pulling on an overcoat, hat and gloves 
to leave their car. 

But Aldrich could accommodate only a hand- 
ful of customers inside his restaurant; outside 
in the parking stalls he could serve 26 carloads 
of people at one time. 

Well, one thing led to another until the engineer 
suggested an individual heating system for the 
cars, the heat supplied by the drive-in. 

Aldrich wasn’t sure the idea would work, but 
he felt the experiment was worth the risk. The 
task had been somewhat simplified by the fact 
that Aldrich had previously erected two corru- 
gated aluminum roofs on cedar posts. These sheds 
extended away from the main building at right 
angles to each other in the form of a triangle. 
Object of the sheds, of course, was to afford some 
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protection from the elements for the cars parked 
in stalls underneath. 

To begin with, the heating system is just like 
a lot of others which contractors have designed 
and installed. Two natural gas furnaces, each 
with a capacity of 200,000 Btu, were installed 
on a wooden platform up close to the ceiling in 
the pantry of the restaurant. 

The dual ducts to carry the heat back and forth 
were attached from the heaters and run out under 
each of the sheds. Insulation was applied to the 
ducts outside to minimize heat loss. 

Next, flexible hose in sections about 15 ft long 
were screwed in at regular intervals in pairs, 
one hose for a car on each side. The flexible 
hose is of the same type used in airplane heating 
systems, in fact was purchased from an aircraft 
factory. 

Discharge nozzles, fan-shaped like a vacuum 
cleaner scoop, were produced out of sheet metal 
to put on the end of the hose which goes into the 
car. Car windows can be rolled up tightly against 
these nozzles so that little warm air escapes. 

Testing the equipment in a cold car, the tem- 
perature was raised 30 degrees in an hour. This 
is at the regular thermostat setting equal to 80 
degrees. 

“Since this was to be a test installation, we 


(Please turn to top of page 205) 
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FROM 
ROOF VENT 
TO 
STREET 



















Have you heard?... 


GENEVA 


Kitchens are now 









available in 


COLOR 











SOMERVILLE 
Cast Iron Top quality 


Soil Pipe | ) a plus color... 





and Fittings \ 5 aren ri 
& The Somerville line \ ‘ combination! - 





is profitable for you to sell and 





install. Somerville Cast Iron 
<a Soil Pipe, Fittings and Plumb- 
ers Specialties assure the cus- 


tomer of a permanent, trouble- 





free installation...no escaping 





FLOOR DRAIN : 
sewer gas, no water pollution, 
no seepage, no root entry. 
Know this complete line. 
& 
Yes! it's the big news of the 
ndustry ... GENEVA, the tor 
.; quality steel kitchen line 
| 
now available in a choice of 
six beautiful colors plus 
SANITARY TEE | standard white. Little wonder 
DOUBLE Y | dau nel me 4 i . 
re and more dealers are 





hing to GENEVA kitcl 
aniate. dotatl 


Write for New Catalog 


the GENEVA kitchen line, 





OMERVILLE Dept. DE 
lron Works (ceneva 
e 
602 FLORIDA THEATER BLDG. ULL” 
Peso JACKSONVILLE, FLA. bed ° 


| GENEVA MODERN KITCHENS > GENEVA, ILLINOIS 




















MASTER 
STANDARD MODEL 
MODEL 


2A-700 
Ly 


eo ~~ 





Remember rise 
fives cost heating dollars! 
CLEAN RIGHT Soot Remover 
nr ey ee 
of soot in 2-5 minutes. . . 
safely and wate ys 
Made for Gener 
Filters, Inc. 


GEERPOMATED GENERAL —— FILTERS 43800 GRAND RIVER AVE. 


NOVI, MICHIGAN 


Canadian Factory Branch: Canadian General Filters, Ltd, 2679 Danforth Avenue, Toronto 13, Ontario 


SERVICEMEN /..... 


sence FO" CHAMPION = 


$prey 


yysTant PAINT. 


ici 


Stylewise, Qualitywise and Pricewise 
The PEERLESS Line Is Best for Every 
Heating Requirement—For Smal 
Homes, Apartments, Housing Projects 
Defense Housing, Churches, Schools 

r Courts, Stores, Office Shops 


teroture 











CHAMPION BRONZE POWDER 
& PAINT CO. Inc 


PEERLESS MANUFACTURING CORP., —— LOUISVILLE 10, KENTUCKY 
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y Heating a Drive-In Restaurant 

(Continued from bottom of page 202) 

had it put in as reasonably as possible,” Aldrich | 

says. “It cost about $2,400 to install.” The sheds | 
had already been built at a cost of $900. 

Does the system work? Ask the man who owns | 
it. He’s tickled pink with it, only regrets that the | 
past two mild winters in Texas haven’t given him | 
full opportunity to show the public what it can do. | 

There are some refinements, however, which he 
would like to have added which the contractor 
elsewhere might take into consideration in selling 
such systems. 

An automatic cutoff on the hoses when they 
are hanging idle by hooks on the cedar posts | 
would be welcome. And later on Aldrich hopes 
to add summer cooling to the heating unit. 





Operating Costs 

Operating costs, incidentally, would be about 
$50 per month, Aldrich figures, if he had to oper- 
ate the system every day—‘“a small investment 
when you realize that it means the difference 
between a capacity crowd and no customers at 
all.” 

The owner now expects to capitalize on his 
venture by putting out road signs to tell the 
traveling public about his air conditioned drive-in. 








Leader in the field for nearly 40 Years 


“a LIQUID is absolutely guaranteed 











g °. BOILER 
“Wait, dear, that isn’t a plunger. It’s my new | 4 
uno Tl" LEAKS 

| go™ 


It’s quite possible, Aldrich believes, that the sys- 

tem tested in Texas might revolutionize the drive- Use it wherever you find Sand Holes, Poor 

“tos ned pee Speed apg walt dag Threads, Split Nipples, Cracked Castings. 
The engineer (Charles Gromland) believes, | 

too, that there is a big future for his system at | 

drive-in theaters. The air in this case would be | Other Famous ‘'X” Products: “’X’’ Pipe Cut Oil, 

moved underground with the individual hoses on | “KX” Pipejoin, “X" Flush, “X’’ Rustoff 


the posts along with th kers. 
oer! “X"’ LABORATORIES, INC 


25 WEST 45th STREET, NEW YORK 36, N.Y 











Stock up now...get it from your Wholesaler 


0, KENTUCKY’ 
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SERIES 
5200 
Cost iren 
TANK 
+ 


Also 
Available 
SERIES 


5100 
Steel Tank 


CONDENSATE 
RETURN PUMP 


For SMALL 
LOW PRESSURE 
APPLICATIONS 


@ COMPACT 


{less thon 11 sq. ft.) 


@ LOW RETURN 


(less than 7” from floor) 


®@ LOW COST 


(becouse of simplicity) 


SIMPLE to INSTALL Single electrical connection. Built-in counter- 
operated switch. One permanent setting for jobs up to 3000 sa. ft. 
Discharge connection may be rotated to four 90° positions. 

SIMPLE to SERVICE No wocking glands, rotary seals, O-rings on 
either pump or switch. Entire pump, motor, and switch unit can be 
easily lifted out of tank for inspection, 


THERMOTROL 


Rugged, dependable, av- 
tomatic, individual radia- 
tor temperature control. 
Easily set to desired tem- 
perature—maintains it by 
modulating the flow of 
steam or hot water to the 
radiator in balance with 
air temperature. Self con- 
tained — easily installed 
without wiring or external connections. 


Adaptable to Zone Control in Radiant Heat Systems — ask for details. 


STEAM HEATING is MODERN, 
EFFICIENT and DEPENDABLE 


Sterlco Products Distributed through 
LEADING HEATING and PLUMBING WHOLESALERS 


STERLING, 


3734 N. Holt 


CONDENSATION AND 
VACUUM PUMPS SPECIALTIES 
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molam C-VaileX-igehitigcmelate 
Pressure Control 


Always Install 
Safety Valves 


by 
PATROL 


- we a quick look at the cut-away 
section of the PATROL DTP series 
Temperature and Pressure Relief 
valve shown here. It’s engineered for 
maximum safety, designed for positive 
protection, planned for easy 





| installation! 


| The DTP series of PATROL valves 
are precision instruments with 
stainless steel springs enclosed in 
tinned copper bellows, augmented by 
easily accessible, externally replaceable 
temperature fuse plugs. Each valve 
comes with one replacement plug. 





The DTP series of PATROL valves is 
complete with % inch IPS male outlet 
and % inch IPS female drain outlet 
connection. Standard settings of 210° 
and 140 pounds can be adjusted to 
range from 75 to 200 pounds as 
specified. 


Want to know more about their 
performance and profit possibilities? 
Write today for catalog 946! 


THE PATROL VALVE CO. 


2310 Superior Avenue e Cleveland 14, Ohio 
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Wilson Bros. Opens New Offices 


IN THE WAREHOUSE of Wilson Bros., Inc., Col- 
ingdale, Pa., the walls are gaily painted with ar- 
resting figures, ornate lighting fixtures hang from 
the ceiling, and the steps leading to a raised plat- 
form at the rear are covered with high-pile carpet. 
But this is not indicative of a new trend in ware- 
houses for plumbing and heating supplies and 
fixtures. The unusual furnishings are simply a 
few remaining evidences of the building’s theatri- 
cal past. Prior to the Wilson occupancy of the 
property in February 1953, the building had 
looked like what it was supposed to be—a movie 
house. 

The Wilson organization is one of the leading 
plumbing and heating contractors in the Philadel- 
phia metropolitan area with a record of steady 
growth reaching back to 1911. To care for its ex- 
panding needs the company acquired over the 
years a half dozen small warehouse buildings. It 
was the desire to combine all storage under one 
roof that prompted the company to negotiate for 
the vacant theater and eventually combine in the 
converted building both offices and warehouse. 

The front areas of the L shape building origi- 
nally designed to accommodate the cashier’s booth 
and theater lobby have been attractively trans- 
formed into modern offices and estimating rooms. 
In the projection room on the second floor orderly 
rows of bins now provide storage for fittings and 
other small parts. The body of the original theater 
which includes 10,000 sq ft of floor space runs at 
a right angle to the new offices and it is here the 
warehouse is located. 

Wilson Brothers are both plumbing and heating 


a See aie 


Converted from an old movie theater, this building houses 
the new offices and warehouse of Wilson Bros., Collingdale, 
Pa. plumbing and heating contractors. 


contractors but the company specializes in the in- 
stallation of all forms of wet heat in multiple home 
building projects, government and commercial 
structures. The company is one of the pioneers 
in the use of radiant heat. 
The location of the converted theater building 
(Please turn to top of page 208) 
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MAN’S QUEST FOR DEPENDABLE HEAT 


One of Man’s earliest sources of heat was 
dependent upon a movement of the earth 
—an avalanche! Friction created by the 
terrific speed of falling stones, some- 
times produced grass fires. Early 
man carefully preserved burning 

yt embers from these fires. If his 
& =, fire went out, he was without 
aa A? warmth and comfort. 

=) 0 


— @ @ Since those early times, man 
has come a long way in 
4, 
















insuring his comfort. And 
« even today, dependability 

<¢ of heating equipment 
is vital, 














EXCLUSIVE NU-WAY FEATURES GIVE YOU 
MORE DEPENDABLE HEAT 


EXCLUSIVE NU-WAY 
NOZZLE SHIELD 


Protects nozzle from {9 
heat and carbon deposits. Wim 
Carbon on an unprotected 
nozzle reduces oil burner 
efficiency as much as 
20% in one season. 





Nu-Way Also Increases 
Dependability With 


BRASS BUS BARS — To reduce chances 
of shorting and deterioration. No 
springs or wires, 


TRANSFORMERS — With more turns of 
wire and more coil laminations to give 
positive ignition even under low 
voltage conditions. 

Patented aluminum foil shield eliminates 
radio and television interference. 


NU-WAY DEPENDABLE 
HEATING EQUIPMENT 


Write Dept. DE-254 for details 
on the Nu-Way line. 
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Install Fin-Tube | 


Radiators 
Faster... 





GENERAL 


“Special-Tee” 
venting 
fittings 


You save time and money on fin-tube baseboard 
radiator installations with GENERAL '’s “ready-to- 
install” Special-Tee Fittings. These 3-way reduc- 
ing tees come to you with factory-tapped air vent 
opening ... just screw in air valve, connect riser 
pipe and fin-tube — and the job’s finished, that 
quick! No drilling, tapping, or bushings needed. 


Why not standardize on these Special-Tees? 
It’s a sure way to lower your costs and do a better, 
cleaner-looking job. They’re available in Bronze 
Solder-Type, or in Cast Iron for both supply and 
return ends, (Fittings for supply end furnished 
without air vent opening.) Illustrated folder 
gives sizes and detailed information. Write 
General Fittings Co., 118 Georgia Ave., Provi- 
dence 5, R. I. 





TANKLESS AND INDIRECT 
WATER HEATERS AND HEATING SPECIALTIES 
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(Continued from bottom of page 207) 

on a main highway running south from Philadel- 
phia to the populous Chester, Pa. and Wilmington, 
Del. territories would ordinarily offer an ideal site 
for an appliance and equipment showroom. How- 
ever, the renovation made no provision for such 
display space because, as pointed out by the com- 
pany’s secretary, Fred Wilson, Jr., “We are not 
set up to take care of rebuilding and repair jobs in 
private homes. Our efforts are directed, in the 
main, to large scale operations which automatic- 
ally limits the number of our prospects. The gen- 
eral public does not contribute directly to our 
business volume.” 

Some of Wilson Bros.’ contracts point out the 
accuracy of this prospect appraisal. Among the 
jobs done recently by the company has been the 
Ruth L. Bennett Homes consisting of 43 build- 
ings containing 390 apartments constructed by the 
Chester (Pa.) Housing Authority. Work in these 
homes was limited to plumbing only but Wilson 
installed both plumbing and heating in the 204 
garden-type units of the Jordan Park Apartments 
at Fullerton, Pa. These contracts were in addition 
to the Chester Municipal Building, the Agnes 
Irwin School in Wynnewood, Pa. and the Chero- 
kee Ranch Homes near Reading. 

The size and scope of these jobs and others con- 
templated in the near future make it necessary 
that this contractor stock regularly pipe, fittings, 
fixtures and related supplies and equipment in 
larger quantities than handled by many active 
wholesalers. At the present time practically every 
square inch of its theater-warehouse floor is piled 
high with stock, and the rest rooms, stage, dressing 
rooms, heater room and other smaller divisions of 





Art Wilson, president, and Fred Wilson, vice president 
of Wilson Bros., Collingdale, Pa. 


the former theater are being filled with material 
brought in from the old scattered warehouses. 
The immense floor area in the theater proper 
has contributed greatly to easing Wilson’s immedi- 
ate storage problem but already plans are under 
way to build up the efficiency of the high ceiling 
auditorium-type room. At an early date the com- 
pany officials intend to have a wide platform sus- 
(Please turn to top of page 215) 
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You Can Guarantee Satisfaction 


a When You Install 
Ee a Line Scullery Sinks 


When you install a scullery sink, you want to be sure that your customer will 


be perfectly satisfied. You can guarantee satisfaction only if the scullery 
sink you install is electrically welded throughout and constructed of heavy 







or long time service and meet both these requirements. 


Sust Line Scullery Sinks meet every 


Sanitary Regulation 


Scientifically constructed of either 14-gauge Stainless Steel or 12-gauge 
steel hot dip Galvanized after fabrication. This method of galvan- 
izing protects all exposed seams and joints against corrosion and rust. 


just LINE Scullery Sinks are sup- 
24 Standard Types plied in 24 standard types of oo. 
two and three compartments, with or without back splashers and with 
or without integral or detachable drainboards. Also furnished in any 
special sizes and shapes to meet individual requirements. 
Install JUsT LINE Heavy Duty Scullery Sinks and you will have 
Satisfied customers. 


Write for illustrated Literature and 
send us your specifications. 


Manufacturing Co. 


9233 KING AVENUE 
FRANKLIN PARK, ILL. 








auge steel. JUST LINE Scullery Sinks are sturdily constructed~” 
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Compare 
Softener 
Prices 


Trouble- free 
Mayco Softeners... 


only 


719°: 


Automatic only $10 extra 


These new low prices bring new cus- 
tomers! Efficient, trouble-free design, 
latest type bead resin Zeolite. The 
plastic-lined tank is finished in attrac- 
tive white enamel. Mayco outdates 
backwashing with a enihianiny new 
system! 





OTHER AMAZING 


MAYCO PRICES Pn F 
List Price—F.0.B. pono Bai 


Capacity Factory 
ingrains _ Manual Auto. 





The patented seam and spud 
construction makes them really stronger, 


22 ||. |) 
° GUARANTEED LEAK-PROOF == im |ins|ins | 
@ °Gou Can Tnstall em and Forget em” — wir, weer 





Ivenso-acriov | i 








saving i+ 


Write for free folder on | Sold only through the plumb- 
. design 


| ing and heating renel-poc A See 
our wholesaler or write for the 


ayco story! 















Mfg. by: 


MAY COMPAN 
Galesburg, Ill. 
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A friend of ours tells of a recent experience in New (Co 
York City which might explain many things. He 
wears a hearing aid, and the device attracted the Ch 
cabby’s attention as he entered the cab. | 
“Them things any good?” asked the cabby. 7 
“Yes,” answered our friend. “I'd be quite lost Na 
without it.” Pp 
j “Must be tough to be deaf,” sympathized the cabby. + 
z “Aw well,” he philocophized, “nearly all of us have J. Br 
e FASY fo) MA INTA | j something the matter with us. Take me, for example; been 
I can hardly see.” the 
— X-L Couplings — Assn 
a FASY TO CLEAN and From the “X-L” Fictionary: SNORING—A form Ot 
of sheet music. 
~ — X-L Nipples — Clyd 
; You people in the Pacific Coast _ will be in- vice 
terested in knowing that Wheeling “X-L” Couplings 
e EASY To INSTALL when are now being manufactured in your territory. Yep. oo 
we've opened a factory in the land of sunshine at dent, 
Woodlake, California. The name (in case you want treas 
PLUMB-EASY CHAIR CARRIERS to write) is California Wheeling Machine Products was 
Co. 





, . : secre 
X-L Couplings — Elk 
. A cub reporter on a Fort Worth newspaper referred ‘ 
are specified in his first story to a “local schoolteacher.” The editor term, 
advised, “Son, always use the name of the city; never recto 
use the word ‘local. ” and 1 


The next day the youngster covered the operation 


Three of the many on a tycoon and reported, “The surgeon used a Fort 
che Worth anesthetic.” Kol 


— X-L Nipples — 


features that make a | Poet's Come: | | 25. 


She had pouted and protested, “Mr!” 








MB E SY JO Because in the swing he had kr. Eig 
7m And so for sheer spite wom: 
1 On that very same night come 
SDAMED OFEIUND ORNOMED FOR j This Mr. kr. sr. xe. 
A 4” VERTICAL ADJUSTMENT | X-L Couplings — of th 
Many users of our couplings order them from their Kohl 
| jobbers by asking for “Wheeling” Couplings; others pola 
} ask for them by our trademark, “X-L” (pronounced He 
| and meaning “excel”). But no matter which name pany 
} you use, you just can’t buy any better Pipe Couplings of the 
| than ours. We've been making them for thirty-six 
4 eee 2 to 91 
j years, and we really know how. Ae 
— X-L Nipples — parti 
It’s always foolish to try to put anything over on hund 
, an undertaker; sooner or later, hell have you dead | have 
to rights. ployr 
X-L Couplings — nx 


An army corporal hauled, a man into a police station ; 
FIXED BOLTS AND PRECISION LOCATED FACE- é and charged him with lifting his wallet. “I’m guilty, line 
oie hd pt Judge,” confessed the man. “Please give me a sen- 
TICAL ADJUSTMENT ~ tence and a divorce, too.” 
“Why a divorce?” asked the judge. 

- “T opened the corporal’s wallet,” said the defendant, 

88 “and the only thing I found in it was three pictures of 
page CATALOG 


eee Ge rd 








my wife.” 

— X-L Products — 
Illustrating complete PLUMB-EASY line S Herb 
of Chair Carriers, Drainage Products e of Ke 
and Grease Interceptors. Every Size and Type PIPE il 

— —=CLIP TO LETTERHEAD “=~ ©= 
COUPLING From One Source - 
Gentlemen: ers 
Please send your 88 page Catalog ecuti 
- : ; Kroc 
lon WHEELING MACHINE | *: 





1 schon enews 


l 
\ with complete specifications and 
l 
l 


PRODUCTS COMPANY dod 
WHEELING, WEST VIRGINIA gold 


tiona 


FACTORY PHONE: WOODSDALE 3296 eects 
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(Continued from page 51) 


Chicago Assn. 


Names Officers 


P. J. Brown, head of the P. 
J. Brown Plumbing Co., has 
been reelected president of 
the Plumbing Contractors 
Assn. of Chicago. 

Other new officers are 
Clyde F. Neer, reelected first 
vice president; George F. 
Connelly, second vice presi- 
dent, and John E. Higgins, 
treasurer. Eugene M. Rapp 
was reappointed executive 


secretary. 
Elected to three-year 
terms on the board of di- 


rectors were Erwin Heider 
and Edward F. Sullivan. 


Kohler Co. Rewards 
25-Year Veterans 


Eighty-six men and one 
woman recently were wel- 
comed into membership in 
the Quarter Century Club 
of the Kohler Company, 
Kohler, Wis. 

Herbert V. Kohler, com- 
pany president, said addition 
of the new members brought 
to 910 the number of living 
participants in the club. One 
hundred fifty-one of these 
have retired from active em- 
ployment. 

Included in the reception 
line greeting the new mem- 





Herbert V. Kohler, president 
of Kohler, welcomes long-time 
employees into the firm’s 
Quarter Century Club. 


bers were O. A. Kroos, ex- 
ecutive vice president; A. G. 
Kroos, director of purchases 
and Rasmus Nelson, all 50- 
year company veterans. 

The employees received 
gold watches and the tradi- 
tional Kohler medallion 
pocketpiece as gifts. 





Shown on their way to an oil heating meeting in eastern Canada 
are (left to right) H. Earl Thompson, Steel & Engine Products 
Ltd.; A. James Nagle; Cy Adcock, manager of the heating de- 
partment, Irving Oil Co.; I. Maynard Nelson; Ralph L. Dennis, 
Boston Machine Works Co.; Fred Zwanzig and Carl Mould of 
Heil Mfg. Co.; Freeman M. Fleming and Arthur Irving of the 


Irving Oil Co. 


N.Y. Oil Heat 
Group Elects 


The New York Oil Heat- 
ing Assn. has named Fred 
W. Heaney of Skaggs Walsh, 
Inc., as president. 

T. J. Costello of the Knic- 
kerbocker Ice Co. was elec- 
ted vice president and J. A. 
Ross of Modern Utilities 
Engineering Co. was elected 
treasurer. 

Other officers named were 
Charles Kinsella, of the Wil- 
liam J. Kinsella Fuel Oil 
Corporation, secretary and 
Richard Evans, of the Kleen 
Heat Co., Inc., sergeant at 
arms. 


Gasinator Contest 
Winners in Tour 


One hundred twenty Gas- 
inator dealers from Cleve- 
land, Youngstown and 
Grand Rapids recently vis- 
ited Miami, Fla., as guests of 
the Gasinator Manufactur- 
ing Company of Cleveland. 

The dealers were winners 
in the “Millionaire’s Vaca- 
tion” sales contest. The all- 
expense paid trip included 
a plane trip to Miami and 
a week’s stay. 

Distributors participating 
in the promotion were Mil- 
mar, Inc., Cleveland; Kins- 
ner Supply, Cleveland; 
Hamburg Brothers, Youngs- 
town and Wolverine Appli- 
ance Distributors, Grand 

Rapids. 
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Canadian Oil Heat 
Men At Meetings 


More than 130 oil heating 
men from the eastern prov- 
inces of Canada attended 
two recent meetings spon- 
sored by Steel and Engine 
Products, Ltd. 

The meetings were held at 
St. John, N. B., and at Hali- 
fax. I. M. Nelson, national 
field representative of the 
Boston Machine Works Co., 
Lynn, Mass., spoke on in- 
stalling and selling oil heat. 

The Steel and Engine firm 
is located in Liverpool, Nova 
Scotia, and is factory repre- 
sentative for Boston Ma- 
chine. 


Los Angeles Supplier 
Opens New Offices 


McRay Products has 
opened new offices at 6808 
Melrose Ave., Los Angeles 
38. McRay is a supplier for 
the plumbing industry. 


“available to 


A-P Controls 
Offers Service 
A-P Controls Corporation 


of Milwaukee has _ an- 
nounced a prompt, reliable 


repair service as a_ result 
of a factory training pro- 
gram. 


The project is a feature 
of the control company’s en- 
larged service station sys- 
tem. Fifty-five of the sta- 
tions are located in areas 
where pot-type heating 
equipment is concentrated. 

Training embraces a 
three-day school held at the 
Milwaukee plant. Repair 
men attend the classes and 
learn new repair techniques, 
proper disassembly meth- 
ods, repairing and calibrat- 
ing used on all A-P oil con- 
trol valves, 

Temperature testing of 
water heater and floor fur- 





B. Kahroff, A-P Controls 


service station manager, ex- 
plains calibration procedure. 


nace controls and timing 
of oilifters and _ electrical 
accessories also are covered. 
The repair service is 
jobbers and 
owners of A-P equipment. 
Each of the stations is sup- 
plied with specially built 
test racks and tools. 
(NEWS continued on page 212) 


To Begin Oil Heat Instruction 


A 16-week comprehensive 
course in oil heating con- 
trols will open Feb. 4 at the 
Port Jefferson, Long Island, 
high school. 

Opening of the school was 
announced by F. S. Bur- 
roughs, national secretary of 
the distribution division of 
the Oil Heat Institute. 

The program is under the 
joint sponsorship of the Cen- 


tral Suffolk Fuel Dealers 
Credit Assn., Port Jefferson, 
and the South Shore Fuel 
Dealers Credit Assn., Pat- 
chague. 

School sessions will cover 
pumps, motors, transform- 
ers, controls and constant 
level valves. Instructors 
also will outline combustion 
testing and trouble shooting 
by instruments. END 











(Continued from page 211) 


G-E to Resume 


Service School 


The 1954 edition of the 
General Electric application 
and service school opened 
Jan. 11 at Bloomfield, N. J. 
The session will run through 
April 29. 

Classes are open to inde- 
pendent dealers and service- 
men, distributors and dealer 
organizations and members 
of the F.H.A., V.A. or public 
utility organizations. 

The G-E Air Conditioning 
Division, host to the school, 
expanded enrollment to 
2,700 persons last year. Nine 
hundred students attended 
the application portion and 
170 students took part ir the 
service portion in the first 
year of the school. 

Factory trained: personnel 
will act as instructors this 
year. Subjects to bé& covered 
include duct systems, con- 
ventional duct systems, hot 
water and steam systems, air 
conditioning systems, cool- 
ing towers and operating 
costs. 

Registration is 
G-E distributors. 


through 





Remington Shows 
°54. Air Conditioners 


Harry Jobes, assistant to 
the sales manager for Rem- 
ington, described the cor- 
poration’s new line of air 
conditioning units at a re- 
cent distributor sales meet- 
ing in Chicago. 

Distributors from Chicago, 
Kansas City, Mo., Spring- 
field, Ill., Wichita, Kan. and 
other key midwestern cities 
attended the Knickerbocker 
Hotel session. 

Jobes outlined features of 
the company’s window and 
console air conditioners. M. 
L. Judd, general sales man- 
ager, also was a featured 
speaker. END 


Names In The News 





D. Morgenthaler 
Delavan Co. 


Delavan Mfg. Co., West Des 
Moines, Iowa—D. T. Morgen- 
thaler as vice president and 
director of sales. 


Minneapolis - Honeywell 
Regulator Co., Minneapolis— 
J. B. Daniels as advertising 
manager of the Canadian sub- 
sidiary, Minneapolis - Honey- 
well Regulator Co., Ltd., Tor- 
onto. 


Given Mfg. Co., Los Angeles 
—J. G. Lucas as regional sales 
manager for Illinois; Fred 
Swinnerton as district sales 
manager in Wisconsin and 
neighboring states except IIli- 
nois and Joseph Vale as repre- 
sentative in Kansas and Miss- 
ouri. 


Detroit Brass & Malleable 
Co., Detroit—F. L. Parker as 
district sales representative in 
Alabama, Georgia and Tennes- 
see. 


D. J. Murray Mfg. Co., Wau- 
sau, Wis.—Milmac, San Fran- 
cisco, as sales representative 
in Monterery, Kings, Tulare 
and Inyo counties in California 
and Washoe county, Nevada. 


Coleman Co., Inc., Wichita, 
Kan.—D. C. Albright as works 
manager. 


American Radiator & Stand- 
ard Sanitary Corp., Pittsburgh 
—W. B. Murphy as a member 
of the board of directors. Sun- 
beam Air Conditioner Div.—W. 
H. Bakes, Jr., as vice president. 


Duo-Therm Div. of Motor 
Wheel Corp., Lansing, Mich.— 
W. M. Milbourne as utility 
sales representative. 


William Wallace Co., Bel- 
mont, Calif—Emory C. Perry 
& Co. as sales agent in Mich- 
igan. 


A. O. Smith Corp., Milwau- 
kee—W. W. Stake as eastern 
district regional manager and 
A. O. Dragge as Pacific coast 
district regional manager. 


Int.. Sales Co. 


W. L. Kell 


International Sales Co., San 
Francisco—W. L. Kell as sales 
manager. 


Warren Webster & Co. 
Camden, N. J.—C. D. Upde- 
grove as representative in the 
Trenton, N. J., area and D. E. 
Busse as representative in the 
St. Louis area. 


Aldrich Co., Wyoming, Il.— 
J. W. Calhoon as representa- 
tive for boiler-burners in Iowa, 
Nebraska, Kansas and western 
Missouri. 


Wessels Co., Detroit—J. H. 
Rock as company representa- 
tive in Florida. 


J. A. Zurn Mfg. Co., Erie, Pa. 
—Robert Harwell as plumbing 
division district manager in 
central Tennessee and south- 
west Kentucky; Alexander 
Mitchell as sales agent in the 
Albany, N. Y., area and R. N. 
Woodcock as a representative 
of the Harold Bergman Co., 
distributors and agents for 
Zurn in the Cleveland area. 


Sterling, Inc., Milwaukee— 
Jarvis Equipment Co., Cincin- 
nati, as representative for 
heating equipment and pumps 
in southwestern and northern 
Ohio and Murray-Weidner Co., 
Spokane, Wash., as representa- 
tive for pumps in Montana. 


Pennsylvania Range Boiler 
Co., Philadelphia—A. J. Pelle- 
grini as vice president and a 
director. 


Crane Co., Chicago—C. J. 
Michael as sales promotion 
manager of the advertising and 
sales promotion department. 


Emerson Radio and Phono- 
graph Corp., New York City— 
E. R. Glauber as national sales 
manager for air conditioning 
equipment. 


Wolverine Tube Div., Calu- 
met & Hecla, Inc., Detroit— 
Sam Robb as representative in 
New York City and W. G. 
Robertson as representative in 
Rochester, N. Y. 
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D. E. Busse 
Warren Webster 


Louis Wozar 
Dayton Pump 


Dayton Pump & Mfg. Co. 
Dayton, Ohio—Louis Wozar as 
president and general man- 
ager. 


Goulds Pumps, Inc., Seneca 
Falls, N. Y.—J. B. Darden as 
manager of the Chicago office; 
S. A. Bunis as assistant to the 
sales manager and C. R. Brow- 
er as manager of the Boston 
office. 

Whirlpool Corp., St. Joseph, 
Mich—F. T. Grimes as sales 
training manager and E. W. 
Dwan as assistant advertising 
production manager. 


The Torrington Mfg. Co., 
Torrington, Conn.—R. M. Gor- 
don as sales manager of the 
air impeller division. 


Chattanooga Royal Co, 
Chatanooga, Tenn.—R. H. Ma- 
son as assistant general sales 
manager. 


Lawson Mfg. Co., New Ken- 
sington, Pa—J. H. Rock as 
representative in Florida. 


Acme Heating, division of 
The United Tool & Die Co., 
West Hartford, Conn—Sal 
Gallo as sales representative 
in Connecticut and western 
Massachusetts. 


Line Material Co., Milwau- 
kee—J. S. Macferran as fiber 
products sales engineer in the 
South. 


Coast Foundry & Mfg. Co., 
Los Angeles—J. L. Stulsaft as 
sales representative. 


Remington Corp., Auburn, 
N. Y.—P. H. Gauthier as per- 
sonnel manager. 


Walter E. Selck and Co, 
Chicago—Pat Heaton as sales 
representative in Iowa. 


Temco, Inc., Nashville, Tenn. 
—Mel Snow as chief quality 
control engineer. 


Sun-Ray Burner Mfg. Corp., 
Jamaica, N. Y.—Burt Vickery 
as sales representative in Vir- 
ginia, North Carolina and 
South Carolina. END 
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Guard against boiler 
breakdowns with 


CORNING GAUGE GLASSES 















Corning brand STAND- 
ARD gauge glass for 
normal conditions up 
to 100 psi—for highly 
efficient, long lasting 
glasses for vats, coffee 
urns, boiler and other 
Steam equipment. 


install VENTALARM” 
Whistling Tank Fill Signal 


for 
5 the way to provide 
os 0 automatic oil delivery. 


ill fills 
rantees accurate, no-sp! 
ie or night, whether customer is 


at home or away. 
“Just Fill While the Whistle Blows” 
















A variety of 
models for 


iis sad od tanks. a Pyrex brand HiGH-Pres- 


SURE gauge glass for pres- 
sures up to 300 psi, and for 
high temperatures. Resistance 
to breakage from heat shock 
means added boiler safety. 













Install 
SCULLY ° GAUGE 


Underwriters’ Approved 
A modern convenience in every way. 
Big figures readable at first glance. 
Face adjustable to any angie. Built 
for accurate, service-free operation. 
Specify tank depth when — 


b Pyrex brand HEAvy-WALL 
gauge glass for pressures up 
to 300 psi, and corrosive con- 
ditions. Sturdy construction, 
high resistance to chemical 
attack mean long life, easy 
reading. 


¢ Pyrex brand RED-LINE 
gauge glass uses color to in- 
crease visibility. For locations 
where illumination is poor. 


“BUTTON-LIFT"” 
INSTALLATION 
ifting the button indi- 
_ draws yee - 
close to main shaft for 
easy installation even in wei 
partly filled tanks. 






Rem 





or install this combination... 


VENTALARM *GAUGE 


Underwriters’ Approved 


The famous whistling fill signal and 

easy reading gauge in one mod- 

ern unit. Goes on tank as integral 

part of vent pipe. 

Specify tank depth and opening 
when ordering. #1, 


One item to install instead of 
three . . . with button-lift con- 
venience described above. 


MACBETH brand Fiat 
gauge glasses are avail- 
able in plain or reflex 
styles. They offer top 
safety for pressures 
ranging from 350 to 
5000 psi, and special 
cases up to 15,000 psi. 











‘SCULLY SIGNAL COMPANY | 


Canadian Licensee: EMPIRE BRASS MFG. CO., LTD., London, Ontario 


Your Industrial Distributor stocks the complete 
line of Corning gauge glasses. Call him today, 
to protect your customers’ boiler investment. 


Scully Products are manufactured under U.S. 
and foreign patents or patents pending. 


See your regular Supply House. 





174 Green St., Melrose 76, Mass. Z W CORNING GLASS WORKS 


Corning, New York 





Bi ti 


_©1953 Scully Signal Co. 
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EASIEST TO SELL 
* 
EASIEST TO INSTALL 


* 


EASIEST 
TO SERVICE 


NATIONAL 
the food waste disposer thats different 


You’re in business to make money. And the surest 


way you can make extra money in 1954 is to go 
NATIONAL — push NATIONAL — sell NATIONAL. 


The new National 535 is the top food waste disposer 
on the market today. With its amazing new Micro-Size 
Grinding Elements it is the one food waste disposer that 


will grind all food wastes—even uncooked bones and | 


fibrous wastes. Its new universal swivel spout means 
faster hook-up to drain lines; its new removable switch 
box means faster electrical hook-up; its exclusive “split- 
ring” construction means faster sink connection. 


Easier to sell (National’s 1954 Consumer Advertising 
Program will be the largest in our history) — Easier 
to install — easier to service — NATIONAL in 1954 can 


be a big part of your profit picture. 
2249 





RUSH THIS COUPON TO NATIONAL TODAY 








NATIONAL DISPOSER 
47 W. Exchange St. 
Akron 8, Ohio 


Please send me quickly full details about NATIONAL’S | 


profit-making dealer set-up. 


Name. 





Address 
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Pat. No. 
2,440,741 


to a Perfect Sink-Top 
Installation Every Time 





= AN . . 
k— => _- You can improve the quality of your 
— cabinet top installations by using the 
i ONE PROVEN METHOD. The sure way 
—— to a permanently beautiful, water-tight 
ee SS and sanitary sink counter is with HUDEE. 
\S Equally at home in kitchen or bath- 


_ room, HUDEE will bring the sink ledge 
~— flush with the counter top — eliminates 
water seepage into the plywood itself 
and actually becomes a decorative seal 
\ 4 between the top covering and sink bowl 

or lavatory. 


Prove to yourself, and your customer 
— that YOU recognize the finest .. . 
USE ONLY THE BEST — USE HUDEE! 





NATIONALLY ADVERTISED 
These leading magazines tell the 
homeowners—help you sell them. 
<a! ror Ds 


nn Oy) 
* Guaranteed by ~ 
Good Housekeeping 
















"Use only the Sink Frame bearing this Seal”. 





Call the Hudee Distributor 
in Your Area or Write to 
Factory for Complete Details 


WALTER E. 


225 West Hubbard Street 
Chicago 10, Illinois 


IN CANADA: Walter E. Selck and Co. Ltd., Toronto 


AND COMPANY 
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(Continued from bottom of page 208) 
pended from the ceiling along one side of the 
warehouse so lightweight fixtures may be stored 
in this now unused overhead area. 

In addition to the obvious revamping necessary 
to convert a movie house into an office and ware- 
house it might be assumed that the characteristic 
slope of the theater floor would present a prob- 
lem. Instead it proved to be an asset. Rather than 
undertake the costly job of leveling the audito- 
rium floor a large door was cut into the building 
wall at the high end of the property and an un- 
loading dock constructed inside. Merchandise un- 
loaded from trucks that back into this dock are 
hand trucked down hill from this receiving plat- 
form to designated floor points. When a job calls 
for material, it is delivered to trucks that load 
at the opposite or low end of the building. Thus 
the flow of equipment and supplies through the 
warehouse is accomplished with a minimum of 
physical effort. 


How Jobs Are Promoted 


Personal contact with architects, community of- 
ficials, builders, active membership in craft organ- 
izations plus studied on the job efficiency are 
among the good will builders the Wilson organ- 
ization relies upon. On each job special attention 
is given to scheduling the work progress so that 
the plumbing and heating installations flow in 
with the work of other sub-contractors. “When 
this is done expertly,” Fred Wilson, Jr. explained 
“the job moves along much faster and other me- 
chanics are not required to stand around idle from 
time to time. Such planning pays off handsomely 
for ourselves, and builders who also benefit re- 
member the attention we give this important de- 
tail when the next plumbing or heating contract 
is under consideration.” END 
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PLUMBING = APPLIANCES _ 


























“Let’s go in and price down-payments.” 
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U0 WASTE 


Prominent Food Waste Disposer Manufacturers en- 
e the positive Sanitary features of the Genuine 
DUO™ for two Compartment Sinks or Sink and Tray 
Combinations. Complete range of patterns for 
every installation need 
A few of the many products in 
our Tubular Brass Plumbing Goods Line. 
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(Continued from page 23) 


Oil boiler-burner circular. Six 
pages. Illustrated. Gives ratings 
and dimensions of burners and 
boilers for hot water and steam 
heating. Cross section views show 
boiler construction. Domestic hot 
water capacities also are charted. 

Available from: Weil-Mclain Co., 
Michigan City, Ind. 


09° 9 


Steam heating equipment, general 
catalog. Thirty-two pages. Con- 
tains reference information on high 
and low pressure steel boilers. Cov- 
ers direct fired and storage type 
heating products and indirect water 
heating coils. Other data concerns 
boiler support brackets, structural 
steel suspension and induced draft 
fans. 

Available from: Kewanee-Ross 
Corp., Kewanee, IIl. 


o 9° 9 


Air control catalog. Full color. 
Contains simplified engineering 
data on registers, grilles and dif- 
fusers. Also has new product in- 
formation on baseboard perimeter 
diffusers and a ceiling diffuser 
damper. The catalog also contains 
installation information and selec- 
tion charts. 

Available from: Air Control 
Products, Inc. Danford St. 
Coopersville, Mich. 


o 9° 9 


Copper plumbing fitting catalog. 
Eighty pages. Gives design details 
and engineering data of an assort- 
ment of fittings. Also can be used 
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a 
as a manual for the installation of 
tube supply and drainage systems. 

Available from: Northern Indiana 
Brass Co., 935 Plum, Elkhart, Ind. 





Water softener brochure. Four 
pages. Contains capacity tables, 
describes interior mechanism, and 
water and brine distribution mech- 
anism for industrial and public 
building models. 

Available from: Illinois Water 
Treatment Co., 840 Cedar, Rock- 
ford, Il. 


o 9° 9 


Wall heater consumer booklet. 
Eleven pages, illustrated. Contains 
information on application to resi- 
dences, garages, offices. Provides 
design and installation descriptions 
of gas through-wall unit. Discusses 
use as perimeter heating. 

Available from: U. S. Machine 
Div., Stewart-Warner Corp., 
Lebanon, Ind. 


o 9° 9 


Expansion compensator bulletin. 
Two pages. Contains details of a 
compensator for controlling pipe 
expansion in low pressure hot 
water and steam heating systems. 
Directions for installing the unit, 
dimensions and specifications also 
are included. 

Available from: Flexonics Corp., 
1324 S. Third Ave., Maywood, III. 


oO 9 


Plumbing fixture catalog. One 
hundred forty-six pages. Contains 
specifications and 10 full color pages 
of bathroom, powder room and 
kitchen photos. Floor plans also are 
included. One page contains color 
swatches that match colored fix- 
tures. 

Available ftom: Kohler Co., 
Kohler, Wis. 


o° 9 


Combination gas-oil burner cata- 
log. Four pages. Contains data on 
fan type combination burners that 
convert from one fuel to another 
by a switch. Specification and di- 
mension chart is also included. 

Available from: Eclipse Fuel En- 
gineering Co., 1159 Buchanen St., 
Rockford, Ill. 


oOo 9 


Water conditioning catalog. Con- 
tains findings on research and de- 
velopments about the hardness 
characteristics of water. 

Available from: Water Condi- 
tioning Research Council, 111 W. 
Washington St., Chicago 2. 
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Water systems catalog. One hun- 
dred two pages. Contains informa- 
tion on tankless units, packaged 
units, deep well systems and other 
pumps. One of the 12 sections 
covers pump selection supplement- 


FEST SETS SSS as 


GOULDS PUMPS 


, Bee 
“CATALOG 





ed with data in table form. A wire 
spine binding permits adding pages 
or entire sections. A “dealer help” 
section also is included. The catalog 
features many illustrations to ac- 
quaint dealers with the Gould line. 

Available from: Goulds Pumps, 
Inc., 240 Fall St., Seneca Falls, N. Y. 


oOo 9 


Relief valve pamphlet. Describes 
temperature and pressure relief 
valves for industrial and domestic 
water heaters. Also includes code 
requirements for industry associa- 
tions, cities, inspectors and plumb- 
ing contractors. 

Available from: A. W. Cash Valve 
Mfg. Corp., Wabash and Morgan, 
Decatur 60, Ill. 


09° 9 


Gas unit heater bulletin. Twelve 
pages. Contains capacity data, 
roughing-in demensions and struc- 
tural and operational descriptions 
of fan and blower type heaters, 
with capacities from 55,000 to 500,- 
000 Btu. Heat exchangers are also 
covered. 

Available from: United States 
Air Conditioning Corp., 33rd and 
Como Aves., S. E., Minneapolis 14. 


oOo 94 


Stud driver bulletin. Four pages. 
Describes details of design opera- 
tion and numerous applications for 
driving steel studs into steel, con- 
crete or masonry. Covers safety 
features. Unit uses blank cart- 
ridges to drive studs in a single 
operation. 

Available from: Velocity-Power 
Tool Co., 201 N. Braddock Ave., 
Pittsburgh 8. END 
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STERLING 


Faucet co 


..-Make a drive for 








* iw 


Mo ay 
odernization Susiness 





Master Plumbers all over 
the Country are joining in 
the drive for Moderniza- 
tion Business! Are you 
getting your share? When- 
ever you see an old-fash- 
ioned faucet, suggest a 
sparkling new STERLING 
FAUCET! It pays off in 
customer satisfaction and 
in profits, too! 


STERLING FAUCETS, the stand- 
ard of Quality Brass Goods for the 
Plumbing Industry are “Designed to 
Please—Priced to Sell.’’ 


seid ough «6 Coe STERLING FAUCET CO. 


Wholesalers Only ae MORGANTOWN, WEST VIRGINIA ° Established 1907 


The Yeu * 
Inf a rE 


THERM-O-TRON 


IMPERIAL 


INDISPENSABLE FOR THAWING frozen pipes in homes, factories 
end on the farm . . . THERM-O-TRON saves time 
EQUIPMENT FOR . . «labor... money. It is the dependable eco- BY 


nomical safe method of meeting winter emergencies, 





PLUMBERS erage 
1 eliminating property damage. 7 " 
STEAM FITTERS eink diaiiniatiall FL EAC ’ “Fit for a King”... although you 
S- IAL installations in plants requir- ’ 
FAR MER 4 ing a steady free flow of liquids THERM-O-TRON could pay more, you couldn t get a 
STOCK RAISERS will thermostatically control the temperature of pipe better or more beautiful shower 
as lines carrying such fluids, thereby releasing the con- stall. Spartan full length, deep- 
cere gealed area. groove, slip-on construction for 
gga te INDUSTRIAL PLANTS where brazing and solder-| Xtra rigidity, easier assembly and 
FACTORIES ing applications are a major requirement in main- prolonged life. Choice of 4 smart 


tenance, THERM-O-TRON once again effects 2 
countless savings, proving itself invaluable for di- Spartan receptors. The shower 
versified repair jobs. that leaves nothing to be desired. 


INSTITUTIONS 





MAINTENANCE MEN 


PLUMBERS report bigger profits due to faster han- 


P All Spartan Showers Made of 
dling of emergency freeze up calls. FARMERS save Literature on Request Gahaniend Wasteelced Steel 
valuable time and expense handling emergencies on 


IPES the farm. 

*SUPER INDUSTRIAL ARC WELDERS ¢™\ a P A R T A N 
hg manufactures a anpiete ee are welding equip- 
men “A WELDER FOR cay ‘REQUIREMENT ranging in 


Works on IRON 
COPPER and LEAD 


f 









Gupolice and Accessories are dependable. They Save You Time id 
oney 


wnrTE U8 TODAY-JOMBER & DLATRIBUTOR INQUIRIES 1O!TED SHOWER STALL €0., INC. 


MP ILPIETPIIGEMET ME CHicAGo te iLL. 814 Meeker Ave. Brooklyn 22, N. Y. 


sises” from 75 AMPS to 400 AMPS Cap. nal Weiders, Bagger 





























DOMESTIC ENGINEERING February, 1954 
























Assure Year Round Qufside Wafer with 
WOODFORD FREEZELESS 


WALL HYDRANTS 


STYLE 12 FEATURES 


1. Easy to install through 1” 
hole without taking apart. 





STYLE 12 
Regularly furnished od with 2. Quick opening and closing 


lever handle 

vides more oa clear- valve. 

ance but can be furnished 

with wheel handle when 3. Shut-off threads are inside 
pet pg a building instead of outside 


head—will not stick with 
frost or chatter. 








wheel handies are i 
changeable. 


e Outside handle oper- 
ates valve inside 
building. 





e Wall pipe drains out 
after each closing so 





4 é j +] + r) ; 
has been proved ‘‘TOPS”’ in the field pO alate 
| STYLE 8 

e Capacity: 2.5 bushels e Easily Cleaned e Can be used in freez- 

@ Pilot Input: 1,000 B.T.U. Completely Automatic ing temperature with- 

© Main Burner: 10,000 B.1.U. - © Colors: Grey, Green, or White, out going into base- 

@ Weight: 160 Ibs, ¢ A.6.A. approved all gases. =| ment to shut off and 

This 7-STAR Program Will Help You Sell! | drain outside water | 

% Rapid deliveries % Displays x Mailing and Handout Literature % Mat Service | outlets. 
«an Al Gabeeken wat fame Aids % National Advertising Program Contact your wholesaler or write a | 






































































WOODFORD HYDRANT CO. , 
DES MOINES 17, IOWA ( 
Manufacturers of the lowa Freereless Ground Hydrant : 
( 
| WHAT MAKES A SUMP PUMP FAIL? 
DIRT?—LACK OF LUBRICATION?—RUST? 
Specify the pump that is built to survive these hazards : 
—The Marine Products Fully Automatic Electric i 
a 
. and the WARNOCK | 
k 
| > U (VJ iM t 
aie SC : 
STRAP WRENCH 
@ COMPLETELY SELF-CLEANING 
> 
can’t scratch © COMPLETELY SELF-LUBRICATING i 
pipe that is 4 @ ALL RUST-PROOF 
polished 1 aN MARINE PRODUCTS PUMPS ARE ; 
4 4, Protects polished pipe” Built fe or the Sea 
4 ~ 
The Marine Products Sump Pump is designed and produced to high j 
Its simple, yet extra strong, construction as- sasha tay Gtn-ane Goleais Wie batt sees vo ite ahawsod crpees 
sures quick and safe handling of plated and least cost and inconvenience. 
polished pipe. A rugged, woven strap, its curved Bp emerald ote | 
nose and unbreakable handle are outstanding tubrleniion. 
features of the Simplex. d 
Ask us for prices and further information — SOLD THROUGH JOBBERS ONLY © WRITE FOR FREE LITERATURE m 





LOWELL WRENCH CO. MARINE PRODUCTS CO. 


WORCESTER 8, MASS. DETROIT 14, MICHIGAN 
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Exclusive Interview 


(Continued from page 98) 
our installation job is selling. 
And it’s tremendously impressive 
to a builder, contractor or owner 
if we really put on the pressure, 
and still the system holds up. We 
usually run the test up to 600 psi 
and sometimes to 1000. We then 
lock the pump at that pressure 
and leave it for 24 hours if pos- 
sible. This extended time is not 
actually necessary. It’s just a 
way for us to do some ‘selling’ 
while on the job. A half-hour 
pressure test is sufficient. But 
six hours is a good overall av- 
erage on the pressure test. 

While under pressure, each 
soldered joint is struck at least 
twice with a one Ib hammer to 
check the joint. This will mean 
four blows to a coupling or ell, 
and six blows to a tee fitting. 


Q. What about couplings and 
joints? 


A. Couplings are conventional 
or swedge, to reduce the solder- 
ing at a joint. Swedge joints re- 
duce soldering about 50 percent. 
We use 45 percent silver solder, 
because we're after the hardest 
practical joint. 


Q. During our previous discussion 
of testing, we failed to mention test- 
ing during actual pouring. What 
about that? 


A. Presure is maintained in the 
pipe during the pour. This serves 
two purposes. Any leaks will 
show up through the newly 


He Carried Panel 
Heat Merchandising 


Into the Streets 


RADIANT HEATING PIONEER, contractor Robert 
Bruen, will tell you he’s really not a merchan- 
diser. He has no fancy showroom, no place on 


main street. 


Yet between 1935 and 1941, when radiant heat- 
ing was still pretty much unheard of, Bruen did 


poured concrete, and pressurized 
pipe will resist any ordinary 
crushing during the pour. We 
always maintain 500-600 psi on 
the pipes during a pour. 


Q. What about sources of circulat- 
ing water for the system? 


A. A building with three or four 
different water temperatures, as 
in zone control, should have 
plenty of hot water, and this 
water must be heated to the max- 
imum temperature that any zone 
demands. You can always mix it 
down to the requirements of any 
zone. Where large quantities of 
water are needed, we recom- 
mend a steel or cast iron boiler. 
Flash-type heaters are used for 
smaller installations. 

On tall, multi-story buildings 
we would install steam risers 
serving heat exchangers on the 
various floors. Water at proper 
temperatures for the heating 
coils would be supplied by these 
exchangers, eliminating exces- 
sive water pressure in the coils. 


Q. What was one of your most in- 
teresting panel heating jobs, Mr. 
Bruen? 


A. One of the most interesting, 
I believe, was the first time panel 
heating was applied to a moving 
vehicle, a private railroad car for 
the Mexican National Railways, 
for the personal use of Mexico’s 
president. The basic floor of this 
car consisted of 1%-in. thick 
hardwood planks, over which 


was laid a \-in. thick plywood 









floor. The heating coils were 3%- 
in. diameter copper tubing, laid 
out in sinuous pattern on this 
plywood floor. The coils were 
then embedded in some sort of 
poured mastic, similar to magne- 
site, about 1-in, thick, On top of 
this was placed a %-in. thick 
sponge rubber carpet padding, 
then a heavy wool carpet. 

Hot water for the heating coils 
was supplied from a heat ex- 
changer, which was enclosed, to- 
gether with pumps, controls, etc., 
in a steel box suspended under 
the car. The heating exchanger 
consisted of an extra heavy steel 
cylindrical tank, 24-in. by 40-in., 
approximately 100 gal. capacity. 
Inside this tank was an immersed 
copper coil, which was supplied 
with medium pressure steam 
from the locomotive, through a 
presure reducing valve, and a 
modulating thermostatic steam 
valve, having a bulb immersed 
in the water in the tank. 

This set-up heated the water in 
the tank to a temperature which 
was controlled at about 165F. 
This water was circulated 
through the heating coils; the 
coils being arranged for six zones 
of thermostatic room control. 
From this same heat exchanger 
we also supplied hot water for 
the galley and baths, showers, 
etc. Immersed in the steel tank 
was a second copper coil through 
which water was passed enroute 
to the plumbing fixtures. A mix- 
ing valve controlled the tem- 
perature of domestic hot water as 
required. END 


the unheard of: he installed more than 300 radi- 
ant heating jobs in California. Since the war, he’s 


put radiant heating into almost 10,000 jobs—and 


used. 


in places where radiant heating was never before 


For contractor-merchandiser Bruen carried his 


crusade into the streets, literally and actually. 
His campaign to convince the city schools of 


Oakland, Calif., that radiant heating was prac- 


ticable for their swimming pools started a nation- 
wide trend, and won over Oakland’s school sys- 
tem. They installed not one, but five, $125,000 


municipal swimming pools with radiant heating. 


(Please 


Before 1940, Bruen had installed many private 


turn to top of page 220) 
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The Symbol of Time— 


APCO spi IRON SOIL _ 


° 


Cast Iron Drain Pipe, laid 288 years ago in Europe 
(OVER 100 years in U. S. cities) and still in service is 
certainly an approach to PERMANENCE. Outlasting the 
life of man or the life of any building is proof of lasting 
satisfaction. APCO (an old name in the industry) in itself , 
thus stands for EXPERIENCE, which is far better than 
EXPERIMENT. You can be sure it will endure. Quality 
always—always uniform! 





APCO Waste and Revent Fit- 
tings and the “Stringer Sys- 
tem” combined with Stringer 
Fittings FIT TIGHT ’cause 
they’re made RIGHT. They 
also save space and save the 
cutting of joists. These fine 
cast iron everlasting fittings 
meet all standards in sizes, 
grades, quality and uniform- 
ity. There’s a fitting for every 
code! 


Write for your copy of the new 
Stringer Fittings catalog. 


AND SPECIAL 
FITTINGS TOO! 


























@ May we tell you more about these products? 


ALABAMA PIPE COMPANY ’ 


8 PLANTS TO PRODUCE 8 DISTRICT OFFICES TO DISTRIBUTE 
ANNISTON, ALA 


In Canada: WATSON AGENCIES, 628 Oakwood Ave., Toronto 














Panel Heat Merchandising 
(Continued from bottom of page 219) 

pools with radiant set-ups, but never a large, 
municipal pool. He stood almost alone that year 
when the school board and parents were afraid 
to take a chance on Bruen’s revolutionary pro- 
posal that Oakland equip its pools with radiant 
installations. 

Despite Oakland’s conservative element, Bruen 
lined up the city architects who favored radiant 
heating. 

“But it'll be up to you,” the architects told 
him, “to convince the school mothers, the PTA, 
and other civic groups that we need radiant heat- 
ing for the pools.” 

For months Bruen appeared before every PTA 
meeting that would invite him. With him he 
brought a short, snappy 10-minute talk on radiant 
heating, enlarged photos of his many private pool 
and home radiant heating installations, and even 
a motion picture on radiant installations. 

Usually someone from the audience, a husband 
who might also be a heating contractor, would 
rise to dispute a theory that seemed to violate the 
laws of heating. Did he not know that heating 
from the ceiling, for instance, violated the princi- 
ple that heat rises—and thus the ceiling would 
be warm, the rest of a room cold? How could a 
few embedded pipes in damp cement warm, 
either thoroughly enough or fast enough, huge 
quantities of water? 

To all these questions Bruen countered with 
fact; he even brought along scale models of typi- 
cal installations. He sat in on architects’ meet- 
ings, spoke to businessmen’s luncheon groups. 
His average PTA audience was from 25 to 150 
mothers—whom he lectured on the merits of 
radiant heating. Sometimes he’d speak at as many 
as three widely scatterd PTA meetings in a single 
evening. 

This carrying of merchandising into the streets 
brought results. One PTA group after another 
heard Bruen and forthwith signed petitions that 
the Oakland pools should have radiant heating. 
In fact, once Bruen had got the ball rolling, the 
PTA took it away from him. 

When the first pool was dedicated at Oakland 
Technical High School, Bruen was satisfied with 
results. For on the opening day the temperature 
of the pool was tested and found to be 84F at all 
points, and at all depths, with a variation not 
over 1F at any point. Yet, only two days before 
the pool had been filled with 230,000 gallons of 

fresh water which registered only 54F. Radiant 
heating had raised the overall temperature even- 
ly, efficiently, by 30 degrees in just two days. 

Bruen’s merchandising had paid off, for the 

(Please turn to top of page 223) 
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Dependable 
PUMPS 


HEAVY DUTY 
SUBMERGED 
TYPE 
NON-CLOG 
SCREENLESS 
























For LIQUIDS plus SOLIDS. 
Single or Duplex Types. 
Package units for resi- 
dences and summer camps. 
Special Heavy Pumps for 
canning plants. Send for 
Bulletin C-900-D. 





SEWAGE 
EJECTORS 


with a PROVEN Building Trades Sales Policy 


ON EVERY 


| 
SCHOOL sos... 


Fig. € 122 


weil PUMP CO. ° 1530 N. FREMONT ST. 


CHICAGO 











THE NEW 


HAWS 





"We Built a Better Mousetrap” 


That’s the whole secret in the phenomenal 


growth of Shower Door Company of America HAWS 
—the world’s largest exclusive manufacturer Model No. 2000 
of shower doors, tub enclosures, daylight Series 


| DECK TYPE 

| VANDAL PROOF 
DRINKING FOUNTAIN aon be installed with practically 
any combination of HAWS Fixtures.,.Pantry Faucets...bubbler type 
Drinking Faucets... Fill Glass Faucets or HAWS Emergency Eye Wash 


Fountain! The ideal deck type drinking fountain for all school class- 


shower stalls. A permalume enclosure is sim- 
ply a better product. 

And the world is beating a path to the door. 
But our door is YOUR door — 

That's the door that thousands of customers 
are entering every day to see this new won- 
der product—the doors of our good dealers 
the nation over. 

Don’t shut your door in the face of a room and laboratory requirements. Adaptable for industry, too! Fin- 
demanding public. 





ished in acid resisting white enamel with stainless steel mounting rim. 


@ WRITE TODAY for brochure showing versatile 
applications and details! 


DRINKING FAUCET CO. 











OF AMERICA 


973 Peachtree St., N.E., Atlanta, G 
eachtree anta, Georgia RTH STREET (Since 1909) BERKELEY 10, CALIFORNIA 





Brautifysng the Vatisns Cathroowms 
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ee 
NICHOLSON MAKES 


Steam pane 
for Every Plant 






Because they drain 
completely when 
cold, these four 
types of Nichol- 
son steam traps are positively freeze-proof. Can be freely 
installed outdoors. Universally recommended for use in 
lines which need not be in continuous use during cold 
weather, because they are freeze-proof and because their 
2 to 6 times average drainage capacity results in minimum 
heat-up time. The non-air binding feature of Nicholson 
traps also notably facili- 

tates heat transfer in se- BULLETIN 853 
vere weather. Size %” 190 Oregon St. 

to 2”; pressure to 250 Ibs. Wilkes-Barre, Pa. 


UEXNICHOLSONY Uy 


TRAPS - VALVES - FLOATS 


ys a 


with AIRFOIL” Finned Radiation 





Type AHV Type AU 




















@ Modern, streamlined heating installations to fit 
any architectural need. 


@ Low cost radiation units which are simple to install 
and have a custom-made look. 


* NT OE 
WRITE FOR DETAILS ~ oe 
a> radlan-ray 
2 A rnin BRAND 


{BASEBOARD HEATING) 


“TRADE NAMES OF.. ~ / / / | \ LN 
RADIANT*RAY RADIATION,INC. 


February, 





Standard 
Pipe 
Threads 


Double Lead Stem Threads for 
QUICK opening and closing 








IMustrated Circular on request * Sold Through Leading Wholesales 


PITTSBURGH 


VALVE COMPANY 
REEDSVILLE © WEST VIRGINIA, 


v 





154 | Febru 








FREE SERVICE FOR 


Man ufactu rers’ R epresentatives 








900 W. MAIN STREET 


NEW BRITAIN, CONN. 








MANUFACTURERS’ AGENTS REGISTER NOW! 


5 ae advantage of Domestic Engineering Maga- 
zine’s free service for your benefit. This service will 
keep you posted on lines suitable for you as they be- 
come available in your territory. Frequently, this gives 
you the inside track toward getting those desirable, 
non-conflicting lines that will make you real money. 
For years, Domestic Engineering has maintained a clear- 
ing house of information to bring the manufacturer and 
the representative together for their mutual benefit. 
Hundreds of agents will attest that this free service has 
been invaluable in the building of their business and 
their income. If you are not already registered with us, 
write today for necessary forms and complete informa- 
tion. There is no charge. Attach this advertisement to 
your letterhead and mail to Domestic Engineering, 
1801 Prairie Avenue, Chicago 16, Ill. 
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Panel Heat Merchandising 
(Continued from bottom of page 220) 

Oakland school system installed four more identi- 
cal pools at various high schools and parks. The 
heating equipment, not coming in contact with 
the corrosiveness of chlorinated or otherwise 
chemically treated water, would last indefinitely. 
The pool, instead of being heated in patchy 
stratas, was warmed evenly through the entire 
water area, and the system could raise the tem- 
perature 1 degree per hour if needed, just as 
Bruen had claimed it would. 

The Oakland school system, to ease the tre- 
mendous burden of inquiries from all over the 
world following the installation, and write-ups 
in Domestic ENGINEERING and various other mag- 
azines, got up a paper praising Bruen’s work and 
outlining radiant heating’s advantages for large 
pools. 

Today, Bruen employes four salesmen, all of 
them university graduates in mechanical engi- 
neering. They have become good public speakers 
carrying the word of radiant heating to the un- 
initiated. They are more than salesmen; they 
are engineers, specialized in radiant heating and 
many architects and fellow engineers consult 
them. 

Bruen’s own small showroom, really the outer 
office, is a working radiant heating exposition. 
Everywhere in the floor and ceiling and walls are 
glass panels, showing the piping installation. 
Into this “live” showroom :come new radiant 
heating products, for a “live” laboratory test. The 
new parts presented by manufacturers often 
come into Bruen’s showroom for laboratory test- 
ing, in action. These various products are tested 

(Please turn to top of page 224) 














“Nerve racking, isn’t it? I’ve got one at home 
that keeps me awake nights!” 
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ee Or too cold 


For close temperature control of hot 
water generators, convertors, fuel oil 
preheaters or any process requiring 
positive shutoff on no load, specify: 
SARCO PILOT-OPERATED 
TEMPERATURE REGULA- 
TOR, type 24-30. 
Temperatures to 
300°F, sizes 14” to 
3”, steam pressures 
to 250 psi. 











INC. 


SARCO COMPANY, 


Represented in Principal Cities 


Empire State Building, New York 1, N. Y. 
SARCC. CANADA, LTD., TORONTO 8, ONTARIO 


SPECIALLY PRICED! 


ALL INCLUSIVE COMPLETE PACKAGE 
MODEL “WA” GENERAL AUTOMATIC 


Pre-Assembled, Pre-Wired 
Boiler-Burner Unit 









installations 

New Pre-wired and Pre-assembled General 
Automatic Model ''WA"' 
shipped complete and ready to 
heating system. 

Includes well-insulated bdiler, oil burner, cir 
culator and operating controls all assembled 
ready co set up. A compact unit. 


IN A COMPLETE PACKAGE 


Floorlevel HI-CAPACITY Base 
board Radiation with all-metal 
back and snap-on all metal 
front panel and trim pieces 
Suspension brackets snap 


| Everything you need to make quick, profitable 
' 
! 


Boiler-Burner unit 
connect to the 







into place without 
screws or fasteners, 
slip on in seconds. 
Installations are 
quick, easy & 
accurate! 


SENERAL 


Write for 
Folder “WA” 


\ ulomalic 


Bind AUTOMATIC PRODUCTS CORP 


Representatives in 
Principal Cities 





2300 SINCLAIR LANE e BALTIMORE 13, MARYLAND 
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These are all im- 
portant reasons for the 
many installations of 
MURCO Grease Traps 
by governmental agen- 
cies, hospitals, sani- 
toria, etc. — plus the 
fact that MURCO 
Grease Traps are rated 
by independent laboratories NOT 
our factory tests. MURCO Grease 
Traps are rated 90 per cent efficient ... 
easy to clean . . . no complicated baffles 

. patented vent prevents siphonage . . . 
no MURCO Grease Trap has ever been re- 
turned because of operational failure. 


WRITE TODAY 


for the complete story 
or see DOMESTIC EN- 
GINEERING Catalog 
Directory Page E-39. 


D. J. MURRAY MANUFACTURING CO.% 
MANUFACTURERS SINCE (883 e% 
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Now you can sweat fittings — 
and joints close to ceilings, 
under joists — even in cor- 
ners. The Circa Torch 
clamps over the tubing and 
directs its jets of flame 
around the entire diameter 
at once. Consider the tre- 
mendous savings in man 
hours and gas consumption 
when using the Circa Torch 
on your tubing installations. 
OPERATES WITH: 


Prest-o-lite, Acety- 


lene, Instogas — or 
y; , h , 4 ic " ; 
oi MM SWEATING OPERATIONS 


Please specify the even in 
type. Order from your 
distributor. or use 
coupon. Write for il- 
lustrated bulletin. 


"“Hard-To-Get-At” 
PLACES 


CEDARBERG MFG. CO.. INC. 
549 South Fourth St., Minneapolis 15, Minn. 


Enclosed find $.............. ... Ship the following postpa.d: 
(1 No. 70 (%4” to 2” tubing). $15.95. 


| 

| 

| (J No. 75 (2” to 4” tubing). $19.65. Type of gas: 
I EE EEE A aS, eee Eee Se ee 

I a ea 








Panel Heat Merchandising 


(Continued from center of page 223) 

under actual operating conditions on the heating 
plant of Bruen’s two-story brick office and shop 
building, which is equipped with embedded-in- 
concrete floor panels, embedded-in-plaster ceiling 
panels, hot water unit heaters, cast iron radiators, 
convectors and baseboards. With these varied 
types of radiant panels, unit heaters, radiators, 
etc., Bruen is able to demonstrate to customers, 
whether Mrs. Housewife or architects, the effec- 
tiveness of comfort heating by radiant means. 

Another merchandising angle is the firm’s 
eagerness to prepare many hundreds of sets of 
mechanical layouts and specifications for archi- 
tects (without charge), whether they get the radi- 
ant heating contract or not. 

Bruen’s experimental school installation in 
Campbell, Calif., in 1945, led the way for radiant 
heating in schools. Today, a very large percent 
of the schools now abuilding in California and 
around the nation are radiantly heated, and the 
merchandising that Robert Bruen carried into 
scores of civic groups has come home to roost. 

Bruen also put out an informative brochure, 
under the name of Thermo-Radiant Consultants, 
to guide heating contractors not familiar with the 
many uses of radiant installations. 

Bruen is presently conducting an extension 
course on radiant heating at the University of 
California, a position he expects will pay divi- 
dends in consulting fees as time goes on. 

The many PTA lectures which Bruen deliv- 
ered during his campaign for the Oakland city 
schools paid off too. “I sold a lot of heating jobs 
from those talks,” he admits. 

His job today, as earlier, is to keep the words 
“radiant heating” before the public. This is a 
kind of merchandising. He sees to it that all his 
trucks carry “radiant heating” prominently on 
their sides, and emphasizes the “mystery” in these 
two words by drawing attention to the “invisible” 
quality to radiant heating installations. As he 
puts it, “we aren’t selling beauty; we’re not sell- 
ing chrome fixtures or shiny porcelain; we’re 
selling comfort and dependability and good work- 
manship. That’s our only claim to merchandis- 
ing.” 

But one of Bruen’s most outstanding claims to 
merchandising is honesty. He frankly admits in 
the brochure which his firm issues, that there 
have been many conflicting claims, both by archi- 
tects, engineers and manufacturers about how, 
where, etc. to install radiant heating. “But it is 
obvious,” he says, “that coil or pipe, once buried 
in a cement slab or plastered wall, cannot be re- 
located, extended or modified in any way, except 


(Please turn to top of page 227) 
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GARAGE DRAINS ¢ WALL HUNG CLOSET EQUIPMENT 
GREASE INTERCEPTORS + INDUSTRIAL DRAINS 
SWIMMING POOL DRAINS « DRAINAGE STAPLES 


ROOF DRAINS * FLOOR DRAINS + SHOWER DRAINS | 
j 
| 
{ 











THREE POPULAR PRODUCTS FROM BLAKE'S COMPLETE LINE 


L-1565-S for screw pipe. 
L-1565-SP for soil pipe. 
Single “TY” Fittings. 

L- shes § ban Type Carrier for 
Blow Out Bowls. 

(L-1800 for Syphon Jet Bowls). 





= ae, 
L-1380 ROOF DRAIN WITH HIGH a_— he aii: lait 
DOME STRAINER angi Peges , , 
) The Blake “TY” Fitting is designed for Grease Interceptor—Features: 1—Made in 
— for any nee a —. single installations of wall hung closet 5 models. 2—Over 95% Grease Intercep 
arge sump area. ombined gravel stop : : tion. 3—Foot-proof construction, easy re 
and flashing ring secured by heavy studs. bowls, or for batteries of 12 or less. It Is moval of grease. 4—Easy to install. ‘ 
Safety pan for seepage and better anchor- made for both soil pipe and screw pipe Adaptable to all types of service and hook- 
age in concrete poured roofs. and for blow out or syphon jet wall hung ups. 6—Efficiency constant at all water 
closets temperatures 7—Automatic air pressure 
Sets. control. 8—Odor proof 


For further particulars, ask for Blake Catalog No. 16 


Blake Division of 


HOFFMAN SPECIALTY MFG. CORP. 


— York Street * mdianapolis, Indiona 


| SGI Pes reek ren ON iil ik ae 





“You Best Bet for Ciiltinin 


= COPPER 
TUBING 


A Quick, 
Keen 
Cutting Tool 


| The No. 80A TUBE CUTTER " cutting ore Replaceable cut- 


HEAT IN A HURRY 


ANYWHERE poll | 


with the 


a 
jae HI NN a 


UNIT HEATER _ ,..... 


offices and partitioned portions of the building 










use the DELTA HORIZONTAL SUSPENDED FURNACE will handle up to 1” O.D. ting wheels. A very necessary 
Tubing. It is sturdy, light and implement for your kit. Order 
— available in many sizes ° - 
code tae tomsibliiiatermartl compact. Is quickly and easily the No. 80A Today! 
“ , : 
adjusted to cutting contact. $9.95 
; price |= 


DELTA HEATING CORPORATION Minimum time required for 


BOSEREEON «| ZOERMAN CLARK MFG. CO. sis 
’ . MICHIGAN 


Smoothly Bends Any Pipe or Tubing Investig a te the atiaa: NEW EW 


enwoe” TEWIRL-O-WASTE 


@ Just a twist of the 
wrist assures perfect, 
even bends — right 
angle, any angle, U and 
offset. Save enough 
on ONE job to pay | Write to: 
for your HANDY See your sup- 


er ez | |WELLENS MEG. CO. vert. p-2 
HOLSCLAW BROS., INC. | 3809 W. JEFFERSON BLYD. * LOS ANGELES 16, CALIF. 


436 N. WILLOW ROAD e EVANSVILLE, INDIANA 











Continuous Feed—Model 1805 
FOOD WASTE DISPOSAL 
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IN AUTOMATIC SEQUENCE, 


COMMERCIAL 


(Motorized) 


COMMERCIAL 
(Motorized) 





200 A.S.M.E 
STD 


A dependable filler and relief valve 
for controlling pressures in hot water 
heating systems. All bronze con- 
struction. Factory settings 12 Ibs. 
delivery and 30 Ibs. relief. 


MODERNIZE 











HIGH CAPACITY 

RADIATION, COM- 
PACT CONVECTORS 
FOR RESIDENTIAL, 
COMMERCIAL, IN- 
DUSTRIAL INSTAL- 
LATIONS 


KINGSTON 





CAMPBELL DRAFT CONTROLS f 


Any Size or Shape to Fit Your Specifications @ 


MODULATING OR BAROMETRIC MODELS 


and Residential 







INDUSTRIAL 
MODULATOR (Motorized) 















with STEDCO. 





BEAUTY AND EFFICIENCY 
BS / 4 { ut 


) \ io 


WILKES BARRE 
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Industrial « Commercial 


FUEL SAVINGS UP TO 30% ARE COMMON 


Stop Heat Loss and Smoke 
with the CAMPBELL FAMILY of Draft Controls 


Why be content with only part of the 
savings possible through efficient draft reg- 
ulation. Time tested, patent protected 
Campbell Electric Draft Controls give your 
customer a big extra margin of fuel econ- 
omy and give you a big extra margin of 
profit over conventional equipment. IN- 
QUIRIES FROM JOBBERS AND SALES 
REPRESENTATIVES ARE WELCOME. 





220 NORTH ADA STREET 





BAROMETRIC 






RESIDENTIAL 
(Motorized) 


FUEL REDUCTION CORP. 


CHICAGO 7, ILLINOIS 
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HOT 
WATER 
SYSTEMS | 
it’s | 


Sakl 


BROTHERS CO. 


2322 KISHWAUKEE 
ROCKFORD 
ILLINOIS 


Waterbure 


This factory assembled 
“package” unit was spe- 
cially designed to con- 
serve valuable floor space 
in commercial and indus- 
trial buildings. It is an 
oil-fired Waterbury unit, 
with all parts accessible 
from the front for easy 
inspection, cleaning and 
servicing. 


in | 
| 
| 








OF WARM AIR 
HEATING 







Just one typical unit from the complete Waterbury line 
of furnaces, air conditioners, and conversion burners. 


10 Year Guarantee 


OVER 46 YEARS The Jaterman-Waterbury Cro. 


1141 Jackson St. N. E. @ Minneapolis 13, Minnesotc 





HORIZONTAi 
FORCED WARM AIR 


FURNACE 





WW YOU’LL PREFER 





fmm |; ~=CARTY & MOORE 


Cue 
PENNA 
PENNA. 





1150 W. Baltimore 


THIS CONCRETE INSERT 





For attaching shafting, sprinklers, 
piping and heating systems, 

Carty & Moore Concrete Insert 
has many special advantages. Its 
extra wide wing spread gives it a 
much firmer hold in the cement. 
Its long travel slot makes adjust- 
ment easier—and its design pre- 
vents the nuts from slipping out. 


Available in sizes for 
%, “2, Ye and % inch nuts 


ENGINEERING CO. 


Detroit 2, Mich. 
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(Continued from bottom of page 224) 
at prohibitive expense. Therefore, it must be 
correctly installed to begin with.” 

Bruen’s partner in the firm is Richard W. 
Shoemaker, author of a book on radiant heating 
and cooling practical applications. 

Bruen’s merchandising tools are workmanship 
and demonstration, and statements by satisfied 
customers that their fuel bills have been reduced 
from 25 to 40 percent through modern heating. 

Merchandising from a lecture platform is by 
now no new experience either to Bruen or to his 
staff. But some 10,000 installations since war’s 
end, including some large tracts, have convinced 
Bruen that his carrying merchandising to the 
streets was rewarding. END 


Tax Quiz for Contractors 
(Continued from bottom of page 99) 
b. Must be the same as your personal tax year. 
c. Must be the calendar year. 


Answer: a. You establish your fiscal year 
when you file your first return after organizing 
your business. You may change it only with 
Government permission, requested at least 60 
days before the proposed year-end date. 


Problem: You own several types of securities. 
Which of the following is taxable? 
a. Stock dividend (common stock distributed 
to common stockholders.) 
b. Interest on state and municipal bonds. 
c. Interest on bonds of a tax-exempt educa- 
tional institution. 


Answer: c. Certain types of organizations, 
such as religious and educational associations, are 
not required to pay tax, but you still must pay 
tax on interest received from their bonds. 


Problem: You have made a gift of stock to 
one of your children. If the dividends from this 
stock amount to less than $600— 

a. The dividends must be reported, but no tax 

is imposed. 

b. They are taxed as a capital gain. 

c. They do not deprive you of the dependency 

exemption for the child. 


Answer: c. The dividends are income to the 
child, provided the gift is considered genuine, and 
no return is required from anyone having less 
than $600 gross income. 


Problem: Your wife did some outside work 
which brought in less than $600. She wants a re- 
fund of the tax withheld from her pay. You 
should— 

a. Let her file a separate return to get her re- 

(Please turn to top of page 228) 
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Lawler's ‘Performance-Tested” design combines pioneer- 
ing experience with engineering leadership. The use of 
specially chosen metals assures YOUR customers years of 
positive, accurate temperature control with lowest mainte- 
nance cost . . . the best insurance YOUR REPUTATION can 
have! 








TYPE “S” 


Temperature 
Regulators 


For accurate 
temperature control 
of steam heated hot 
water tanks... 
vats .. . preheaters 
+ process tanks 


PLATE NO. 2051 











LAWLER TYPE “S’” TEMPERATURE REGULATOR 
 Hydraulically formed one piece bellows. 


» Smaller range spread for more accurate 
control. 


List the facts... 
Check them off... 
Lawler comes out 
first every time! 

YOUR REPUTATION 
is protected! 


Polished stainless steel valve stems. 


Bronze ball bearing knurled adjustment wheel. 












 Non-ferrous thermostat agd bracket assembly. 








Lontrals 


“*Performance- 
Tested” for hg ae 
Longer Life tsi! 


STham TemPERATURE REGULATORS SHOWER MIXING VALVES WATER CONTROLLERS 


LAWLER AUTOMATIC CONTROLS, INC. 
453 North MacQuesten Parkway Mount Vernon, New York 


TEmPteing 
VALVES 





Febri 
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(Continued from bottom of page 227) 
fund, then file your return claiming exenip- 
tions for both of you. 
b. Advise her to file a joint return with you. 
c. Each file a separate return claiming one ex- 
emption. 


Answer: b. A joint return is best for husband 
| and wife, except for unusual situations, includ- 








¢ N 
To STAND On! | ing some involving medical expenses and capital eu. 
losses. It’s wise to figure the tax both ways before * 
ie deciding. If your wife uses her exemption in a be 
eon d ; L ve premio Hi ae | aaa illite: you are not allowed fi claim it f 
stand on” when he installs Sterling i Sadia be 
tory Legs! Select from a wide assortment 
= of modem designs... all triple plated for Problem: You gave your church a corner lot Ww 
LASTING beauty! for which you had paid $500. Its value at the time F 
ILLUSTRATED is Lavatory Leg $-577 of your gift was $1,500. 
shown with S-477 Towel Bar | a. You must pay a capital gains tax on the 
N s 








Also a fine bine of Towel Bara. $1,000 increase. ; 


b. You may claim a deduction of $500. 
Po 


, lai ducti f $1,500. 
> Shown: “Clamp-On Style” ah c. You may claim a deduction of $1,5 . 
Answer: c. Your deduction for a charitable 


contribution is the value of the gift at the time it 


STERLING Tai ular PRODUCTS CO, = 282, You are not considered to have realized | 


a taxable gain when you give away property that 
Vy Morgantown, West Virginia has increased in value. 


& 








Established 1907 : é ; 
Problem: Which of these is not a requirement 


' | in claiming the $600 exemption for a dependent: 
THE COMPLETE TUBULAR LINE a. The dependent must be a close relative as 


defined in the tax instructions. 








b. Must not have had $600 or more of income. 
| N C LO S E Q U A k TE a S | ce. Must not be claimed as an exemption by his 
or her spouse. 
d. Must be a citizen of the United States. 
e. Must have received more than half his or 
her support from you. 


DRESSER 


COMPRESSION FITTINGS | Answer: d. The dependent may be either a 
ARE EASY TO USE | = S. citizen or a resident of the U. S., Canada or 
exico, END 


IN TIGHT SPOTS 
Kitchen Ideas 


(Continued from bottom of page 121) 





down while working at the sink. 

Refrigerator and freezer are blended into the A 
decor of the kitchen and appear as wall-hung Sol 
cabinets. Horizontal units of this type were intro- 
duced recently by General Electric, although they ei 
are not yet available for general distribution. Tit in 

The cooking center is located opposite the island } Tit. 
sink. The housewife, under this arrangement, has 
all the busiest spots in the kitchen located within 
a few feet of each other. The cooking area pro- 
vides two ovens with sliding glass doors. Sliding 
See your local supply store doors also are used on other waist level openings 


* for a COMPLETE LINE of couplings, ells, tees, adapters, etc. | in the kitchen to conserve space. 
The range area of the cooking center is equipped 


qs @ oe & Posy | with a built-in toaster, combination Dutch oven 
| 


(Please turn to top of page 231) P. © 
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4 Modern 
“DROP-HEAD” 


SHAKE GUN AZZ CLOSET AUGER 


NO DRILL TO BUY 


*Use Any 4” Drill. You buy GREATER 
only the reduction gear unit 


which slows turning speed of LEVERAGE 


the snake to 1/12 the speed 
of the drill. thus increasing 
turning meumenmen a thumb 
power screw. 


12 times. 


VERSATILE 
Will handle 1/4 - 5/6 - 3/8 
- 1/2 inch snakes. Fits any 
make snake house. 


ONE MAN JOB 


Saves two-man charges. Turns 
right or left. 








NEW HEX BIT Le 


A Major Improvement! A flick of the Thumb and the drill 
is instantly attached to the gear shatt and cannot fall off 


PLUMBERTOOLS, Inc. 
3782 Durango Avenue, Los Angeles 34, Calif. 


FRANK DONOVAN COMPANY, 9 So. Clinton St., Chicago, Ill. 
MANUFACTURER OF 





AMERICA’S LARGEST 











5 DROP-HEAD 


Goes through the most 
difficult bowls with ease 


iin R24 BREAKING BOWLS 
Prevents universal joint of 
RUBBER SLEEVE Adds far greater life ‘Drop-Head"’ from striking 
Guards against by reducing uncoil- easily damaged internal por- 
scratching or chipping ing and kinking tions of modern bowls 


bowl. 
eeu eae eee eee eee ee ee eee ee eee eee eee ee oe 


¢. 


YY MAIL COUPON FOR FREE INFORMATION 


Flexible Plumbertools, Inc, Dept. D 
3782 Durango Avenue, Los Angeles 34, California 


(_] Mail Free Literature [_] Send name of nearest dealer 






Name____— 

Address 

City 

Local Jobber ee 


PIPE CLEANING 


=a eee eee ee ee ee ee, 


TOOLS AND EQUIPMENT 








INDLEY’S 


PLUMBERS’ 
SPECIALTIES 


—a complete line of small indis- 
pensable items—rods, bolts, nuts, 
screws, wires, tubes, flanges, wash- 
ers, guides, pins, etc.—handy to use 
in emergencies—prerequisite in fin- 
ishing many a plumbing job. 

53 John St., Valley Falls, R. |. 








HINDLEY MFG. CO. 





Again Available Wesco 
Solid Copper Tube Straps 
Made of solid ¢ with 


Tit in sizes 4” to 34”. ALL 
ia sizes available without 
it. 





TIT 


pea -ONe feature leaves hands 

line-up and = 4..J bs = Hangers = 
your next inst be 

Has your INCREASED EFFICIENCY, 

*Ash Your Jobber for Wesce Hangers 

& Strage for Copper Tubing. 


WESCO MANUFACTURING CO. 


P. O. BOX 175 WELLSVILLE, OHIO | 








WESCO (Tit) Tube Straps SAVE TIME, | 
CUT LABOR COSTS. The 


NIP-O 


NIPPLE CARRYING CASE 
SAVES TIME 









IS ORDERLY & 
EASY TO CARRY 


ALWAYS THE RIGHT 
NIPPLE 

It’s ee 

YOU WANT IT! $] 5: 00 | ame 


for PLU MBERS ELECTRICIANS 
«& MAINTENANCE MEN 








Hangs by handle in center of 
gravity. Will not upset when 
oe . a , — - ugh 








“We are Specialists in Specialties” 


write E. J, WOOD MFG. & SALES COMPANY 


for Data Today! 1503 FERDINAND AVE. DETROIT 9, MICH. 


Cover Your Profits sana Loss with... 


ROTECTUB 


America’s Finest Deluxe 


improved BATHTUB PROTECTOR 


Greater 
Protection 


PREVENTS 
Damage after 
Tubs are 
installed. 
Eliminates 
cleaning. 
Made to fit Cast tron 
and Steel Bathtubs 





@ Also the Economy Liner GUM-A-TUB 
The Only re. Cut, Pre-Shaped Gummed 


make and Model Back 


Cov 
of tub. @ OVER 200, ‘000 INSTALLATIONS 
If not available at your local jobbers—write to Dept. DE 


PROTECTUB Inc., 1 Ludlow St., New York 2, N. /, 


Piace your order 
today 
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Established 1913 


TOP QUALITY 


TINICUM 


> ror) METAL PRODUCTS 


HANDY HANGER 
STRAPPING 


IN E-Z PULL CARTONS 
E-Z TO CARRY. E-Z TO USE 


3/4'’ by 20 gauge black, cold 

rolled, galvanized, copper coat- 

ed steel and genuine copper in 
50 ft. and 100 ft. coils. 













BETTER BUILT 


Laundry Tray Stands 
SPOON KEYS 


* 
STOPCOCK KEYS 
GRAPPLERS 
HYDRANT RODS 


Send for 


Catalog, 
price sheet 









Heavy duty 
construction: col- 
lapsible. Easy to set 

All sizes for 1 and 
2 part pavokionn or cement trays. 














Reversible Rachet 
STOCKS and 
Adjustable DIES 


Exceptionally convenient where space 
is limited, this stock simplifies pipe 
threading close to walls, in corners and wher- 
ever operating room is restricted. With adjust- 


. Write tor Catai 
able dies (cut exact, over or under size showing complete line 
threads) it is an ideal tool where valves and of the “Better Pipe 


fittings are being installed or maintained. Tools.” 
ARMSTRONG BROS. TOOL CO. 
5223 W. ARMSTRONG AVENUE CHICAGO 30, ILLINOIS 





Makes Any Fire Door 
A "SAFETY VALVE"! 


INLAND Safety Door Closer 
For Gas and Oil Conversion 
BURNERS 


Used by Thousands of Utility Companies 
and Contracters for Years 
Replace the regular boiler or furnace door 
ne ie A Oe ee Se See , file 

door catch and you have an extra 
“Safety Vaive” on the job. Gentle spring 


tension allows door to swing on slow 

or Wedge elds don of ‘eter and then 4 
~ en necessa 

9 es NEW RING 





mer IN 3/16"—1/4”"—5/16”—3/8” 
DOOR PIN SIZES AND PRICED AT 
$1.10—$1.15—$1 1.25 
See your jobber or write us. Pat. #2,605,097 


INLAND MFG. CO. i120 Nn. cicero, CHICAGO 51, ILLINOIS 














MITEE pronounced ‘MIGHTY’ 


@ NO SUSPENDERS 
@ NO MOUTH ORGANS 


@ NO PREMIUMS AT ALL 


JUST 
GOOD QUALITY }i3t# 
at a = 

fair price 


SUPPLY YOU—SEND YOUR 
ORDER AND HIS NAME TO: 


JOHN SUNSHINE CHEMICAL co., inc. 


600-602-604 W. LAKE ST., CHICAGO 6, ILL. 

















DEPENDABLE 
FITTINGS 







CB 


ONE-PIPE 
DIVERTER 


FITTINGS Using VENTURI PRINCIPLE 


Designed and manufactured with the Venturi Principle, C-B One-Pipe 
Diverter Fittings are most reliable in measuring the flow in pipes under 
pressure. Insures flow through radiation in direct proportion to flow 
through the main. This positive circulation can bé had with hot water 
systems using only one pipe to serve both as feed and return mains. 
WRITE FOR DATA TODAY! 


C. R. BERNSTROM, INC. 


183 HARTFORD AVE. PROVIDENCE 9, R. I. 


It’s Wise to Use a (Loh pil 


THOROUGH SEWER CLEANING MACHINE! 
It's smart to operate on ( y a L 
a basis where all your O aan 


customers are satisfied 
JOBS! 

















with your sewer cleaning 
repairs. The ‘‘Clean- 
Rite’’ makes this possible 
due to its construction 
and progressive sewer- 
cleaning development over 
many years. Hence, the 
“Clean-Rite’’ does a far 
= thorough job at far 
ess cost to you. Approved 
and warranted wa | pro- STURDY. 
fessional sewer- dansieg MOBILE 
operators. PORTABLE 


GROVE MACHINE WORKS 


DEPT.D,P.O.BOX 136 BOWLING GREEN, OHIO 





ESSENTIAL TO YOUR 
PLUMBING SERVICE 
DEPARTMENT! 








} e 
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}EALER 











0,, INC, 


L. 
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NCIPLE 


C-B One-Pipe 
n pipes under 
rtion to flow 
ith hot water 
return mains. 


INC. 


NCE 9, R. 1. 





Kit 


FOR THE 
TOUGHEST 
PLUMBING 
JOBS! 





L TO YOUR 
G SERVICE 
NT! 
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(Continued from bottom of page 228) 
and grille and a well cooker. 

Wall cabinets in the kitchen harmonize with the 
predominately walnut decor and are arranged 
within easy reach of the housewife. White cabi- 
nets, of course, would be just as appropriate in 
the new kitchen. The cabinets above the cooking 
center have been especially built to slide down to 
lower levels. 

The kitchen as presented by GM stylists, will 
demand even more the skill of plumbing con- 
tractors in its installation. For example, a dis- 
penser has been included which provides ice 
cubes, crushed ice and ice water. The dispenser 
is located beside the serving buffet which separates 
the kitchen from the dining room. 

Although the general design and most of the 
appliances already are in use, the housewife will 
have to wait for some items. There’s an electronic 
oven, for example, which cooks food at high 
speeds—bacon in a matter of seconds and a family 
turkey in 45 minutes. 

And one of the regular ovens has a device 
which passes charcoal or hickory smoke through 
the unit to give meat that special flavor. 

“This freedom to put original ideas into opera- 
tion encourages our appliance engineers and 
stylists to thrust ahead into the future, advancing 
far beyond the immediately practicable to make 
dreams come true,” Domestic ENGINEERING was 
told by Harley J. Earl, GM vice president in 
charge of styling. 

In the case of the amazing electric oven, Ear] 
explained that such high-speed ovens for home 
use still are in the laboratory stage, but that indi- 
cations are they may have considerable possibility 
for the future. Some electronic ovens are in lim- 
ited use today for certain commercial applications, 
he said. Otherwise, everything in the kitchen is 
operational now. END 


New Market for Freezers 


At the winter home furnishings market in Chi- 
cago last month, F. F. Duggan, vice president of 
Deep-freeze, told Domestic ENGINEERING that 
home freezers will be included in apartment and 
house rentals as a matter of course in the future, 
much as refrigerators have become a standard 
part of today’s “rental package.” 

“Thousands of rental families are ready for 
freezers and are willing to pay for. the use of 
them. Contractors and landlords will benefit by 
finding ways of satisfying this potential demand,” 
Duggan declared. 

One Chicago contractor, for example, has start- 
ed a rental program which offers freezers for rent 
at $5 a month for a minimum of three months, 
plus a $10 handling charge. While there is no 
obligation to buy, all rental payments will be 
credited toward purchase of the freezer. END 
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SPEEDS UP 
tose HANGING 


—— HOOKS 


Copper Clad Steel Hooks 
Te mated Steel Hooks 
Sizes For: 4%”, %”, 1%”, 1%” 
and 2” ube or Pipe 





TUBING STRAPS 


Pure Copper 

Copper Clad 

%” and 1” Tube Size 
Packaged 100 per container 
Copperized Nails Available 


ARBEST STRAPPING 


Lengths 4”, 6”, 8”, 10” and 12” 4”, 3%”, 16”, 
Humped for easier driving 
Packaged 50 Per Box. 





Cold Rolled Steel 
Copper Clad Steel 
10 Ft. Coils—10 Ft. Lengths 
20 to 12 B & 8 Gauge 

50 or 100 Ft. Coils in dispensing container 
Aluminum , Boxed in 10, 25 
Pure Copper $ Strapping < e “ 
Pure Brass & 50 Ft. Coils 














SEND FOR CATALOG 
OF OTHER ARBEST PRODUCTS 








ce s Me atolalthiclaatialale mm olin ololab 
3047 Phila. 34, Pa. 


-49 Amber St., 

















When a customer 
complains of “Red Water’ 





IRONR . 
will solve the problem: 


lr not only removes all 
iron, but also filters out 
other foreign matter which 
colors or clouds the water. 
The result is crystal-clear, 
palatable water and a 
happy customer, 

Distributed through plumbing supply 


wholesalers. Write for catalog and prices. 


OSHKOSH FILTER & SOFTENER CO, 
OSHKOSH, WISCONSIN 
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Boiler Iube Cleaners 


Wire Heater Brushes 





b tia iis " sei Ai sige OR . “ae be 
WORCESTER BRUSH +*° SCRAPER CO. 


ME ¢ 5 ae 
Dive 1/07 or 


Be at 





MASON-WORCESTER CO. 
WORCESTER, MASS. 














watch for our 1954 





model 
announcements 








@ World's most widely 
used Barometric Draft Controls. 
@ The controls preferred by manvfac- 
turers, jobbers ond declers. 

@ Publishers of the first draft control guide for in- 
stalling dealers. 


FIELD CONTROL DIVISION 
of H. D. CONKEY & COMPANY © Mendote, Iilinels 
AFFILIATES 


| CONCO BUILDING PRODUCTS, INC. © Brick, Tile, Stone 
CONCO MATERIALS HANDLING DIVISION ¢* Cranes, Hoists 
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Contractor Wins Crane Sales Contest 


Two CLEVELAND AREA MEN have been declared 
winners of a national sales contest sponsored by 
Crane Co. Both men were awarded automobiles. 

They are Thomas P. McPhillips, Jr., a plumb- 
ing and heating contractor, and Albert Papp, 
Crane Co. salesman who is attached to the Cleve- 
land Crane branch. 

Presentation of the awards were made at Mc- 
Phillips’ store by H. A. Bergdahl, manager of 
Crane’s dealer sales department. McPhillips re- 
ceived a Buick; Mr. Papp, a Dodge. Earlier, both 
won $100 in a preliminary phase of the contest. 

The Cleveiand men won their prizes by describ- 
ing how Crane Co.’s sales promotion materials 
were employed by McPhillips to make a sale. 


McPhillips and Papp in the winning entry de- 
scribed a sale the contractor made to remodel the 
kitchen and bathroom of a 35 year old home. The 
owners were about to sell the home because they 
felt that these two rooms were outdated. McPhil- 
lips showed how the bath and kitchen could be 
modernized and the value of the house could be 
enhanced at moderate cost. 

His estimate included not only the plumbing 
and heating fixtures, but also the wall and floor 
tiling, plastering, carpentry and painting. 

The contest judges, commenting on the winning 
entry, said, “We selected Mr. McPhillips’ entry 
because he created a sale where one did not pre- 
viously exist. We particularly like the initiative 
and confidence he expressed, and the originality 
and adaptability with which the sales story was 
presented. His good manners and neatness were 
also contributing factors. Imagination and know- 
how were shown in closing the sales. His per- 
sistence and prompt follow-up after making the 
original presentation rounded out the creative 
selling job.” 

Since the contest was launched last May, Crane 
Co. has awarded $14,400 in prize money to its 
dealers, their employees and Crane salesmen. 
Winners of monthly contests were entered in the 
finals which were judged by a board of five 
plumbing and heating contractors meeting in Chi- 
cago. 

McPhillips is manager of the firm that was 
founded by his father, Thomas P. McPhillips, Sr., 
in 1907. His father is retired. A brother, James, 
is a journeyman plumber employed by the firm. 

The junior McPhillips is a member of the Ohio 
Master Plumbers Assn., The National Assn. of 
Plumbing Contractors and the Cleveland Contrac- 
tors Assn. 

The judges were: 

Joseph C. Pettigrew, Richmond, Va., president 
of the NAPC; James F. O’Neil, New Orleans, 


(Please turn to top of page 235) 
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EFFICIENT | 
extended 4 


HEAT EXCHANGERS 


HEATING COOLING PROCESS 
AIR CONDITIONING 


ASK THE AEROFIN MAN 


Your Aerofin man’s recommendation means high efficiency, long 
service life, low maintenance costs. 





Aerofin’s unequalled laboratory and manufacturing facilities — 
unequalled knowledge of heat-exchange practice —are devoted 
exclusively to the design and manufacture of highest quality ex- 
tended heat surface. 


\erofin is sold only by manufacturers 


A EA QO FIN of fan-system apparatus. List on request. 
Co cam oS QO RA Tl O N 410 South Geddes St., Syracuse 1, N. Y. 











BARBER 





PROPORTIONING | add a PLUS’ to your 


oe Mofor-operated Valve heating installations 
.- build good will 


Costs less... 


@ For heating coils on package | 
heating and air conditioning 





| GUARANTEED AIR VALVES 
| wearer THERMOVALVE 


makes it possible to dial for 
precise temperature desired in 






units. each room. Has built-in thermostat. 
“ : Will work on any 1-pipe steam system 
® Tight-closing, low-pressure, for a without interfering with existing con- 
proportioning (modulating) control. : trols. Noiseless operation. Angle or co 
; straight shank. List $3.95 precision-made; 
@ Extremely compact—largest size long-life; bross, 
not over 1436” x 436". 4 vars-rmee WARIVALVE ae 


@ Sizes 2” to 2”, inclusive 


@ Greatest valve value 


For Bulletin No. 
F-3622-2...com- 
plete dato, includ- 
ing ratings ond 





brings the heat quickly to ‘‘hard- 
to-heat’’ radiators, mains and 
risers of 1-pipe steam systems. This 
quick-vent valve has venting orifice, 











on the market. variable 0” to 5/16”. Angle or 
straight shank. List $3.45 
9 
op pad ome, cg, | HEAT-TIMER CORP’N 
Consult nearby Field Office or write us 657 Broadway, New York 12, AL 4-5380 
BARBER-COLMAN COMPANY, ROCKFORD, ILLINOIS, U.S.A. 

Dept. B, 1308 Rock St. © Field Offices in principal cities Mfrs. of HEAT-TIMER Electronic Controls, Thermovalves, 

Automatic Controls + Air Distribution Products + _ Industrial Instruments Varivalves, Motorized Valves; Smoke-Eye Smoke Alarm, 

Aircraft Controls + Small Motors *« OVERdoors and Operators « Molded Fire-Chief Fire Alarm and other outstanding products. 


dimensions. 


Products * Metol Cutting Tools * Machine Tools « Textile Machinery 
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Complete Line of Plumbers Tubular Brass 


CS&BCo 


THE Standard of QUALITY 
for Over 30 Years! 
There’s always less sellin 
effort needed when you sell 
KAINER—the name that, for 
over 30 years, has signified the 
best in heating specialities. New 
Folder on Governors sent upon 

request. 


Ask Your Jobber About 
The KAINER LINE! 


KAINER & CO. 


LEXINGTON STREET 
y, WO eee eto 


761 
CHICAGO 


Carton ASSORTED 


PIPE NIPPLES 


SIZES 
Ye" through 2” 


Packed in Cartons 
of 25's or 100's 


FUsburgh NIPPLE WORKS, Inc. 


1455 SPRING GARDEN AVE., PITTSBURGH 12, PA. 
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Published in 

Two Editions 

the MASTER and 
SUPPLEMENT Copy 


THIS 
QUICK AND 
EASY WAY! 


Here are two beautifully bound, loose-leaf price data books 
for the Plumbing and Heating Wholesaler. Fully illustrated. 
24 sections of vital information. The MASTER COPY keeps 
you up-to-date on market changes, etc. Size 842” x 11” x 1/2”. 
The SUPPLEMENT COPY is designed for wholesalers or jobbers 
who find it necessary to have a tailored price set-up to meet 
their own individual needs. Adaptable as a price service book 
to the customer. Size: 8% x 11 x 1% or 24% inches. Published 
by the publishers of the Bradford Price Book. 
Write for Full intormation Today 


‘Mac EWAN MARKET MANUAL _) 
OUINCY 69, MASSACHUSETTS 


KEK CLEANED BOILERS 


H KEK FOR HOT WATER 


rn Oe 
MADISON, 


The SHERWOOD No. 86-A 


4A Mighty Good Ball Cock to Carry! 


Master Plumbers know that it takes good, dependable mer- 
chandise to keep business rolling. That is what the SHER- 
WOOD No. 86-A contributes to your investment. It is effi- 
cient, long-lasting and prevents back syphonage. Stops 


| water wastage, and it works with any city water pressure. 


STOCK UP on the No. 86-A today. 
SHERWOOD BRASS WORKS e 6331 E. Jefferson, Detroit 7 
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. (Continued from bottom of page 232) ; 
chairman of the Steamfitters and Plumbers’ Joint Yun GAS WATER HEATERS 
Apprenticeship committee, New Orleans Area; 
Walter Widmer, Portland, Ore., vice president of 
the Oregon State Assn. of Master Plumbers; W. S. 
Hokom, Los Angeles, past president of the Asso- 
ciated Plumbing Contractors of Los Angeles; and 
George Groote, past member of the board of the 
Chicago Plumbing Contractors Assn. and a past 
chairman of its merchandising committee. END 


Contractor Cements Customer Loyalty 


CUSTOMER LOYALTY being for the most part only 
as long as his memory, it is important that the 
plumbing contractor impress his old customers 











Published in 
















wo Editions with the new address upon changing locations, 
ASTER and according to John Vessa, of Vessa Plumbing & Ss 
AENT Copy Heating Company of Denver. : @ 
When the Vessa concern moved a few months ’ Cue F 
wy ago from an East Denver location to a new show- ‘ 
v hoops room he Mr. Vessa ee to . that his sar 
eee t got plenty of notice. “We felt that it wou e 4 . 
“spe necessary to not only notify regular customers . IS if HE ONL Y : 
Powe of the change to a new address, but to likewise 
insure that they would keep it handy,” Vessa Automatic F 
pointed out. “Thus, we hit upon what we believe 


JUAL 7 is a particularly effective mailing piece.” GAS 


The mailing piece consists of a standard letter- 


size cardboard rectangle on which is printed in WATER 


red “We Have Moved—We are looking forward 


to serving you at our new location.” In the center HEATER 


of the cardboard panel are two slits, through 


which is thrust a plastic letter-opener, with the WITH A SOLID § 


name and address of the company heavily stamped 


in gold on the handle. Since a letter-opener isone | wef. ; f ne 
of those typical items which everyone needs, ime Te ; 
but seldom has at hand, the Denver contractor 

has every reason to expect that it will be carefully PURE 


placed in the desk drawer, or in some convenient 
place, where the homeowner will remember it, COPPER TANK x! 
whenever the need for plumbing or heating service 
arrives. “We had at least 50 telephone calls from 
old customers, thanking us for the gift and prom- 
ising that we would be called when needed,” 
Vessa indicated. “In this way, our repair and In gas water heaters, the tank makes the difference, 


installation volume did not suffer in any way and the Allcraft tank, because it is pure copper, 
makes a tremendous difference. Allcraft tanks with- 





Carr f from the craic although = actually switched stand tremendous heat; they cannot rust or deterio- 
ys from one side of the city to the other. sataed rate — always give clean, crystal clear hot, hot 
dable mer- water. In addition, every desirable feature known in 
the SHER- ° the manufacture of gas water heaters is embodied in 
_ It is effi- Gold Plated Disposer each Allcraft unit plus exclusive Allcraft engineering 
le THE MOST VALUABLE food waste disposer in the developments. 


ie big difference in water heaters is Allcraft — the 
you can sell with positive assurance that there 
p better at any price — i the tank 
5 the difference. ; 





world was given as a Christmas present to the 
Leo Ferguson family of Lakewood, Calif., by the 
Given Mfg. Co. of Los Angeles. 

The disposer, a 14-carat gold plated model, was 


originally offered to the Fergusons by the manu- A L L c R A F T 


facturer several months ago when they became 
: ; MANUFACTURING COMPANY, INC. 
family number 10,000 to buy a home in Lakewood. 27 Hayward St., Cambridge, Mass. 


(Please turn to top of page 236) 
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Patented Interchangeable 
internal Arrangements 
Meet Varied Requirements 


Whatever the need may be at the time 
of installation or a few years hence, the 
Boosey No. 860 Universal Seepage Floor Drain * Model 

will meet the changing conditions by means of No. 860 
easy alterations to internal working parts. The drain may be readily con- 
verted from a plain drain to a drain with bell trap, back pressure trap, back 
pressure valve, basket, or intermediate strainer to meet various requirements. 


Saves Installation of Complete New 
Drain When Demands are Changed 


No more breaking up of surrounding areas to accommodate a complete 
new drain model. Just install the needed internal parts and the job is done. 
This general purpose drain of approved construction can be supplied with 
9” or 11!” top with either round or square deep set strainers—deep seal 
trap and cleanout—1'4” or 2” auxiliary hub inlet. 


Manufacturers of plete Boosey line of Floor, Shower, Urinal and Roof 
Dre: Ins—Grease Interceptors, Backwater Valves, Vacuum Breakers and 
Fixed Air Gaps. Send for complete literature. 





NORMAN BOOSEY MFG. CO. 


General Sales Office 
5281 AVERY AVENUE DETROIT 8, MICHIGAN 


“When Your Customers Need Heat 
SUPERVENT CAN‘T BE BEAT!” 


FOR: @ One Pipe Steam Systems 
Free, Quick Venting made pos- 

sible with ‘adtnmabls venting port. 

@ Rapid Heating from cellar to 
top floor and all rooms far from boiler. 

@ Balanced Heating throughout 
buildings, apartments and rooms. 

@ Outstanding Fuel Savings 

@ Quick Return of Condensate 


SPECIFY the OSTER 


SUPERVENT! 


Designed for trouble-free, quick venting of con- ANGLED a7 
vectors, Fin-Pipe Radiation, Unit Heaters, Base- “ae 
board Heating, Radia’ tors, Main Lines, Gas and HEXAGONAL 
Electric Steam Radiat 










OSTER LABORATORIES siu"vou 
M UT iA tL 








Testing Deuices 






(Continued from bottom of page 235) 

Ferguson, an engineer at North American Avi- 
ation Co., was planning to move to another loca- 
tion within the year and asked the company if 
they would hold his golden disposer until a “more 
appropriate time,” as he put it. 

That time came last month when the Fergusons, 
all five of them, were established in their new 
Lakewood home, closer to the aircraft plant. 

The gold plated disposer was presented to them 
in time for Christmas. Because it was easily the 
most expensive present they received (estimated 
cost around $500) the Fergusons placed the gleam- 
ing disposer under the family tree. 

“People get a gift like this only once in a life- 
time,” said Ferguson. “We’re thinking of remov- 
ing the doors under the sink so our friends can 
see that our disposer is real gold.” END 


Miniature Bath Makes Girl Happy 


A LITTLE GIRL IN New Jersey had a Merry 
Christmas because the folks at Briggs Beautyware 
took time out to locate just what she wanted. 

Two weeks before Christmas, the Briggs people 
received a letter from Mrs. John Sheiry in Bridge- 
ton, N.J., who told how her ten-year-old daughter, 
Nancy, had spent two years building a scale model 
house. It was a beautiful job, the doting mother 
said, but the construction of bathroom fixtures 
had been too much for the little builder. Did 
Briggs, by any chance, have some old scale model 
fixtures they would be willing to sell? They were 
the only thing the little girl wanted for Christmas. 

A letter was written explaining that nothing of 
this type had ever been used. Then someone 
remembered. Many years ago, there had been 
something of the sort. It had been given to a 
dealer for his showroom. A regional manager 
went into action. The display—a complete model 
bathroom—was located at State Plumbing and 
Heating in Detroit. 

A few days before Christmas, the bathroom 
went off to New Jersey by air express. END 
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| P ROF IT — wise dealers insist on 
Neptune SUMP PUMPS 





Febr 








“BEEKMAN” 
SMOKE For Buildings 6 to 10 
OR 4 to6 Stories on One important feature is dominant in America's 
a etal ies Hi oo Leading Line of Sump Pumps: an inbuilt ruggedness 
TEST MACHINE Stories High Municipal i i 
Available in 3 Sizes faglicatians that dependably delivers high output through 


years of use. Neptune Sump Pumps are designed 
and assembled to simplify tough jobs, to 
deliver maximum pumping performance on 

all assignments. 














@ Write for literature and prices today. 


NEPTUNE PUMP MFG.CO. B 


4912 N. 6th S$t., Philedeiphie 20, Pe. 111 








MUTUAL MANUFACTURING CO. frystine ss. wy 
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... Effective immediately, all Alberene sinks will 
be special sinks, built to order to fit any space, in 
any dimensions. Manufacture of production-run 
laundry trays has been discontinued. 

Just send us complete dimensions (ask us for 
our easy-to-use order forms). There are nine 
types you may choose from. If you have any 
trouble in design, phone our local representative, 
or write to — 


ALBERENE STONE CORP. 
OF VIRGINIA 
419—4th Ave., New York 16, N. Y. 
Extra Features at No Extra Cost! 
IN NEW YORK - HOTEL SHELTON OFFERS 


—>> FREE TELEVISION IN EVERY ROOM 
——> FREE USE OF SWIMMING POOL 


1200 ROOMS WITH BATHS 
Single from $5 Double from $8 


(GRAND CENTRAL ZONE) 
C. Fitzgerald, Resident Manager 











~ 


Ray | 
nore: ROCHON 


LEXINGTON AVENUE AT 49TH ST. @ NEW YORK 





WATER 


y HEATERS 


For those larger jobs where 
fast recovery plus storage 
are needed. Model 124 
| gives 200 GPH, has 60 
gallons of storage. Model 
130 gives 300 GPH, has 
95 gallons storage. 
A.S.M.E. labeled tanks 
for schools and _ public 
buildings. Gas_ heaters 
A.G.A. approved. 


an WRITE TODAY | 
BOCK CORPORATION | 


110 S. Dickinson St. Madison, Wis. Gas | 





| 
| 
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GENUINE BARNES 





PIPECUTTERS 
...wheels expertly heat treated 


TO CUT WROUGHT, STEEL 
OR CAST IRON PIPE 





Renowned for their pipe cutting ver- 
satility, GENUINE BARNES are, 
- without doubt, the most prevalently 
used pipecutters in the field. For 
GENUINE BARNES have not only 
outdistanced the average pipecutters 
in job footage, but they stand out for 
the thousands of miles of pipe they 
have cut up through the years. 





Renowned for their 3 thin, sharp, expertly heat treated 
cutter wheels. ORDER YOUR BARNES TODAY! 


The BARNES TOOL CO., Inc. 


NEW HAVEN, CONN. 











(ue Ask for Catalog No. 452 covering Hangers & Inserts 







Fig. 255 Fig. 258 


GY OOO 


Fig. 252 Fig. 269 Fig. 254 Fig. 251 Fig. 312 


GATEWAY GATEWAY GATEWAY 


ENGINEERING COMPANY COMPANY of OHIO ENGINEERING CO. of MD. 


Fig. 375 Fig. 260 Fig. 316 


YOU CAN MEET ALL 
PLUMBING JOBS 
v'T! APOLLO 


rR HES LSE 
Serre. igs 





For their profitable time and labor 
saving installation, you should use 
APOLLO Flexible Supplies, Stops, 
Supply Lines, Fittings, Nipples and 

Escutcheons. They are life-savers 
ig on a challenging job. WRITE FOR 
Lewd FULL DETAILS TODAY! 


Female 


APOLLO INDUSTRIES 


2831 JESSAMINE ST. CINCINNATI 25, OHIO 





Lavatory 
% Inch 
Straight Female 
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SITUATIONS OPEN 





PLUMBING AND HEATING SPECIALTY 

salesmen for territories along eastern 
seaboard, to call on plumbing contrac- 
tors and hardware stores. Salary plus 
bonus. Replies strictly confidential. Ad- 
dress Key 219-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


SITUATIONS OPEN 


Several territories open for representa- 
tives on our line of machine cabinets, 
bath enclosures and shower cabinets. 
Commission basis. Write fully of your 
selling background. Address Key 224-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., — 16, Illinois. 








SALESMAN WA NTED: MID- WESTE RN 
manufacturer with products going to 
the plumbing, heating and air condi- 
tioning trade has opening for a full 
time salesman to do missionary and 
sales work. Give resume of qualifica- 
tions. All replies held confidential. Ad- 
dress Key 183-E, “DOMESTIC EN- 
GINEERING, ” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


WANTED 

A salesman to contact architects, me- 
chanical engineers, plumbing whole- 
salers and plumbing contractors to 
promote engineering specifications, 
wholesale distribution of products, se- 
cure contractor acceptance, and get the 
order! 

A salesman 25-35 years old with an 
academic background in engineering 
or a practical background in building 
at the engineering or contracting level. 

A salesman who will cover Cook 
County for a leading manufacturer of 
plumbing and drainage specialties for 
a salary and expenses of $5,000 to start 
with a future dependent upon (1) his 
willingness to work (2) his capacity to 
learn and (3) his enthusiasm for selling. 

Address Key 233-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 











SALES REPRESENTATIVES WANTED 
by established manufacturer vitreous 
china closet combinations, lavatories, 
bowls, tanks. Following exclusive ter- 
ritories available to experienced men: 
New England, Indiana, Michigan, Minne- 
sota, Virginia, Kentucky, Tennessee, 
Alabama, Florida. Address Key 220-BE, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


PURCHASING EXECUTIVE 


Experienced plumbing and heating pur- 
chasing executive, good wages, good 
opportunity with reliable wholesaler in 
central Ohio. Give full particulars, ex- 
perience, age and so forth. Address Key 
214-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 

















RATES FOR CLASSIFIED ADVERTISEMENTS 


Light face advertisements, fifteen cents per word, including 
heading and address. For keyed address count seven words. 
Minimum advertisement, $3.00 per insertion. Rates for bold 
face advertisements, $6.00 per inch. Address all advertisements 
to Classified Advertising Department, DOMESTIC ENGI- 
NEERING, 1801 Prairie Ave., Chicago 16, Illinois. All Classi- 
fied Advertisements are payable in advance! 








SITUATIONS OPEN 


SITUATIONS OPEN 





A NEW OPPORTUNITY 

FOR THE RIGHT MAN! 
A well-known, national electrical manu- 
facturer located in the mid-west is 
looking for one or two good men, 30 to 
40 years of age, to present a new line 
of control products to manufacturers of 
oil burning equipment. These men must 
have had at least 5 to 10 years of sound 
selling and application experience in the 
oil-heat business; must be neat in ap- 
pearance, able to think and talk con- 
vincingly on their feet. Electrical or 
mechanical engineering background will 
be extremely helpful. Only those men 
who are successful in their present job, 
but who are looking for a new growth 
opportunity with added responsibilities, 
will be considered. Salary commen- 
surate with experience. Send complete 
details concerning education and busi- 
ness background. Address Key 204-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


NOTICE 
An established but young mechanical 
contracting firm, located in the south- 
east, is desirous of obtaining additional 
key personnel for expansion. 

The work done by this company in- 
cludes plumbing, heating, air condition- 
ing, ventilation and piping. 

Estimators are needed and prefer- 
ably they should be capable of job in- 
stallation management. While it is 
more desirable to obtain fully experi- 
enced men, young men with partial 
experience will be acceptable, if they 
are ambitious and seek advancement. 

Anyone interested in the above work 
is requested to send their application to 
P. O. Box 3196, Station “A”, Savannah, 
Georgia. The application should have 
full information including age, educa- 
tion, church affiliation, 
military attachments, minimum starting 
salary expected and any other informa- 
tion deemed essential, together with a 
passport photograph. 





experience, 








EXPERIENCED PLUMBING, HEAT- 

ing and or air conditioning estimator 
wanted. State qualifications. BROWN- 
LOW’S, INC., P. O. Box 5067, Winston- 
Salem, North Carolina. 





SALESMAN WANTED: MID-WESTERN 

manufacturer with products going to 
the plumbing, heating and air condi- 
tioning trade has opening for a full 
time salesman to do missionary and 
sales work. Give resume of qualifica- 
tions. All replies held confidential. Ad- 
dress Key 183-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois, 





SALESMEN CALLING ON PLUMBERS, 

jobbers and heating contractors to 
sell full line gas and oil floor furnaces, 
gas and electric water heaters, gas and 
oil space heaters, and incinerators. 
Commission basis. Write with all de- 
tails. Address Key 232-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


SITUATIONS WANTED 








SITUATION WANTED: YOUNG MAN, 

82 years of age, married with wife 
and one child, desires position with 
plumbing and heating jobber of manu- 
facturer offering opportunity for ad- 
vancement to executive position. Ex- 
perience with contractor, jobber and 
manufacturer totalling 14% years con- 
sisting of plumbing and heating sales, 
purchasing, costing, pricing, esti- 
mating, designing and management. 
Fully capable of accepting responsi- 
bility. Possess leadership qualifications. 
Willing to travel. No objection to for- 
eign employment. Reason for desiring 
change is that I am capable of more 
service and advancement than presently 
foreseeable. Complete details furnished 
upon request including character, lead- 
ership, business and trade references. 
Fully bondable. Presently earning $9,- 
500.00 plus. Address Key 210-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 





WANT TO REPRESENT MANUFACTURER 

SELLING PLUMBING AND HEATING 
JOBBERS IN SOUTHERN WISCONSIN, 
EASTERN IOWA, NORTHERN ILLINOIS 
INCLUDING CHICAGO. 

Formerly District Sales Manager for this 
same territory for prominent plumbing fixture 
manufacturer. : 

Well acquainted with entire by and will 
give you good thorough coverage. Address Key 
198-E, “DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 
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SITUATIONS WANTED 


REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 





SALES MANAGER: PLUMBING AND 

heating and industrial supplies and 
kitchens. 20 years experience in man- 
agement, sales, purchasing, office detail. 
Desire position with large jobber, dis- 
tributor, or manufacturer. Will relocate 
in 30 days. Present earnings $10,000 
yearly. Address Key 231-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





SITUATIONS WANTED 


Have wide experience in plumbing in- 
dustry, last 12 years as Sales Manager. 
Now employed as Sales Manager but 
want change to a responsible position 
with either manufacturer, wholesaler, 
or as manufacturers’ representative. 
Address Key 211-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


STEEL UNDERSINK CABINETS 


New York City manufacturers of low 
price line of steel undersink cabinets 
now expanding their sales staff. All ter- 
ritories excepting New York and New 
Jersey open. Write in detail. Address 
Key 206-E, “DOMESTIC ENGINEER- 
ING,” 110 East 42nd St., New York, 


New York. 
A LONG ESTABLISHED MANUFAC- 
turer of full line of plumbers brass 
goods, both in cast brass and tubular, 
desires solid representation through es- 
tablished manufacturers’ representa- 
tives, selling wholesale jobbers of 
plumbing, heating and mill supplies. 
Territories—eastern Pennsylvania with 
Philadelphia headquarters—western 
Pennsylvania with Pittsburgh head- 
quarters—New England States—North 
and South Carolina—Georgia—F lorida— 
Missouri with St. Louis headquarters. 
In replying write all detailed informa- 
tion. Address Key 222-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 





REPRESENTATIVES WANTED 


ESTABLISHED MANUFACTURER OF 

pipe hangers and copper tubing clips 
has all territories exclusive of New 
England States open for representation. 
State eo lines handled, etc. Ad- 
dress Key 9-E, “DOMESTIC ENGI- 
NEERING,” 7801 Prairie Ave., Chicago 
16, Illinois. 








PIPE NIPPLE MANUFACTURER DE- 

sires representatives for Virginia, 
West Virginia, western New York state, 
western Pennsylvania and Ohio. Ad- 
dress Key 213-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 





REPRESENTATIVES WANTED 
Manufacturer of plumbers cast brass 
goods and heating specialties for oil 
burners desires representatives in fol- 
lowing states: 

a & Southern New Jersey 


Virginia 
West Virginia 


Address Key 117-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 





WELL ESTABLISHED MANUFAC- 

turer of fin-tube radiation needs rep- 
resentatives familiar with heating. Key 
marketing areas open. Excellent op- 
portunity. Address Key 192-B, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Tllinois. 





REPRESENTATIVES WANTED 
Incinerators are in demand. Excellent oppor- 
tunity for eager manufacturers’ representative 
izes for 
residential, commercial, and municipal. Exclu- 

i ible. Good commission. 


if 
Address Key 159-E, DOMESTIC ENGINEER- 
ING,” 1801 Prairie A Ave., Chicago 16, Illinois. 














REPRESENTATIVES WANTED 


Chicago manufacturer of “Slide-O- 
Nette” sliding door bathroom cabinet 
has open territories to the jobbers as 
follows: 


Texas, Florida, Alabama, Georgia, Ten- 
nessee, Mississippi. Pittsburgh east to 
Harrisburg, including West Virginia, 
Pennsylvania east of Harrisburg, in- 
cluding Philadelphia and southern New 
Jersey, Denver and the intermountain 
states—New York state exclusive of New 
York City. 


Consideration will be given only to 
financially responsible and established 
offices. Representatives with warehouse 
facilities preferred, but we will consider 
such an operation for the future for the 
right man. Attractive commission and 
warehouse expense. We are a small 
“quality” company with a ravidly ex- 
panding line and a national advertising 
program. We want no “chair warmers” 
r “telephone salesmen”. When writing 
please outline exact territory covered, 
length of service, other lines carried, 
types of wholesalers called on. 


PREMIER-HALL 
MANUFACTURING CO. 


3955 W. Fullerton Avenue 
Chicago 47, Illinois 





SALESMAN PLIIMRING SPECTALTIES 
to sell for established New York firm 
to plumbing contractors and hardware 
stores exclusive territory. Commission. 
Renlies confidential. Address Key 155-E 
“DOMESTIC ENGINEERING.” 1801 
Prairie Ave., Chicago 16, Tllinois. 





MANUFACTTURER’S R¥PRESENTA- 

tives wanted to handle top-quality 
line of low cost kitchen exhaust fans 
and sump-pumps in protected territo- 
ries. Profitable proposition. Write for 
details. SIN-JIN PRODUCTS CO., 5236 
Fairlawn Ave., Baltimore 15, Maryland. 








GAS-FIRED INCINERATOR . . MANU- 

facturer’s agents wanted to sell low- 
priced model to distributors and dealers. 
Address Key 230-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 

LEADING MANUFACTURER 
of AGA approved gas fired boilers, con- 
vectors and baseboard requires repre- 
sentation in the following states: Okla- 
homa, Texas, New Mexico, Colorado, 
Kansas, Missouri and Illinois. Repre- 
sentatives selected must have following 
with heating jobbers, dealers and archi- 
tects. Very liberal sales commission. Ad- 
dress Key 228-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 

MANUFACTURERS’ AGENTS WANTED. 

The following territories are open to 
handle steel boilers, furnace line and a 
free heater, which goes on a boiler: 
New York state, Ohio, Indiana, Michi- 
gan, Illinois, Wisconsin, Virginia, West 
Virginia, Kentucky, North Carolina and 
South Carolina, Submit full details on 
territory you wish to cover, lines 
handled, etc. Address Key 223-E, “DO- 


MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Tllinois. 








REPRESENTATIVE CALLING ON THE 
plumbing supply jobber selling com- 


petitive line of tubular goods and 
plumbing specialties. Must have con- 
tacts in trade. Address Key 215-E, 
“DOMESTIC FNGINEERING,” 1801 
Prairie Ave, Chicago 16, Illinois. 


" REPRESENTATIVES ; WANTED 


Calling on plumbing supply jobbers to 
sell a quality line of chrome plated fit- 
tings, nipples and escutcheons at com- 
petitive prices. Several exclusive terri- 
tories open. Address Key 221-E, 
“DOMESTIC ENGINEERING,” 1801 


Peaite ‘4 Ave., Chicago 16, Illinois. 





MANU FACTURER OF COMPETITIVE 

tubular brass products. Many terri- 
tories open. Write giving lines handled 
and territory. covéred. Address Key 
225-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois 


REPRESENTATIVES WANTED 


By manufacturer of established line of 
low-pressure steel boilers; pre-fabri- 
cated sectional steel boilers, and a line 
of packaged boilers up to 500 horse 
power with tremendous potentialities. 
Agents wanted Mid-West and Western 
States and Canada. Protected terri- 


tories. 
CENTRAL STATES 
STEEL BOILER CO. 
4649 W. Harrison Street 
Chicago 44, Illinois 








FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 240 AND 242 
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REPRESENTATIVES WANTED 


LINES WANTED 


LINES WANTED 





EXCLUSIVE PROTECTED TERRITO- 

ries open on nationally advertised 
plumbers’ special packing to agents 
calling on plumbing supply houses. 
Unique demonstration sells 8 out of 10 
on first call. Excellent for opening new 
accounts and high volume repeat busi- 
ness. Address Key 722-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


MANUFACTURER’S REPRESENTA- 

tive wanted to sell pipe nipples for 
a Chicago manufacturer to the plumb- 
ing and heating jobbers in southern 
Illinois and adjacent territories. Write 
aualifications and details. Address Kev 
227-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 








MANUFACTURER'S REPRESENTA- 

tives known to the best trade desired 
for quality plumbing and mill supply 
and industrial specialties now being 
sold to quality trade. Repeat items, ex- 
cellent commissions, exclusive terri- 
tories open. Write full details in con- 
fidence. Box DE 184, 221 West 41st 
Street, New York City. 





SALESMAN WITH FOLLOWING 

among master plumbers. New non- 
competitive line. The need is urgent. 
Big commissions, protected territory, 
repeat business and free miniature 
samples. All inquiries answered strictly 
confidential. Address Key 218-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


LINES WANTED 








MICHIGAN 


HUNTER & COMPANY 


2842 West Grand Blvd. 
Detroit 2 


Well Established 


Manufacturers’ Representatives 





LEADING FLORIDA MANUFACTUR- 

ers’ representative sales organiza- 
tion, now covering Florida only, desires 
few more lines. Years of experience 
plus leadership in sales records, _ 
reputation and results! Address Key 
919-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 





BOSTON 


manufacturers’ representative with 
long experience selling to New England 
plumbing and heating supply jobbers, 
can give personal aggressive representa- 
tion to additional quality line. Address 
Key 180-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicevo 16, 
Illinois. 





EXPERIENCED REPRESENTATIVE 

for plumbing and heating selling 
wholesale jobbers in Idaho, Montana, 
Wyoming needs additional lines. Ad- 
dress ey 199-E, “DOMESTIC EN- 
GINEERING, * 1801 Prairie Ave., Chi- 
cago 16, Illi inois. 


| 











MARKETING 
MANUFACTURING 


If you have products, designs, ideas 
that will fit into the plumbing, heating, 
hardware and mill supply field, we have 
an expert marketing organization regu- 
larly calling on over 3,000 jobbers in 
U. S. and Canada and foreign countries 
and now selling well over half of these 
—we are also in position and have our 
own facilities to manufacture many 
items. Address Key 999-D, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 





ENTIRE STATE OF OHIO 
M. M. MATHES & SON 


1836 Euclid Ave., 
Cleveland 15, Ohio 


Serving the plumbing jobber 





MANUFACTURERS’ REPRESENTA- 
tive having large following plumbing 
supply jobbers. Seek additional line, 
New York City suburban territory, 
straight commission. Address Key 217- 
FE, “DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





DON'T LET YOUR LINE 
BE AN ORPHAN IN THE 
Metropolitan New York Area 


If you are looking for a capable, finan- 
cially sales 
knows the trade well, and is willing to 
concentrate his personal efforts on a 
limited number of good lines, preferably 
one or two . . . Address Key 212-E, 
“DOMESTIC ENGINEERING,” 1801 


Prairie Ave., Chicago 16, Illinois. 


responsible agent, who 


LINES WANTED 


Can handle one more basic repeat line 
to jobbers. Territory central Illinois, 
Missouri, Kansas. Established agent. 
Address Key 234-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cage 16, Illinois. 
LONG ESTABLI SHED ALABAMA MAN- 
ufacturers’ representatives, ample 
capital, desire good lines, plumbing and 
heating. Good steady producers. Box 
3318, South Highland Station, Birming- 
ham, Alabama, 








| 


| 
| 
| 


ADDITIONAL LINE WANTED FOR 

all or part of Michigan and Ohio by 
experienced man calling on the jobbing 
trade. Address Key 203-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 





FOR CENTRAL 
NEW YORK STATE 


Successful and experienced representa- 
tive wants domestic heating lines, wet 
and dry. Manufacturers needing con- 
sistent and specialized coverage, ad- 
dress Key 208-E, “DOMESTIC EN. 
GINEERING,” 1801 Prairie Ave. 
Chicago 16, Illinois. 





_ SALES AND WAREHOUSING 
EASTERN SEABOARD AREA 
Philadelphia factory representative has 


excellent facilities to handle heavy ma- 
terial. Railroad siding, truck terminal, 


office showroom, 20,000 feet warehouse _ 


space. Three salesmen covering mill 
supply and plumbing, heating whole- 
salers, Pennsylvania, New Jersey, Dela- 
ware and Maryland area. Nationally 
prominent manufacturer can secure a 
ready-made distribution organization, 
ready to promote a high class line. Ad- 
dress Key 207-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chi- 
cago | 16, ‘Minois. 


ADDITIONAL LINES WANTED BY 
manufacturers’ representative estab- 
lished in state of Ohio, calling on 
plumbing and heating, and industrial 
supply jobbers. Address Key 226-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





LINES WANTED 


Capable hard hitting manufacturers rep- 
resentative with thorough coverage in 
Florida and Georgia desires additional 
lines. Calling on the wholesale’ plumbing 
jobber, heating and air conditioning 
trades. 


DON C. HALL COMPANY 
4055 N. W. 17th Avenue 
Miami, Florida 


CABLE ADDRESSES: 
“GASQUIDIS" "DOALL" 











FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES, 238, 239 and 242 
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LATEST DESIGN IN “T”-TYPE SINK FRAMES \ 


FOR 
a Ohio by 
he jobbing 
JOMESTIC 
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OMoney Maker | \ vou 


ASSURES EASY, WATERTIGHT 
UNDERLOCKED INSTALLATIONS! 


KINTRIM 


9000 


A line of fine Quality sinks reasonably 


priced... 


Easily 

E Under-Locks A line of sinks that appeals to dis- 
Watertight! criminating housewives... 

presenta- 

lines, wet A line that has gracefulness plus 

ding con- utility... 

rage, ad- 

TIC EN- A line that’s styled ahead for lasting 


ie Ave., 








good-looks... 


A line that will give you satisfied 


; customers... 
SING : 
AREA A line manufactured the MODERN 
tive has PATENT NO. way... 
pron Preset 2502553 
arehouse A line that’s considered the fastest 
ring mill growing line in the industry today... 
g whole- 
mae A line that protects its dealers .. . 
secure a : 
nization, A line that commands respect. . 
line. Ad- 
age os A line that’s well accepted through- 
out the land... 
ED BY 
aioe on THEN WRITE TODAY for details on how 
eo YOU can become an ACTIVATED dealer 


The KINTRIM sink frame is a money-maker 
for wholesalers. Now, dealers can guarantee in- 
stallations that are watertight and gleaming 
bright. The KINTRIM frame is a heavyweight 
stainless steel! Flat %4” face overlaps and seals 


rt iy to bow! and covering. Anchors underneath— 
dditions! supports bowl solidly! Never “rubs off” smudgy. 
plumbing ieee Dealers: Order from 
ditioning " your wholesaler or 


ANY 


e 


\ write us today. Distri- 
butor inquiries invited. 


\. REG U.S. PAT OFF. “f 
— ee 


KINKEAD INDUSTRIES 


INCORPORATED 


HOME OFFICES: 
5860 N. PULASKI RD., CHICAGO 30, ILL. 


FACTORIES: CHICAGO AND LOS ANGELES 


of ACTIVE QUALITY WARE. 


“=~, 


ROTIVE soo: a wale 


888 CLAIRPOINTE AVE. 
DETROIT 14, MICH. 
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FOR SALE 





BE PREPARED... 
to get needed volume from fertile New 
York, New Jersey and Connecticut de- 
spite effects of the tapering boom. 


IT PAYS... 

to engage us as your representatives! 
Our 30 years of know-how will guide 
you to greater volume than you ever 
dreamed possible. Our Plumbing Sales 
Division especially seeks cast brass, 
sweat, drainage, or malleable fittings. 
Our Heating Division can successfully 
promote anything from a thermostat 
to a furnace. Warehouse facilities avail- 
able. Address Key 101-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





THE SCHUTZE SALES CO. 


1999 North Snelling Ave. 
St. Paul 8, Minn. 
Manufacturers’ Agency Selling 
Important Mid-Northwestern Jobbers 





TOP YOUR VOLUME 


by engaging our A-1 established and 
go-getting sales agency covering IIli- 
nois, Indiana and Wisconsin. Repre- 
sentation as you like it. Address Key 
988-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 





PAUL ATCHISON 
SALES COMPANY 


777 Stanford Avenue, Los Angeles 21 


607 Market Street, San Francisco 5, 
ifornia 

Lines for —— , hardware and industrial 

jobbers, only. Perfect coverage in California 

and Arizona for past twenty years. 





PACIFIC NORTHWEST 
Washington-Idaho-Oregon 


Eight years experience, can offer com- 
plete coverage for plumbing and heat- 
ing products. Warehouse available for 
quality lines. Address Key 171-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





M. L. QUEEN 
410 N. Poplar Street 


Dexter, Missouri 


Established with plumbing jobbers as the states 
of Missouri, gv Earn Kentucky, and southern 
Illinois, giving prompt coverage to manufac- 
turers represented. 











Manufacturers’ representative with long 
experience selling to plumbing and heat- 
ing supply jobbers in Chicago, northern 
Indiana and Wisconsin can give person- 
al aggressive attention to additional 
quality lines. Address Key 216-E, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 


California—Arizona—Nevada 


SAM HEXTER & ASSOCIATES 
9254 West Third St. 
Beverly Hills, Calif. 


Warehousing Nationally-Known Lines 





MANUFACTURERS’ REPRESENTA- 

tive with a good reputation and fol- 
lowing. Wants additional lines to sell 
plumbing and heating wholesalers in 
the following territory: south Jersey, 
Philadelphia, eastern Pennsylvania, 
Baltimore and Washington. Address 
Key 193-E, “DOMESTIC ENGINT IR- 
ING,” 1801 Prairie Ave., Chicago 1b, [lli- 
nois, 





FRANK MORRIS & CO. 
424 S. Cheyenne St. 
Tulsa, Oklahoma 
Nebraska, Kansas, Oklahoma, Missouri, 


Arkansas, Colorado. 





MANUFACTURERS’ REPRESENTA- 

tive established in the state of 
Florida, calling on all plumbing and 
heating jobbers, desires a few more 
lines to promote. Lécated at St. Peters- 
burg, Florida. Address Key 181-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


FOR SALE 








BUSINESS FOR SALE: ESTABLISHED 
wholesale plumbing and heating sup- 
ply company with beautiful modern 
showroom located on busy highway in 
New Jersey. Selling due to illness. For 
further information Address Key 952-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





FOR SALE 
Well omnes plumbing and heating 
in Li » Nebraska. Well 





amend ai and show room in new 
stone building 40 x 100 with two de- 
luxe apartments on second floor. Lot 
size 72 x 300 with ample parking and 
storage space. Owner has been in the 
plumbing and heating business over 
forty years and wishes to retire. Ad- 
dress Key 165-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 





FOR SALE 
Plumbing, heating and appliance busi- 
ness. Established 32 years. With or 
without building. Santa Cruz County, 
California. Address Key 186-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





WANTED TO BUY 





WANT TO BUY TOLEDO 1 2 4 PIPE 

machine. State age, condition, price. 
Address Key 229-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 





BOOKS 





“LABOR AND MATERIAL.”  ESTI- 

mates for plumbing and heating. 
Adaptable for making estimates for 
any type of residence or multiple- 
story building. Stop iosing Joos and 
money because of bids that are either 
too high or too low. This book gives 
you ali the facts you need to make the 
right bid. Helps you avoid the pitfalls 
of hidden labor and material costs that 
frequently mean the difference between 
profit and loss. Diagramatic drawings 
clarify the installations discussed. 
Charts show labor, time and materials 
required. Use it to determine overall 
costs and to verify detailed estimates. 
125 pages, size 54” x 8%”. Price post- 
paid $2.50. Book Department, DOMES- 
TIC ENGINEERING, 1801 Prairie Av- 
enue, Chicago 16, Illinois. 





“PRACTICAL PLUMBING” GIVES YOU 

the short cuts to all of your plumbing 
installations. Makes your job easier. 
Helps you do a better job in less time. 
Many drawings, illustrations, charts, 
graphs simplify the use of this book. 
66 tables have pipe sizes and weights, 
tank capacities, etc. All material pre- 
sented in an easy-to-understand man- 
ner. 6 big sections and 27 chapters 
cover every phase of plumbing, includ- 
ing the drainage system, hot and cold 
water supply, miscellaneous services, 
special installations, electricity in 
plumbing work, and plumbing fixtures 
and materials. 409 pages, size 5%” x 
84%”. Beautifully bound. Price. post- 
paid $3.50. Book Department, DOMES- 
TIC ENGINEERING, 1801 Prairie Ave- 
nue, Chicago 16, Illinois. 





GET YOUR COPY OF BOOKLET EN- 

titled ‘“‘Books That Spell Profits For 
You” describing books on _ various 
plumbing, heating and air conditioning 
subjects. Included are books on esti- 
mating, convector rating, oil burners, 
duct design, radiation, ventilating, boil- 
er ratings, hot water heating, merchan- 
dising, business management, etc., etc. 
300klet is available to you free of 
charge. Address your request to Book 
Department, DOMESTIC ENGINEER- 
ING, 1801 Prairie Avenue, Chicago 16, 
Illinois. 








FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 





SEE PAGES 238, 239 AND 240 
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REASONS YOU OWE IT 
TO YOURSELF TO TRY 
THIS NEW TOOL 





EASE.....- They are self-feeding! Matching threads on 


pilot and outside diameter do the trick. 


ECONOMY... Pilot is replaceable. 


VERSATILITY. . Bit is removable from shank, and shanks are 


available in 3%" x 5%", 12 and 18” lengths. 
.Can be maintained in cutting condition by 
filing on the job, following simple instructions 
which accompany the fool. 
Compare these 4 exclusive “PLANETOR” 
features to any other bit! 


Order through your favorite jobber — or write 
us for further information. 


PRICE & RUTZEBECK 


exclusive national distributors 


Post Office Box 30 Hayward, California 


LONG LIFE. . 


MAGIC FEED 


PLANETOR 


BORING BITS 











LEQNARD 


WATER MIXING VALVES 


Whe Standard 
of Excellence 


SHOWER MIXING 
VALVES 





For accurate control of showers, sitz 
baths, X-ray sinks, arm and leg baths, 
in fact wherever water temperature is 
to be controlled, there is a LEONARD 
VALVE “Designed for the Installation.” 


Write for Catalog 


Representatives in Principal Cities. 





LEONARD VALVE COMPANY 


1360 Elmwood Avenue, Cranston7, R. |. 
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E SPEED CYMATIC 


Ree " ti yt 





i With a complete line of efficient, 
dependable, and _ attractively 
priced Electric Water Heaters... 
ranging from 4-gallons to 82- 
gallons . . . a size for every need 
and purpose . . . plus, a line of 
proven efficient Water Softeners. 


Write today for descriptive litera- 
ture and prices of complete 
SPEED-O-MATIC line. 








MANUFACTURING & 
DISTRIBUTING CO. 
MICHIGAN, U.S. A. 


QUINCY, 





PLUMBING SPECIALTIES 
GRAY IRON CASTINGS 














“Handy” 




















A COMPLETE LINE of “Handy” Pat- 
tern Traps, with or without cizanouts, made in 
male or female connections. 


Swing type connections with Street Ells 
permit use where other types are impossible to 
connect. A complete line of Traps and Fittings 
enables the placing of orders in one lot. 


Write for descriptive literature at once 


Tae WILMINGTON CASTING Co. 


WILMINGTON, OHIO 
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PRODUCTS! 


MARKETS: 
PROFITS: 





NEW! “Add-on” absorption cooling units for use with existing gas furnaces ! 








NEWI Electric package air conditioners in 3-, 5-, and 7'’/2-ton capacities! 


NEW! Room air conditioners including /- and /2-h.p. sizes plus reverse 





cycle %- and 1-h.p. models. 





It’s a matter of simple fact! Servel dealers 
can tap every segment of the rich and grow- 
ing air-conditioning market. 

For the residential market there is Servel 
Wonderair All-Year air conditioning. Exclu- 
sive absorption principle gas-fired units are 
offered in 2-, 3-, and 5-ton cooling capacities. 
Oil-fired units also available. And now, the 
“cooling only” unit expands the market to 
include homes with gas furnaces. 


Commercial prospects can be offered new 
electric package air conditioners, as well as 


Servel Wonderair Room Air Conditioners 


for every need! 


Widest range of 
models! Lowest prices! 
Most attractive cabi- 
nets! Quietest opera- 
tion! Check this Servel 
line-up for complete 
market coverage: 


1. Trim !4- and 14-h.p. 
units with exclusive 
pull control. These 
models fit casement or 
regular windows. 





2. Special economy 34- 
h.p. model for straight 
cooling at lowest cost! 


3. One-dial control 34- 
and 1-h.p. models 
equipped to cool, 
ventilate, exhaust! 


4. New %4- and 1-h.p. 
reverse cycle units that 
cool or heat. Here’s 
the line with biggest 
profit potential! 





the time-proved absorption units that use 
waste heat or steam from any source for 
cooling. These units are also adaptable for 
add-on home installation. 

Industrial needs for air conditioning, process 
cooling, or special problems of temperature 
or humidity control find a perfect answer in 
famous Servel water chillers. 

Servel dealers are in a position to make the 
strongest bid for the business. Write today 
for franchise details. Servel, Inc., Air Con- 
ditioning Division, Evansville 20, Indiana. 


“‘Add-on”’ cooling: Every 
home with a modern gas > 
furnace is a prospect! 





| New electric package air con- 
5 ditioners plus absorption units 
give Servel dealers widest selec- 
tion for commercial prospects. 








the name to watch 
for great advances in 
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@ Clean outside finish 
@ Continvous even depth thread 
@ Deep round chamfer 


Heavy galvanized coating 


Pressure tested 


hand iis 205 | et JX 4 ~ a ATA 
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Bankers Securities Bidg., Phila. 7, Pa. 
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PF aseave Relief VU, ws 


fo safe-quard Hoste HOT WATER 
SYSTEMS, WATER HEATERS 
AND RANGE BOILERS! 


Cadwell 


No. 25E 


ge EE NOS. 25 & 25E 


SELF-CLOSING TEMPERATURE 
AND PRESSURE RELIEF VALVES 


7 ds Vd # ds lf ‘@! Pi Vd Diaphragm operated-thermostatic element out of 
— aawe aawe water at all times with exception of during dis- 
No. 35 No. 75 charge period. No. 25E, same as No. 25 except 
Pressure Relief Adjustable Poppet that it > aetetainn. P P 0 
Valve. Diaphragm Type Pressure Re- 8 Relief Valve. a ik — ‘ ee a in male 14”, 
operated. 4” or lief Valve. 4%” %” I.P.S. Listec ~” and 1”, Female drain 14” in all cases. A. 
%” I.P.S. Listed LP.S. A.G.A. G. A. Rating 850,000 B. T. U. 
A.G.A. 
Types No. 35, 75 and 105 can be furnished with 
fusible plug for temperature relief. (Not self- 
closing on temperature relief.) 


Perfection FLOOR & CEILING PLATES 


The original PERFECTION NO. 10 Sheet Steel. 
Sizes 4” to 6”. Copper Tube Size 4%” to 3”. 
No. 11—Same with Set Screws, Copper Tube 
* iu” to 3”, 


Sizes 











